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"In reflecting back over twenty years’ experience in the farm machinery business, if it 
were my privilege to back-track and undo things which | have done, or to do things 
which | have left undone; one of the changes would surely be to have handled Minne 
opolis-Moline Farm Machinery and Industrial Engines for twenty years instead of 
thirteen.” 
Those are t ‘ ] irice Be MM dealer in Donna, Texas. Here 
of Mr. Be etter reflecting on his twenty years in business 
“| have interest in four corporations, and in none of these connections do we have a 
franchise that is as well thought of and as highly valued as the Minneapolis-Moline 
contract. This is not an idle statement, and | am outlining why we place such velue on 
the Minneapolis-Moiine 
1) It is @ quality product on which we can safely develop our business and 
reputation 
The policies of the company are fair and just 
The contrac! allows the dealer to make a reasonable and just margin of profit 
(In my humble opinion there is no substitute for profit in operating a business). 
Last, but not least, the personnel of the Minneapolis-Moline Company are all 
high calibre gentlemen who are well trained in the duties they are to perform, 
and they treat and receive dealers with a warm, friendly welcome 


HERE'S HOW YOU CAN BENEFIT 

FROM "JUST" AND FAIR” MM POLICIES 

Right now there are MM Dealer Franchises available where there is no MM 
dealer, many in excellent farmu intry. From the moment you become an 
MM Dealer, you build your business on important intages. You the 
complete line of highest quality farm chinery known ‘round the world tor 
profitable performance and dependabl ration. You work with leferred 
sales system that ma the MM line the easiest to handle in the indu y. You 


| through a progressive dealer plan that helps you show a profit in your own 





we dvanc inufacturing d distribution methods insur lab 


S 
/ e fa ¢C 
parts nd delivery service to back ur i iles. You gain from adv is rand 


he . turn 


mnotion - n eS a \ j nd prosp 


prospects into customer re th proven methods 


NOW, HERE'S YOUR NEXT STEP! 
Write for complete facts on MIM dealers! ps today! 
i nediate exe tive-level attention. The omplete 


showing full profit opport 
ADDRESS YOUR LETTER TO 
F. N. Langham, General Sales Manager, 


Minneapolis-Moline Co., Box 1050, Minneapolis, Minnesota 








MURRAY WHEEL GOODS 
include a full range of veloc- 
ipedes, autos, fire trucks, 
station wagons,tractors,chain 

drive tricycles 


MURRAY + GO+ ROUND 
the finer baby walker 
with folding handle 


THE MURRAY OHIO MFG. €O. + CLEVELAND 


MURRAY BICYCLES —new Slip Stream styling, 18 models, 
sizes 16” through 26” 


MURRAY PARK CYCLES 
all new line, including 
models; 10”, 12”, 14” and 

16” sizes. 


~ 


You can sell everyone from toddlers to teen agers 
whea you sell Murray wheel goods and bicycles. 
There are sizes for every age and models priced 

for every pocketbook. Ultramodern styling makes 
Murray products the center of attention in any 
display . . . Nationally advertised in full color... 
For greater profit opportunities, stock and feature 
Murray—America’s most complete line of wheels! 


10, OQHIO 





Advertisements like this, appearing regularly in regional 
farm papers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
.. Steel fence posts ... barbed wire... 
nails and staples . . . bolts and nuts 
. bale ties... baler wire . . . dothes 
line and other Bethlehem products. 


Lo 
FENCE 
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HARDWARE 


, Volume 122 


4 j ‘ 


: : Number 5 . 





Picture the people in your neighborhood thot ore this fasci 


nated with the chance of owning their own power tools. This 
was Delta's booth at New York's “Do-it-Yourself” Show, 
March 16-21, 1953 
Fr a 





Greets DELTA At New Yorks First Do/+Yoursel# Show 


Talk about sales potential! You Better get on the profit band- 
should have seen the thousands of wagon now! Here are two ways to 
“Do-it-Yourself” enthusiasts go for do it 1) If you now handle Delta 


) Delta Homecraft Tools at New Homecraft Tools, be sure to display 
York’s Ist Annual “Do-it-Your them prominently. And now’s the 
self’ Show. Many a home work time! ’) If you aren't handling 


shop dreamer saw how easily he Delta Homecraft Tools, see your 


could become a doer with Delta wholesaler right away. It’s big bus 
‘Tools. They literally swarmed into iness with bigger, better profits for 
the Delta exhibit, watching actual you 12 months out of the year' 


demonstrations of sawing, shaping Delta's continuing NATIONAL ADVERTISING 
routing, planing, sanding, drilling helps bring tool buyers right into your store 
The home power workshop idea ts Colorful, forceful advertisements aoppeor 
sweeping the country. And rightly regularly in SATURDAY EVENING POST 
too, for it has very practk il money LIFE BETTER HOMES & GARDENS 
saving angles for the average head THIS WEEK Supplement POPULAR 
of the house MECHANICS POPULAR SCIENCE 

That’s a straw in the wind for you! MECHANIX ILLUSTRATED HOMECRAFT 
& THE HOME OWNER and many other 
well-read magazines. Tie in with this strong 








Right in your own neighborhood 
there are thousands of potential 
home workshop owners, too With 
Delta’s tool-at-a-time plan you can Delta Power Tool Division, Rock 
show these customers how easily well Manufacturing Company 692E 
they may acquire Delta’s revolu North Lexington Avenue, Pitts- 
tionary new combination unit, the burgh 8, Pa 

Deltashop. In addition, there’s the 

complete line of Hoznecraft tools to 


fit every buyer's need 

QUALITY POWER TOOLS 
Delta makes it easy for you to DELTA a 
sell; easy for you to make extra 
profits on this interesting line that ' Rockwell 


helps level off ‘‘slump”’ seasons. All 
seasons are Delta seasons because 
On the left » of the woman's appliances wash dryce ’ 
combination. On the right, the man's appliance, the Delta there’s always something Mr. Mod 
shop . . . circular saw — jointer — drill press—sander combina ern Handyman has to fix or make 
tion. Both units in the utility room, with space to spore around the house 


advertising support! Cash in on it! 
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There's nothing wrong with any paint department 
that a fast-moving stock of washable, one-coat 
Flatlux can’t correct. Used and approved by mil- 
lions, Flathux can increase your paint sales and 
profits the very first month it’s on your shelves. 
And, as every BPS Paint Dealer knows, those 
Available in the very healthy sales and profits are exclusively yours 
same colors as Flatlux, under a rigid, protected-territory Franchise. Decide 


this smooth enamel now to go and grow with Flatlux. 
makes single color 


styling easy to do. 











THE PATTERSON-SARGENT COMPANY 
1325 East 38th Street 
Cleveland 14, Ohio 


I'd be interested in proof of how Flatlux can increase sales the very first month 


A top-performing high 
glossenamel, BPSGlos- 
Lux is a natural for bath- 
rooms and kitchens... 
EVILS TTOMe aeleleh cela a 


NAME 


, ADDRESS 








Use the Barrett I=2 punch 
for bigger shingle sales! 


2. Stereo View-Master shows entire line in full 
colors! Lets prospect pick for himself! 


1. Ingenious full-color ads sell Barrett Shingles 
brand new way! 


me 





MOST BEAUTIFUL GOOF In Town 


=" 


x 
— 











Sales are much easier to make when your client can see 
for himself just how his roof will look roofed with any 
one of Barrett’s sturdy, attractive shingles. Be sure to 


get your View-Master in time 


High readership format means more of your prospects 
than ever will get the Barrett shingle story from these 
striking eye-catching Barrett ads appearing in Satur- 
day Evening Post starting May 9th. 


GREATEST ALL-AROUND PROMOTION PROGRAM IN THE ROOFING INDUSTRY! 


Match this kind of backing ...if you can! Barrett sup- And more, too! If you are not tied in with Barrett 
plies everything to help you sell more shingles this — ACT NOW! You get greater profits when 
you handle Barrett famous for fine building 
a century. Write for full 





spring! 
National advertising to keep the Barrett story before materials for almost 
your customers the Stereo View-Master to help you information 


sell—and look what else: 
3 g your business » business o 
¢ Dramatic full-color counter and window displays. Building yo isin is the business of — 


e Newspaper mats and electros 
BARRETT DIVISION 


e Personalized business stationery and forms. 
Permanent and portable samples Ned . | ALLIED CHEMICAL & DYE CORPORATION 
Mailing pieces, post cards, blotters. hemial! 40 RECTOR STREET, NEW YORK 6, N.Y. 

« 
Outdoor signs for your building and for job use. 205 W. Wacker Drive, Chicago 6, | 
36th St. & Gray's Ferry Ave Philadelphia 46 Pa 
1327 Erie St.. Birmingham 8, Ala 





Good-will novelties and reminder 
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RUE lEMPER 


brings you a 


\\ ° i 
complete new line of eNarelliie shovels 


...yet with Super Strength 


because they’re 
taper forged from a 
solid bar of steel! 








For complete details, models and sizes, write for 


the new Dynalite Shovel Folder. True Temper PTT TEMPER Corporation 


Corporation, Cleveland 15, Ohio. 
For over 100 years makers of fine tools, fishing rods, golf shafts 





SwInG-A'Why GOES ALL OU 





Now... 

here's 

the 

Can Opener 
you asked for! 


+ 


Swing-AWay A es 


SA newness 


Automatic Xo 
CABINET Can Opener 


Here's the revolutionary, new Can Ope ner 
you helped design. Over a span of years, we 
found the features women want 

most in a Can Opener. Now — for the 


first time ... here they are. 


@® CABINET STYLING 
all working parts are concealed in smart 


plastic cabinet 


iTS AUTOMATIC 
single-action locks the can and removes the lid 


MOUNT IT ANYWHERE 

on tile, metal or wood — with screws or 
permanent adhesive 

DECORATOR COLORS 

choice of red, white or yellow to blend 


with color scheme 


Retail $5.95 
with magnetic “Lid-Lifter” S6.95 


Other models from $2.49 


5 YEAR GUARANTEE 


RTIT 


At leading hardu are and de i artment stores everyu he re 


SWING-A-WAY MANUFACTURING CO. 
‘ BECK AVENUE + ST LOUIS 16, MO 


» Ag . Lid P 








Reprint from BETTER HOMES and GARDENS 


JUNE ISSUE 


JUNE ISSUE 


TV and RADIO 


TIE IN—CASH IN 
When homemakers read about the Can Opener they 


asked for—they won't be satisfied with anything less. 


Why not sign your store name to this powerful na- 
tional advertising with tie-in ads and merchandising 
of your own? Your SWING-A-WAY distributor has 
colorful displays, window decals, mats — everything 


you need—to guarantee extra sales and profits. 


swinc-a-way | S30 mec. co. 
Se = } 
4100 Beck Ave., St. Louis 16, Missouri 


In Canoedea Fox Agencies Ltd., Port Credit. Onterie 





Red Teggs 
Merchandising Tips: 


“It pays you to stock and display 
the entire line of Cyclone Hardware Products! ” 





vA yeaa 
nin nip! 


+t 4 ae me 
+3 34+ oe 


I" you are like most dealers you have some customers 
who for years have been buying one Cyclone “‘Red 
Tag’? Hardware Product —for example, Lawn Fence 
But these same people can also become good customers 
for other Cyclone Hardware Products, if you stock 
and display them together — where your customers can 
readily see them. 

All Cyclone Hardware Products—Lawn Fence, 
Flower Bed Border, Gates, Insect Wire Screening, 
Hardware Cloth and Catch-All Baskets—are profit 
able and easy-to-move items. Many hardware dealers 
have discovered that they have made related sales 
simply by setting up attractive displays of all the 
Cyclone Hardware Products. A customer who comes 
in to buy Insect Wire Screening may then buy Hard 
ware Cloth to reinforce the screen... a gardener who 
wants Lawn Fence may also find he needs Flower 
Bed Border. 


Don’t pass up this opportunity to add to your sales nan — 

: w 

and profits with the well-known, well-liked Cyclone Welded ldge Woe ot CATCH-ALL Mae s 
“ 


line Call your jobber today. = « >. + PPR 


CYCLONE FENCE DEPT, AMERICAN STEEL & WIRE DIVISION oon 
UNITED STATES STEEL CORPORATION T mr el 4 


a 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST INSECT wine sea tt 


U°S°S CYCLONE 
“Red Joq 
HARDWARE PRODUCTS 


UN 1 Foe oe ea eee Tet 
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une 1s a YREX 


BRAND WARE s 


EX ware’s promotion 
one of the biggest 


In the housewares business, June begins the 


“oll season.” 


But not this yvear! Not this year! 

This vear, PYREX Ware makes the “fon season as 

never before”! 

It’s the month tor brides and wedding gilts 

It’s the month to make cooking quick and cool! 

It’s the time for PYREX colored Bakingware, Flameware, aZes 


clear Ovenware. colored bowl sets, and colored 


relrive rator sets. 
lo he Ip you speed your June sales from a shuflle toa 
sprint, Corning has put together the biggest summer 


promotion in the history of housewares 


Remember, when you push PYREX Ware, you push the Your June se lline-storv voes 
. a 7 8 


most profitable merchandise in housewares. Fast turnover, > Or 

before 23.950.000 readers of LIFI 
maintained mark-up and local deliveries with littl bed lac i 
which mcludes a whoppime bie 
or he freight cost... . all combine to give you more for | o 6 


every dollar you put in PYREX Ware. number of your regular shoppers! 


Order now. Be sure you have enough stock on hand. See 


your local Corning distributor and make June a BIG month! 


a product of 
PYRE X ware Corning Glass Works 


Corning, N.Y. 
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helps you make June 





months of the year! 


Local 
Newspaper 
Support! 


This June, PYREN Ware promotion ts getting powe rlal new spuper 
promotion, too, with eve-catching, selling advertisements running 


in 227 prune ipal trading areas! 


2 Ways to 
Take Advantage! 


1. Tic in your own advertising with free mats from Corning! 


y F And make your store li «quarters for the big PYREX Ware summer 
promotion with tin colortul promotion banner whine hy will reach you 


about Mary 15th. 
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The Great New 
_ Rapidayton 


‘CHAMPION’ 


agit vie 


TRULY CONVERTIBLE = - 


Nothing extra to buy! For shallow at oe a 
wells, mount ejector on pump. For deep ' _ CHAMPION PERFORMANCE er : 


(4", 2-pipe) wells — same ejector goes , 
New Quad-Volute design makes pump 


into well. A terrific selling feature! 
smaller, lighter and more efficient. Delivers 


up to 600 G.P.H.— reaches to 70 ft. depths — 


develops up to 70 Ibs. pressure. 


NOTA 
“STRIPPED-DOWN” MODEL 


A complete, top-line Rapidayton jet water jae. * Champion” Convertible Tet System 
I 
a : with 42 H.P. motor and 13-gallon 


system with 14 H.P. motor, rotary seal, bronze 
tank with air charger retails for only 


impeller, brass venturi and nozzle and 13-gallon : $134.50. Delivers up to 850 G.P.H., 

tank with air charger at the Jowest retail re 2% 7. reaches down to 80 ft., develops up to 
price e\ er—$99.50!* ; 80 Ibs. pressure 

Single pipe deep well systems also 

available. All prices F.O.B. Dayton. 


a 


~ 


Y 





i 


Never before has any manufacturer in- 
troduced a top-line jet system like this 
new convertible ‘““Champion’”’ at the 
amazingly low retail price of $99.50. It’s 
truly convertible—ready for deep or 
shallow well service in a matter of 
minutes. Ejector stays on pump for shal- 
low wells, goes into well pipe for deep 
(4”, 2-pipe) wells—nothing extra to buy! 


It’s powerful—delivers up to 600 G.P.H., 


reaches down to 70 ft., and ejectors are 
available that develop up to 70 lbs. pres- 
sure. It’s a complete jet water system— 
witha '4 H.P. motor, 13-gallon tank with 
air charger, bronze impeller, new multi- 
opening volute, rotary-type seal and 
many other features. It’s a RAPIDAYTON 
and it’s priced to sell. The sooner you 
place your order, the sooner you can start 


selling this great, new “Champion.” 


The new Rapidayton “Champion” group (14 and 14 H.P. models) gives you 
the lowest price for more than 8 out of 10 jet pump sales. Write for proof. 


Kipidajiin 


THE DAYTON PUMP & MANUFACTURING COMPANY, DAYTON, OHIO 





Sell Genuine 
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... 8 6 of one piaiian 2 
or hall a dozen Fj 
of the otber/ ixtures 


SOUTHERN _— 


Whoever uses tools 
WOOD SCREWS = eu 
—_ ; Handy-Hook fixtures 
AIA ’ i ...inhomes and shops, 
(Slotted or Phillips Heads) eee a oe 
" = virtually anything that 
Southern Wood Screws don’t just ha p pe n to meet : ; will hang up 
Federal Specification FF-S-11 1a, they are carefully 


made to meet this exacting government standard 


Uniformly made of the highest quality ma 
terials, in one of the most modern plants of its 
: KITCHENS — 
kind, Southern screws are of government approved WARDROBES 


single-thread construction, with threads that are Handy-Hook fixtures are 
in demand for kitchens, 
closets, wardrobes, utility 
rately milled, not struck, and shanks are full-size rooms and a host of other 
spots around every home 


cut—not rolled—for sharpness Slots are accu 


for greatest strength. With their sharp gimlet 
points, Southern screws start quickly, bite cleanly 
into wood without tearing the fibres, and then 


hold tight for the life of the product they fasten 


Carefully Engineered 
Beautifully finished 

Over 200 different fixtures 
Eye appeal makes easy sales 


Wide range of sizes from 3/16” No. 0 to 6” 
No. 30, in steel and brass. Write today for inter 
esting literature on types of wood screws—and 


for the Southern Wood Screw catalogue 
Always a large inventory assures 


prompt shipment to you. 
FACTORY WAREHOUSES i 
1 New low prices. 


Ask your jobber or write for full information today or 
Phone WAlnut 1.5381, Detroit, Michigan 


ge a 
ae 
aoe & - 


way 
= 


SOUTHERN SCREW COMPANY a : ae SDEIROMT 11, MICHIGAN 
110 Rickert Street, Statesville, North Carolina yao: Oe, CRB ted uy 
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Windstorm Losses Total More 
Than $40,000,000 Annually! 


LOSSES SUFFERED IN ALL PARTS OF THE 
COUNTRY AND ON ALL TYPES OF CONSTRUCTION 


The Eastern Atlantic and Gulf 
States have hurricanes; the Middle 
West, South and Southwest have 
tornadoes, the Far West and North 
have destructive gales and strong 
winds. Tornadoes, cyclones, hurri- 
canes, blizzards, gales or just high 
winds can cause a lot of damage, 
over $40,000,000 annually according 
to the U.S. Department of Com- 
merce. 

No section of the country seems 
immune and the best construction 
whether frame, concrete or steel, all 
suffer damage. 


YOU CAN’T STOP 
A TORNADO 


You can’t stop a tornado but you 
can protect yourself. The extended 
coverage endorsement on your fire 
policy extends your protection to 
damage by windstorm. 


ARE YOU PROTECTED? 


Your Friendly Federated man will 
be glad to discuss this with you so 
that you may know how adequate 
your windstorm protection is. 

He'll be glad to explain too, how 
you can have as fine insurance pro- 
tection as there is available and still 
reduce costs with Federated Mutual's 
money saving dividends. 


ARE YOU FULLY COVERED? 





WHAT BLOWS? 


Would YOUR business be blown 
away entirely or would your loss be 
covered by insurance? Check the 
yellow pages of your telephone book 
for the name of your Friendly Fed- 
erated man—or write the home office 
—QOwatonna, Minn. 
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ARE YOUR PRICES TOO HIGH? 


No doubt you are aware that there 
are those who feel your prices are 
unreasonably high. Among them you 
may find customers, prospects, legis 
lators, bankers—to name but a few. 
it may not be entirely their fault 
Some of them probably don’t realize 
how many important services you 
render. Nor the huge investment ot 
money, time and knowledge required 
The job is one of acquainting the 
public with the true benefits of your 
services and how economical it really 
is. It’s every dealer’s job, and it’s 
one of the many jobs of your trade 
association. It’s just one of the rea 
sons most good business men sup 
port their association. They find it 
doesn’t cost. It pays! 








Questions about Insurance? 


Ask Lbvabdis 
QUESTION {()\ BOX 


Q. Does windstorm coverage apply 
to buildings in course of construction 
or reconstruction. 


A. No, unless such buildings are en 
tirely closed and under roof with all 
outside doors and windows perman 
ently in place 





When Henry Fonda was on loca 
tion in Mexico a few yrs ago, he 
asked an Indian why he rode a burro 
and allowed his squaw to walk. 

“Because,” came the forthright 
reply, “she doesn't have a burro.” 

Practical English Scholastics 





He who laughs last is the one who 
intended to tell the story himse lif a 
little later Circle News, Am, B Ff 


Goodrich Co 


A twister that tore through this Wisconsin town after midnight in mid- 
July, made a shambles of this farm equipment dealer's place of business. 
Walls of 12-inch concrete blocks were toppled. The arched wooden roof 
was lifted off and dropped ahead of the building. Machinery ready for sale 
was crushed or damaged beyond repair. Note how the concrete blocks 


pulled away from the sash without a window-pane being broken. Photo 


courtesy of Allis-Chalmers Manufacturing Company. 





Sederaled Heleal 








IMPLEMENT and HARDWARE INSURANCE COMPANY *% OWATONNA, MINNESOTA 


1953 
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Wide 18 inch cut 

Front “Grass Spray” 
discharge 

2 cycle IRON HORSE 
engine 

Only 35 pounds 








RPM Manufacturing Company, the world’s largest 
manufacturer of rotary power mowers, presents 
America’s newest lawn mower ... the LAWN-BOY 
by RPM. Here's the one mower that offers your 
customers more new features than any other mower; 
backed up by the largest, most powerful promotional 
campaigns that ever introduced any mower. The 
LAWN-BOY’s your guarantee of a trouble-free, priced- 


right lawn mower .. . designed for profit-building 


CHECK THESE FEATURES 


CONTOUR CUT...the feature that 
checks scalping. The LAWN- 
BOY's cutting blade is auto- 
matically guided by the wheel 
placement design. Here’s the 
mower that won't scalp. 


SIMPLE, uncomplicated .. . the 
LAWN-BOY’s direct drive 
gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY. . . here's the fea- 
ture that assures full cutting 
power. Grass clippings can’t 
back up in the discharge 
chute. What's more, this fea- 
ture eliminates long rows of 
clippings. 


Styling by Brooks Stevens, ONE OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 


LIGHTWEIGHT . . . all aluminum 
alloy construction gives a 
magic, featherweight ease of 
handling, bound to appeal to 
every customer. 


CLOSER TRIM. . . the LAWN- 
BOY trims as close as 3/8 
inch . . . right up against 
walls, bushes or fences. Saves 
hours of time spent in trim- 
ming or edging. 


@ BALANCED WEIGHT DISTRIBUTION 


@THE LARGEST MUFFLER AREA ON 
ANY MOWER 


@ COMPLETELY SHIELDED, EXTRA-SAFE 
CUTTING BLADE 


21 inch cut 


Rear “Grass Spray” 
discharge 


4 cycle engine 


AS ADVERTISED IN... 


ie 


“Tt Rog) — 
j 


ve 


POS] 
BETTER HOMES | 


and gardens 


WORLAI'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 





Available through ha dware jobbers and distributors 
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SIT «Witter 


5” x 36” 


36” x 48” 
DX 60 
36” x 60” 


OVERALL DIMENSIONS 


The Sandbox comes in three sizes and is constructed of selected 
woods, and has a bottom of ARMCO steel. It is finished in 
bright yellow and green outdoor enamel, with a vari-colored 
awning top. All bolts and screws are zinc puted. 


ya 
Phite Mater Mai 


FD 51-SRNT-2 
SUPER DELUXE 


a 


f/ 
Zs 


Ilustrated is the ‘‘Flite-Master Super Deluxe," 





Ahr 
a 4 


Flite Jatvter 


Slide Unit 
5-8 
$-136 


8 ft. slide 
$-10 
13% ft. slide Lf 


10 ft. slide 
j 


The longest, sturdiest and the only all-welded steel slide on the 
market; features a slide bed of ARMCO ZINCGRIP, framework 
and ladder of heavy steel. Available in three sizes—8 ft., 
10 ft., and 13'/, ft. lengths. 











the only complete play unit of its kind 


on the market. Flite-Master comes in many models with various combinations of play 
activities. Buy Flite-Master, America's No. 1 Gym. 


3601-R1 
Single Rocket 
3602-R2 
Double Rocket 
3603-R3 
Triple Rocket 


Flite-Master Rocket Glider Sets have the same sturdy frame, 
with welded sleeve and welded top cross bar, as the Flite- 
Master Rocket Gyms. They are designed in single, double, and 
triple units. 


Sold through Wholesalers Exclusively 


CONSOLIDATED METAL 
424 E—. PEARL STREET 
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440 te Fle 


Playtime 
Table 


WIDTH — 40 in. 
SEAT LENGTH — 
36 in. 
HEIGHT OF 
TABLE — 26 in 
OVERALL HEIGHT 
OF CANOPY — 
. 58 in. 
Another Flite-Master sensation—the Playtime outdoor table. 
A beautiful, usable decoration for the yard. Sturdy Flite-Master 
construction — striking yellow and green outdoor enamel — with 
an adjustable vari-colored canopy. 


Write for Free Colorful Catalogue 


PRODUCTS COMPANY 
CINCINNATI 2. OHIO 








“Thrifty citizens... 
with Savings Bonds... 
less likely to be taken in 
by the false promises 


and ideologies of 


33 


communist propagandists .. . 


LUCIUS D. CLAY 


Chairman of the Board 


Continental Can Company 


“The regular purchase of Savings Bonds through the Payroll Savings Plan by 
millions of our citizens contributes importantly to the country’s economic 
stability, the national defense effort, and to the financial independence of 
the individual. The thrifty, self-reliant citizen is one far less likely to be taken 
in by the false promises and ideologies which communist propagandists in- 


variably direct to the *have nots’,” 


bad To thousands of company exec utives, accountants, pay- 
roll department employees, PSP means Payroll Savings 
Plan, the simple payroll allotment operation through 
which employees make a monthly investment in U.S, 


Savings Bonds. 


© To almost eight million employees of nearly 50,000 com- 
panies, PSP has a more intimate connotation. To them, 


PSP spells Personal Security Plan, 


* Multiply the personal security of a single Payroll Saver 
by 43,000,000—the number of individuals who hold Sav- 
ings Bonds having a cash value of $49.5 billion—and you 
have economic stability that is the keystone of our national 
defense. 

¢ Thanks to the thousands of « ompenies which offer their 
employees the Payroll Savings Plan, Bill Brown in the 
Machine Shop sia 


eight million more Browns and Greens can well turn a 


. Joe Green in the boiler room . . . and 


The United States Governme nt does 


tion in cooperat 


deaf ear to “.. . the false promises and ideologies . . .” of 
communist propagandists, Bill can see his new home takin; 
shay in his growing stack of Savings Bonds . Joe sees 
each bond another step toward a college education for 
little Joe. and the “Old Timer.” who eats his lunch with 
Bill. talks of “sitting down pretty soon because his Bonds 


will make a nice addition to his Social Security 


e PSP holds still another benefit—this one for the em 
ployer. Pavroll Savers are conscientious workers. Statistics 
show that absenteeism goes down production improves 


and accidents decrease as payroll participation goes up 


¢ If employee participation in yeur Payroll Savings Plan 
is less than 50 or if your company does not have a 
Payroll Savings Plan et in touch with Savings Bond 
Division LS. Treasury Department Washington Building, 
Washington. D. C. Learn how easy it is to he Ip your coun 


trv. your employees ind your company through the PSP. 
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You're linked to 


steady sales with 
HODELL CHAIN 


There's always a demand for chain, the year around. 
Whether you sell to home or farm or industrial customers 

. you'll want a dependable source for a complete line 
of chain to meet the demands. You'll find that Hodell ... 
with a full line of high-quality welded and weldless chain 

.. can fill all your needs. 

Hodell helps you sell by making a variety of chain ame ene Form 
assortments and many hardware specialties for your 
profitable chain merchandising. 

Leading hardware distributors will take your order now 
for Hodell Chains. For complete information on the 
Hodell line, write for your Hodell catalog today. 


TYPES OF CHAIN: Jack, woven sash, safety, pump, Bulldog, Samson, 
register, stamped sash, BBB coil, proof coil, Liberty machine, Liberty Industrial 
coil, passing link. 

HARDWARE SPECIALTIES: Dog and halter chains, cow ties, log 

chains, porch swing chain sets, tie-outs, kennel and exerciser chains, 

anti-cow kickers, wagon ond utility chains, chainvenders, household 

chain assortments. 

ATTACHMENTS: Swivels, snaps, eyebolts, S-hooks, toggles, ceiling 


hooks, grab hooks and slip hooks. 
Marine 


HCDELL CHAIN COMPANY « Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


Matloaal r 
y FASTENERS ““/ 7 — HODELL CHAINS Pd CHESTER HOISTS 


YW 
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There's 
no substitute 


for Opal! 


It's America’s most popular insect wire screening! 


Better looking, longer lasting, easier to install with exclusive 
Multi-Strand edge and precision-made, uniform mesh. 
Fora real money making trio, stock galvanized Opal with those other 


two favorites . . . Aldura aluminum and Liberty bronze. 


NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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» ++. Of continuous effort 
for improvement in design, —~* 
quality and merchandising. 


For nearly a century, WARWOOD TOOL COMPANY has been serving Hardware Wholesalers and Supply Dis- 
tributors, and through them Industry, Agriculture, Mining and Railroads and has been constantly striving to 
improve that service. 

For almost 100 years the name WARWOOD has been a guarantee of the finest in Forged Hand Tools. As 
production methods have improved over the years, so has designing and 
processing, and today WARWOOD TOOLS, accurately forged, correctly 
WARWOOD eatignes and scientifically we treated, are ne mark of real craftsman- 

ship! Warwood Workmanship Makes The Difference! 
PATENTED Finished in WARWOOD Blue, with clear lacquered handles, WARWOOD 
CARTON Tools are a symbol of quality. 


Wade RIGHT! Packed RIGHT! 


Patented carton for shipping 
Mauls, Hammers and Sledges 
with handles assembled. 


Sleeve keeps handles clean 


and in good condition. 


Cartons dovetail for easy stack- 
ing on floor or pallets, saving 


warehouse space. MBALIEBLLE 
GENERAL CONSTRUCTION 
AGRICULTURE snd GARDENING 
MINING AND INDUSTRY 
RAILROAD TRACK 


aie) ~WARWOOD TOOL COMPANY = 


. 47) 
orn «SS WHEELING, WEST VIRGINIA 


Can be re-shipped without opening. 
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Hue Brau 
beiyy Homes 


Hovtise Garden 


D. Statement enclosure featuring 
Model 8-U Utility Table ($3.00 
per 1000 imprinted) 


A. Eosel reprint of consumer ad- 
vertisements 

8. “Spotties” for point-of-sale dis- 
play on tables 

C. Complete mot of aod for your cials 
use in newspopers on request 


“oe TT 


METAL HOUSEHOLD 


. Copy slants ond radio commer- 
- product mots available 


rwe mort YO" 
THE more * 


LOSE s 


June Table 
Promotion 


All through June, Cosco Utility Tables 
will be in the public eye . . . dramatically 
featured in three great magazines your 
customers buy from . . . pre-sold to more 
than 16,500,000 home-loving readers. Get 
aboard! Feature Cosco Tables in your 
windows and your floor displays. Use the 
forceful free Cosco sales-makers pictured 
here to tie your own local promotion to 
the national effort. Give both rollaway 
and foldaway tables a hearty push down 
the selling aisle . . . for outdoor living, 
bridal gifts, easier housekeeping every 
day of the year. Check stocks now... 
order and sell the complete Cosco line! 
HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


Put your best foot forward... 
with a COSCO “Merchandiser” 


The display stand that 
soves space, builds 
traffic, makes sales 
Flexible, durable, sells 
the complete COSCO 
line. Only $10 on spe- 
cial purchase plan 
Write today for cata- 
log giving full facts 


FURNITURE 
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Retail Sales Continue Strong; 
Industrial Production at Peak 


WHILE THE prospects of peace in 
Korea have brought about some 
uncertainty In activity, 
there is nothing to indicate any 
harp set-back in the immediate 
months ahead 

If a truce is effected, arms ex- 
penditures probably will be slowed 
down, taking some of the edge off 
the boom, However, at the mo- 
ment, industrial production, con- 
struction, employment and _per- 
onal income are at record levels 
and farm prices have firmed a bit 
in recent weeks. 

Plant expansion likely will con- 
tinue without much change for the 
remainder of the year, but it is 
probable that inventories will be 
watched closely with the em- 
phasis on replacement buying 
rather than on accumulation. 

Meanwhile, retail in dur- 
able lines have been good. Produc- 
tion of hard goods have increased 
upwards of 13 percent in a year, 
and appliance manufacturers and 
the automotive producers still pre- 
dict strong sales for 1953. Retail 
sales, in fact, have held near 
record levels in recent months re- 
flecting high consumer’ incomes 
and increased credit buying by 
consumers 


business 


sales 


* 


Retail Sales on High 
Level in Early 1953 


RETAIL SALES were at near- 
levels in the four months 
ending with January, according to 
the Department of Commerce 
January sales were down less than 
one percent, after adjustments fot 
seasonal differences, from the 
record high in December, but to- 
taled nine percent larger than last 
year 

Sales by the automotive group 
rose two percent over the month 


record 


22 


and were 25 percent above a yea 
earlier; furniture and appliance 
were up five percent from Decem- 
ber and nine percent from January 
1952. Sales by the lumber, build- 
ing and hardware group increased 
moderately. 


. 


Increase in Consumer 
Installment Credit 


CONSUMER income 
been running at a record annual 
rate, consumer buying has 
supported substantially by the in- 
creased use of credit. The Depart- 
ment of Commerce has reported 
that consumer credit outstanding 
at the end of January totaled 23.7 
billion dollars, 18 percent higher 
than a year earlier. 

Total credit purchases fell off 
seasonally in January. A decline 
largely charge ac- 
counts more than offset a further 
moderate rise in installment credit 
With the rise in credit buying over 


THOUGH has 


been 


seasonal, in 


ie be. 


= 


Ome os 


, 
& 


the past year, consumer credit out 
standing at the end of January was 
a somewhat larger percentage of 
disposable personal income. The 
volume of installment credit ex- 
tended during January was equal 
to about 44 percent of total sales by 


durable goods stores 


o 


Cotton Prices 
Hold Steady 


FOLLOWING A steady decline that 
lasted until mid-January, cotton 
prices in months have 
shown more firmness. On March 
18, the average 10 spot market 
price for Middling 15/16 inch cot 
ton was 33.30 cents per pound com- 
pared with 31.71 cents on January 
12, the low point for the season to 
date. On August 4, 1952 the aver 
age price was 40.76 cents pel! 
pound 


recent 


Sf 


Construction Outlays 
Hit New High Record 


CONSTRUCTION outlays, in Febru- 
ary, according to the Department 
of Commerce, were the highest on 

(Continued on page 74) 





change 
in sales 
Feb. 1953 

from 


Geographic 
Division 


Jan 
1953 


Feb 


1952 


Stocks-Sales 
Ratio 


change 
in inventories 
Feb. 1953 
from 


Jan 





U. S. Total 
Sales + 3 


Hardware 


South 
Atlantic 


East South 
Central 


West South 
Central 











302 


269 


293 














Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 
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et’em roll on 


UNION No. 7 CHAMPION 


plated 


ty ASSIS 


high quality standard skat 
with Unilite channel 
oscillating trucks with live rubber 
single ball race, self con- 


extends from 7" to 10”, 


cushions 


tained rolls 


UNION LILLIPUTIAN No. 1 


for toddlers wheels mounted directly 
on ax! eviess heel and toe plates 
Ily designed for 
shoes red leather heel and toe straps 
— bright Unilite plated finish — ad- 

” 


justs from 6” to 734 


scientifica children’s 


} 


UNION LILLIPUTIA 
9 ball bearings per w 
red dust caps — otherwise identical 
with Lilhputian Model No. 1. 


N No. 2 


" ! 


iridescent 


UNION HARDWARE CO 
BRISTOL HORTON, INC. 
RAIN-BEAU PRODUCTS CO, 


HARDWARE COMPANY 


All Models 
Now 
Available! 


UNION No. 5 

the industry's standard skate plated with 
Unilite oscillating trucks with live rubber 
cushions SCB rolls 18 ball bearings per 


wheel — extends from 814" to 1034", 


me 
Uiiu i aers 


UNION Repair Kit 


another, extra profitable 
item for you. Anyone can 
repair skates at home; 
replace keys, rolls, 
caps, nuts, etc. Com- 
pact, convenient 
counter display 
results in impulse 
buying. 


Buy Sealand PRODUCTS 


— the Sports Brand Millions Demand! 


dA) LL Le La 
Since /826 


NEW YORK * CHICAGO © ATLANTA «+ LOS ANGELES 
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SKATES 
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£ 
UNION No. 4” 


a popular 

I : 
bearings roll — Unilite plat 
oscillaung trucks with live rubber 
cushions SCB rolls 


7” to 8”, 


18 ball 
! 


tional skat 


extends from 


UNION No. 130 DE LUXE 


bright Unilite plate over copper 
streamlined toe clamy 18 ball bear 
ings per vheel rid nt red dust 
caps SCE 1 oscillating ks 
with live rubber cushions extcnds 
from 8'4"' to 10%4 


Union's new 

and bu 

striking 

white-t 

of sale pre 

sturdy con 
damaged wit 
factory look people 





THE SPRINGFIELD CO, 
JOSEPH T. WOOD CO. 
THE 7. H. WOOD CO, 





SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 

SASH CORDS 

CLOTHES LINES 

MASON LINES 

BUTCHER'S TWINES 

FISHING LINES 

NYLON CASTING LINES 

STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 

KITCHEN LINES 

EXPRESS TWINES 

CHALK LINES 

KITE COROS 

PARCEL POST TWINES 
{ POLISHED INDIA TWINES 

PLASTIC CLOTHES LINES 


TART —" Big Deal 


for Spring 


and 
Summer 





Art. 508 


Made from our top grade No. 
6 solid braided sash cord and 
is complete with a durable, 
red enameled wooden handle. 
This rope is braided and pol- 
ished so as to allow a maximum 
amount of flexibility and con- 
structed so as to give the long- 
est service possible. 


Yes, MIKE, has an extra margin of quality 


in Starter Rope. Each rope is 36” long — 

packed 12 to bundle. Price per dozen $1.24 

Shipping wt. 1 1b., 1 oz. per dozen. 
ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.0.b. 
Mill, Lawndale, N. C. or Marietta, Minnesota 
Orders of $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 
include extra charges incurred outside car 


When you display the Gj line— 


it Sells! 
Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED iN 1673 


rier's regular zone of delivery. 


Marietta, Minnesota 
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More than 
yiomelele 
shapes and 


REPUBLIC UPSON BOLTS, NUTS, SCREWS, RIVETS 


Just about any fastening problem can be handled 
safely and dependably with a Republic Upson 
Fastening ... all highest quality steel, made on 
most modern machines under close inspection 


and control from ore to finished product. 


Everything from a screw spike to a plow bolt, 
from a “Nylok” lock nut to a cap screw ts avail- 


able under the Republic Upson brand. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO . GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17,N. Y. 


ursoM QUALITY OLAS AND SUNS 
\ einai li 
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The horizon fairly glows with 
promises for the future under 


ynamic Business—Our 

















Sic THE TURN of the century, the American busi- 
ness system has given our people a standard of liv 
ing that is the envy of the world. It has made us 
strong enough to be the global guardian of freedom 
The horizon fairly glows with promises for the future 

How far have we come since 1900? The statistics 
are impressive. Here are a few from a study just 
published by Professor Frederick C. Mills of the 
National Bureau of Economic Research 

1. During the decade ended in 1950, we produced 
five times as much as we did in the decade 1891-1900 

2. This five-fold production required only an 80 
percent increase in total man-hours of labor 

3. The output per man-hour of labor has nearly 
tripled in the half-century 

This means the American people are producing 
more wealth with fewer hours of work than our 
grandparents ever dreamed could be possible. It isn’t 
because we are stronger, bigger, or work faster than 
our grandparents. New and better tools and methods 
the creation of an ever-expanding industrial plant, 
the unceasing search into the unknown-—these have 
given our people a fantastic reward 

The material benefits of this quintupled production 
of goods and services are apparent wherever we look 
In food, clothing, shelter and transportation, and in 
euse. convenience and comfort, the standards of even 
the most modest American home go steadily upward 
What is initially hailed as a modern conveniencs 
quickly becomes a modern necessity. Where else in 
the world could an Official Consumer Price Index in 
clude such items as television sets and beauty parlor 
services? 

In sociological terms the change has also been 
marked. Fifty years ago there was a great difference 
in living standards between the working man and the 
owner of a factory. They lived in different neighbor 
hoods, wore different kinds of clothes, and had a 
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By CRAWFORD H. GREENEWALT 
President, E. |. du Pont de Nemours and Company 


widely different degree of comforts and diversions 
Today they eat much the same meals. They drive 
to work in comfortable, dependable automobiles 
one may ride in a Ford and the other in a Cadillac, 
but both travel well. Either may spend his vacation 
in Florida or in the Rockies. Their homes may differ 
in size, but they differ little in comforts for tne 
family—both have automatic heating units and 
modern equipment of all kinds in the laundry, the 
kitchen and the bathroom. They wear virtually the 
same clothes, and so do their wives. Both see the 
same television programs on the same kind of set, at- 
tend the same concerts and ball games. It is the only 
country in the world where this situation exists 
Since 1900, our life expectancy has increased by 
nearly a quarter of a century. Diseases which once 
were almost certain killers have been conquered 
American boys and girls go on to college where thei! 
grandparents had to start work at the grade school 
level. The work week has fallen from 60 and 48 hours 
to a 40-hour standard. Mechanical appliances and 
revolutionary methods of preserving and packaging 
foods have emancipated women from the kitchen 
and they now take an active interest in business 
sports and civic affairs 
All of these gains are by-products of business 
progress. If this is disputed by fellow-thinkers of the 
left wing, let them try to institute by law or govern- 
ment fiat a 40-hour week for the workers of Red 
China. It would bring rebellion or starvation. With- 
out tools and machinery, the people of China can't 
produce enough to keep themselves alive without 
working longer hours. Nor was the shorter work 
week attainable by our own grandparents. Social re 
form stems from productivity—it is never the root 
Even the boldest of us would have difficulty fore- 
casting the full brightness of the future if American 
business is permitted to continue its development in 
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Best Guarantee of 


No. 6 of a series on problems 
of business and government 


freedom. There is no evidence that the prophets of 
1900 foresaw air-conditioned trains, fine fabrics 
made from air, water and coal, super-highways 
traveled by sleek automobiles, or man-made rain- 
storms. Certainly they didn’t envision intricate in- 
custrial plants where workmen watched gauges and 
were safer from accident than in their own homes 
Nor could they have foreseen the splitting of the 
atom to release energy terrible in war, but with 
vast potentials for peace 

But even the prudent may assume with confidence 
that today’s industria] 
fcrmulas that could bring progress as spectacular in 
the last half of this century as we have witnessed in 
the first. For instance, half of the du Pont Company’s 
sales last year were of products unknown or in thei: 


laboratories are testing 


commercial infancy 20 years ago. Yet our company 
spent $50,000,000 for research in 1952, and will spend 
at least as much for that purpose this year. Other 
firms, large and small, attach equal emphasis to the 
importance of research and development. They must 
if they are to meet their competition and survive 

For competition, in the last analysis, is the spar' 
which ignites our business system. There would be 
no progress if business were content to sell the same 
products, made in the same way, at the same price 
ts the same markets. If any firm tried to do that in 
America, it would quickly discover that a competitor 
had developed a new or better product, or had found 
a way to manufacture the old product at less cost fo: 
sale at a lower price. The customer naturally would 
buy from the competitor. The standstill firm would 
gu out of business 

As long as men are free to seek reward through 
their own productive effort, the United States will 
never cross its last frontier, nor stagnate in a 
“mature” economy. A dynamic business system is 
our best guarantee of progress and a better life for all 
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Progress 





MR. GREENEWALLT, who joined the du Pont organ 
ration as a chemist immediately following gradua 
tion from M.1.T. in 1922, has had an important 
part in many of the company's most notable 


achievements, including its contribution to the gov 
ernment's atomic energy program Widely recog 
nized as one of the nations outstanding industrial 
eaders, he has been president, chairman of the 
Executive Committee and a member of the Fi 
nance Committee of the du Pont company since 
January, 1948 


In recent year Sociali in theory and practice 
have conducted a running attack upon American 
busine and businessmen. Their theme is that “gov- 
ernment could do }* better” than free men operating 
in a free economy. They found converts in recent 
federal administrations. With skill and cunning they 
used the government powerful propaganda ma- 
chinery and its rich treasury to build up a substantial 
following among the general publi 

The American people can be thankful that their 


Congre refusing to be swept off its feet, rejected 
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many of the Socialist proposals which were ad 
vanced. Steps were taken, neverthele that already 
have hampered and could interfere seriously with 
the business development that is essential for con 


tinued progress 
Financial Incentive Riddled 


Tax laws have been written, for example, which 
retard busine development and destroy incentive 
The misnamed “excess profits tax’ discourages in 
dustrial growth and the introduction of new product 
It is due to expire June 30, 1953, and it is to be hoped 
it will. If it had not been a temporary expedient, we 
would already be experiencing its dulling effects. If 
it is continued, we shall certainly fee] them 

Steeply progressive taxes on personal income 
present another problem. Since the war they have 
been raised to confiscatory levels which dry up the 
sources of capital for new business. These high rate 
also stand in the way of recruiting young peopl 
capable of assuming top business leadership in the 
future 

Business management must compete with govern 
ment, education, the armed forces, and the arts and 
professions for its new blood. These other careers 
offer intangible attractions such as personal prestige 
public notice and power, more leisure and _ inde- 
pendence, and humane or scientific accomplishment 
Business management is largely anonymou a team 
effort with few featured performers—and its most 
important reward for work and worry is financial 

While crushing taxation in the upper middle 
brackets has little effect upon the rates which those 
at lower levels must pay, it has riddled the financial 
; can offer to its future 
executives. As taxes eat away at incentive, so more 


incentive which is all busine 


of our able young people will seek other fields, and 
fewer of those who are with us will be urged on to 
those extra efforts that are the difference between 
success and mediocrity. And business will be that 
much less able to fulfill its responsibilities to the 
nation 

There is another field for concern. While there 
must be rules for the conduct of business, just as in 
any other human activity, the laws as administered 
during recent administrations eem complex and 
often contradictory. A company which engages in 
aggressive competition, as directed by one statute 
finds itself in trouble under another precisely be 
cause of its competitive vigor. Management spend 
both time and money better devoted to other ends in 
litigation and effcrt attempting to discover whic! 
business practices are permitted and which are not 

Our expanding economy also has encounte 
government the curious theory that anything in bu 
ness which is big is necessarily bad. Function should 
govern size. We use a spoon to lift sugar into ow 
coffee, but if we want to move a coal pile, we look 
for a steam shovel. It is interesting to note that 
does the government 

The critics of cur busines vstem have enlisted 
public support by cultivating the notion that govern 
ment can and should guarantee security for every 
one. We must always remember that a government 
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produces nothing. It is only when wealth exists that 
it is possible to consider its redistribution. The idea 
of security as an obligation of the state can exist 
only in a country that has through generations of 
adherence to the opposite point of view, produced a 
great abundance of goods and services 

Susinessmen have an important role to play if 
they are to preserve and improve this system which 
has brought abundance to our people. They must 
first of all, be conscious of their own responsibilities 
The search for new and better products, for greater 
economy and efficiency in manufacturing, for wider 
areas of distribution, must be diligent. Progress halts 
when we are content with what we have 

It is also essential for business to observe its own 
In a free economy, the rewards 


fundamental rule F 
of invention and efficiency must be shared among 
owner! Short-sightedness or 


greed, as reflected by the insistence of any of these 


workers and buve! 


groups to profit at the expense of, rather than along 
with, others, can be disastrous. Far more beneficial 


i; cooperation and mutual understanding 
Attention of Business Needed 


Businessmen are busy, as the name implies. But too 
often in the past they have been so wrapped up in 
their own problems, so intent upon business affairs 
as to give the impression that they lack interest in the 
general welfare. Their critics have exploited the 
tendency of business groups to take a negative ap- 
proach toward questions of widespread public in 
terest. Surely the ingenuity which conceived mas 


production and accomplished atomic fission is capable 
of offering responsible alternatives to unsound 


schemes 
It is equally important for busine 
its shell of reticence. Public misunderstanding of 


to emerge from 
business methods and motives, of how business oy 
erates and what it has accomplished for the people 
has been assiduously cultivated by Socialists and their 
political allies. If we give the people the facts, they 
can be trusted to make the right decisions 

We have recently received assurance of a changed 
attitude on the part of our administration in Washing 
ton. President Eisenhower pointed to the basic fabric 
of our economy in his State of the Union m« 
when he said 

“We are concerned th the encouragen 
competi enterprise and indir 
cisely ise we know then 
abiding so of strength.’ 

In this country we have an economi tem that 
has produced abundance for all of our tizens. We 
realize its imperfections and we have the will to im- 
prove it. But improvement does not mean that we 
must abandon that which useful. It means simply 
that we must go on without turning our backs upon 
the fundamentals that have beer. proven sound 

The problem is not just one of political change. It i 
something thi r deeper. It 
affi ng the high moral standards to which we have 
held so 


ot re-examining our faith in our republic, and in the 


a question of re- 
for so many veal! It is a question 
principles on which it is based 
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Anniversary Special 


Y/ eSS> 
ysh Industry! _ 


ALL PURE BRISTLE 


36 Wall Brushes 
to Retail for *36;2°! 


Reg Value 


12 Brushes, 3" Size, $1.00 Ea., to Retail for 75¢ 9.00 
12 Brushes, 3'/2" Size, $1.50 Ea., to Retail for 1.00 12.00 
12 Brushes, 4" Size, $2.00 Ea., to Retail for 1.25 15.00 
































36 Brushes, «= Regular Value $54.00 To Retail for $36.00 
ALL BRUSHES 
Dealer's Cost Only $24.00 11/16" THICK 






















Rint ORB REFUND WITH 2¥2" 
ct we > BRISTLE LENGTH 
Guaranteed by @ 
Good Housekeeping 
t 









A PACKAGED DEAL 
36 Brushes to a Carton Ready to Re-shir 









» \ 
Cras ADVERTISED wer’ 





Carton contains 2 bores 3°. 2 boxes 31/; 






* FOR OVER A QUARTER CENTURY OUR 
MANAGEMENT HAS MANUFACTURED AND 
MERCHANDISED POPULAR PRICED BRUSHES 
-. . 1M FACT, IT'S OUR THIRTY-FimST YEAR! 





2 bores 4° each containing /, doren 










el eeeeieme COUPON TO : 







Kindly Send Us: 






a a Cartons at $24.00 each (dealer's cost) 
10th ANNIVERSARY WALL BRUSH SPECIALS 
COLONIAL BRUSH MFG. CO., INC. packed 1 dozen each 3", 3'2"' and 4" 


160 WASHINGTON STREET, NO. 
BOSTON 14, MASS. 

















NAME _ 








a, ; ——— 





Telephone: Richmond 2-2515 








CITY ee 


(if You Are o Dealer, Please Write the No 





Lowe Bros. Names Rhodes 
General Sales Manager 


THe Lowe Brothers Co., Dayton, 
Ohio, announces the appointment 
of W. C. Rhodes as general sales 
manager, effective March 4, 1953 

Mr. Rhodes joined Lowe Broth- 
ers in 1933 as a territory salesman 
in the southern district headquar- 
ters at Atlanta, Ga. He later served 


W. C. Rhodes 


as sales manager and then manager 
of the southern district, In 1949 he 
was promoted to trade sales man- 
ager in the firm’s home office in 
Dayton. 

In his present position, he will 
direct all sales activities of Lowe 
Brothers trade sales and industrial 
paint products. 

& 


Scott-Atwater Names 
Jensen Vice President 


APPOINTMENT of George M. Jen- 
sen as vice president in charge of 
sales of Scott-Atwater Manufac- 
turing Co. Inc., Minneapolis, Minn., 
is announced by H. B. Atwater, 
president of the outboard motor 
company. 

Mr. Jensen has assumed execu- 
tive responsibility for all market- 
ing operations, including direction 
of the sales organization and dis- 
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f 
we 


vA 


George M. Jensen 


tributor relations. Until recently 
vice president and director of the 
Maico Co., Mr. Jensen was pre- 
viously with General Motors and 
for 13 years was associated with 
the home appliance division of 
Nash-Kelvinator Corp 


7 


Borg-Warner Reorganizes 
Top Executive Staff 


A MAJOR reorganization of the 
top executive staff of Borg-Warne! 
Corp., Chicago 4, Ill., is announced, 
with the naming of three new vice 
presidents. 

L. G. Porter, treasurer, now be- 
comes administrative vice presi- 
dent and treasurer, R. S. Ingersoll, 
president of the Ingersoll Products 
Division, elevated to an ad- 
ministrative vice presidency of the 
parent corporation. Robert A. Mur- 
phy, general counsel, was elected 
vice president and general coun- 
sel. In addition to other executive 
duties to be assigned to him, M: 
Murphy will ceontinue to head the 
legal department of Borg-Warner 

The two administrative vice 
presidents, Mr. Porter and Mr. In- 
gersoll, each will assume executive 
supervision of a group of divisions 
and subsidiaries within the corpor- 
ation, it was explained by Presi- 


Was 


dent Roy C. Ingersoll. In addition 
to his new duties, Mr. R. S. Inger- 
soll will retain the presidency of 
the Ingersoll Products Division, 
Reflectal Corp., and the Petro-Me- 
chanics Research Division, it was 
announced 


& 


Dexter Appoints Macklin 
Advertising Manager 


Lou DExTER, president of Dexter 
Lock Co., subsidiary of National 
Brass Co., Grand Rapids, Mich., 
has announced the appointment of 
George J. Macklin as advertising 
manager. In assuming his new 
duties, Mr. Macklin will continue 
as marketing manager to permit 
coordination of these activities for 
the firm, His official] title is assist- 
ant to the president in charge of 
advertising and marketing 

Prior to joining the Dexter Lock 
organization, Mr. Macklin served 
in various Capacities in the hard- 
ware industry, including associa- 


tions In a Management capacity 


George J. Macklin 


with Yale & Towne, Sager-Bar- 
rows, and Eagle Lock. In his new 
capacity, he will serve both the 
main plant of Dexter Lock Co. at 
Grand Rapids and Monterey, 
Mexico 

(Continued on page 32) 
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» very different 
ve manufacturers 
»v files have pio- 
| exactly the right 
un saws 

Chain Saw Files 
‘ right. For round 
eth (most widely 
the Round Chain 
ictual length, 8”; 
unbeatable. Its 
at just the right 
and smoothing 
Its bite is crisp 
bv Round Chain Saw 
x. No. 84, 8 x 
eman for the BLack 
» safe, thnofty —and 


ILE COMPANY 
ovidence 1, 8. |. 


h saws are very different 
all other saws. That makes 
-essary to have very differ 

les for sharpening them 

manufacturers of BLACK 
OND files have pioneered in 
yping exactly the right types 
ain saws 


cK Drtamonpd Chain Saw 
have no superior—at any 
They're made right to 
right. For round hooded 
h saw teeth (the most widely 
in the South) the BLack 
OND Round Chain Saw File 
B6 is positively unbeatable 
th, 8’: diameter, ‘+’’.) Its 
1 spiral cut is at just the 
angle for sharpening and 
hing at the same time 
after tooth can be filed 
ly with its crisp bite 
7. 

BLACK DIAMOND Round Chain 
files are: No. 85, 8” x 5/16" 

o. 84,8" «14 

7 

our hardwareman for the 
DIAMOND brand and be safe, 

y~ and delighted 


HOLSON FILE COMPANY 
Street, Providence 1, R. |. 


BLACK DIAMOND 
F | LES ites 
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No other brand can beat Black Diamon 
and value. No other 
a South. No other brand is getting anywhere near the 
acdverlising support we're putting behind Black Diamond 
to help you, the hardware retailer. And this year that 


advertising is more extensive and vigorous than 
Here's a sample 


1 files for quality 
brand is so well known throughout 


ever 
The ads you see at the left are appearing 
in these leading farm magazines 


Progressive Farmer 

Farm and Ranch with Southern Agriculturist 
Country Gentleman (Southern Edition) 

Farm Journal (Southern Edition) 


COMBINED SOUTHERN CIRCULATION 3,100,000 


These ads feature the BLACK DIAMOND Chain Saw 
Files—with special emphasis on the Round which is the 
most widely used type. (Flat, Square and Lozenge are the 
other types.) Tie in and cash in! | 


There is also 
$ also an increasing demand for Black Diamond 


Mill and Slim Taper Files, which is promoted | 


DY a constant 
program of advertising year after year 


Get your wholesaler to send 
you some stock without delay 


NICHOLSON FILE CO., 23 Acorn St., Providence 1, R.1. 
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INDUSTRY NEWS 


Jackes-Evans Appoints 
Wannen Sales Manager 


JACKES-EvANS Mfg. Co an- 
the appointment of Her- 
bert K. Wannen as general sale 
manager, effective April 15. M1: 
Wannen has had wide experience 
in the hardware field. He began 
his career with a hardware whole- 
aler and later was associated with 


nounce 


Herbert K. Wannen 


Sand & Hulfish, manufacturers 
representatives which later became 
Peterson & Lowe. For more than 
20 years he has been with this 
firm, representing Jackes-Evans 
and other manufacturers in the 
southeastern states 

Mr. Wannen served in the Pa- 
cific area with the armed services 
during World War II and upon 
his discharge resumed his selling 
career with Peterson & Lowe. His 
headquarters will be in St. Louis 


¢ 


Atkins Saw Division 
Holds Sales Conference 


DURING THE first annual sale 
conference conducted by the At- 
kins Saw Division of Borg-Warnet 
Indianapolis, Ind., March 8 
12, more than 50 members of the 


Corp : 


company's sales force, including 
men from the mill and industrial 
division, attended the five-day 
series of meetings and toured the 
firm's plant, Roy C. Ingersoll, pre 

ident of Borg-Warner, was prin- 
cipal speaker at the banquet which 
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climaxed the week activitie 
Hardware alesmen 
ured of simplification of their en- 


tire line to enable them to carry 


were a 


minimum inventory for the great- 
est possible turnover. Announced 
also was the simplification of the 
hacksaw frames line, rust-proof 
finish for hand saws, new Mechan- 
ic-Kut circular saw display; and 
details of an advertising campaign 


* 


New Site for Show's 
Fishing-Hunting Div. 


THE FISHING and Hunting Di- 
vision of the National Hardware 
Show will be held at the 71st Regi- 
ment Armory, 34th Street and 
Park Avenue, in New York City 
October 5 through 8, Frank Yeager 
director, has announced 

The armory, less than five min- 
utes from the hardware sections 
at the Grand Central Palace, has 
been selected because it affords 
space facilities to house the largest 
exposition of its kind ever held, 
Yeager said. The show will oc- 
cupy the entire main floor of the 
building 

The Fishing and Hunting Di- 
vision of the National Hardware 
Show is the most highly publicized 
and attended exhibition devoted 
entirely to the trade, the director 
explained 

The public is not invited to the 
show, which is designed solely to 
permit buvers to obtain informa 


(Continued from page 30) 


tion on price, delivery and sale 
plans from manufacture! 


° 


Perfection Names Guy 
New Department Head 


Rosert K. Guy has been named 
to head a new department at Per- 
fection Stove Co., Cleveland, Ohio 
composed of the combined service 
departments of the appliance, fur- 
nace and repair parts divisions. He 
will be known as the general serv- 
ice Manager 

A graduate of the University of 
Michigan, Mr, Guy came to Per- 
fection in March, 1950 as service 
manager of the appliance division 


Robert K. Guy 


Earlier, he had been a research 
and development engineer with the 
(Continued on page i4) 


Representatives attend Atkins Saw Division's first sales conference 
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COVINGTON, KY. 


in 


IM GLAD | TOOK THE 


LO-F "BLINDFOLD TEST’ 


ALS 
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TRY THE “BLINDFOLD TEST’ 
YOURSELF! 
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| 


Says Walter Bushelman 
of Boehmer Paint & Glass: 


“L-O-F is sure easier to cut than the 


other brands | tried.” , 
Cut L°O-k first, last. or in-betw ! e other 


brands. Run any kind of a cut ve want. You'll 
ee wh ou have tewer bad « 
profil, with | ©}, 


| 
| 
! 
! 
| 
! 
l 
| ! 
(‘all vour neare t | ()°] Dist ) 0 lon | 
| 
| 
| 
l 
I 
! 
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Mr. Bushelman ran cuts on four unidentified, but 
known brands of single-streneth window glass. He 


mediately named Brand “*B” as easiest to cut. “B 


Libbey Owens‘bord window glass. Time after time, in nom are lesed wadies 


tests all over the country, L°OvF wins! 
It’s easicr to cut | ©] window vla 
little pieces; angled and curved piece You 
off thin strips close to t 
L:O-F window ge! 


iore slo 


Pon eS 


eat t) 
ic Tl j eee eee eee aaa 


re) 


ite) «ts 
te LIBBEY: OWENS- FORD the easy-to-cul WINDOW GLASS (ee 
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INDUSTRY NEWS 


Detroit Brass & Malleable Works 
and also spent a short period with 
the American Gas Association. He 
veteran of three years 
S. Navy dur- 


also is a 
service with the U 
ing World War II 


. 


W. H. Martindill Appointed 
South Bend Vice President 


WILLIAM H. MaAnrtTINDILL has 
been named executive vice presi- 
dent of the South Bend Bait Co., 
South Bend, Indiana, according to 
Harold O. Stream, president. 


William H. Martindill 


Mr. Martindill comes to the 
South Bend Bait Co. from the G.S 
Suppiger Co., where he has been 
vice president, a director, and one 
of the top administrative officers 
His addition to South Bend's execu- 
tive post is in line with a program 
of expanded activity which began 
several months ago with the an- 
nouncement of a revised distribu- 
tion policy, Mr. Stream said. The 
new merchandising program, 
which concentrates on distribution 
through wholesale outlets, is now 
in operation 

Since his graduation from Ohio 
University, Mr. Martindill has had 
broad experience in the manu- 
facture and merchandising of con- 
sumer products. For 17 years he 
was with Stokely-Van Camp Co 
in a top production management 
position. He already has assumed 
his duties at South Bend Bait Co 
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W. B. MacFarlane, Savage 
Arms Rep., Passes 


WILLIAM B 
LANE, eastern sales 
for Savage Arms Corp., Lawn 
Mower Division, passed away sud- 
denly at his home in Chicopee 
Falls, Mass., March 25. 

Of the 35 that Mr. Mac- 
Farlane was with Savage Arms, 30 
were in the service of the Fire- 
arms Division and five with the 
Lawn Mower Division. He was one 
of the East’s most prominent skeet 
shooters and an active and devoted 
leader in the sports of hunting and 
fishing 


(SKIP) MacFar- 


years 


Federal Names Rech 
Sales Representative 


J. E. Recu has been appointed 
a sales representative by Federal 
Enameling & Stamping Co. of 
Pittsburgh, Penn. In announcing 
the appointment, P. M. Burgess, 
Federal vice president in charge 
of sales, said Mr. Rech will repre- 
sent the company in southern Ohio, 
West Virginia and Kentucky. His 
headquarters will be in Pittsburgh 

Before joining Federal, Mr 
Rech was associated with National 
Enameling & Stamping Co 


° 


Nicholson Names Horton 
Southern Sales Manager 


FRANK H. Horton, who has rep 
Nicholson File Co. of 
Providence, Rhode Island, in the 
southern since 1929. has 
been named manager of southern 
sales. In making the announce- 
ment, Edmond A. Neal, domestic 
sales manager, said that Mr. Hor- 
ton’s new duties will bring under 
his supervision, in addition to his 
present territory, Louisiana, Ala- 
bama, Mississippi and all of Ten- 
nessee. 

Mr. Horton will be assisted by 
Wesley Vaughn and Werner Lem- 
mer, who will be working under 
his immediate direction, calling on 
distributors but concentrating on 


resented 


states 


representative 


(Continued from page 32) 


Frank H. Horton 


missionary work. He 
will assign permanent territories 
within the area to each of these 
men in the immediate future. Mr 
Horton will continue to make his 


headquarters in Atlanta, Georgia. 


industrial 


. 


Lucky Star and Ruberoid 
Form Roofing Agreement 


ANNOUNCEMENT has been made 
of the completion of a long-term 
agreement between The Ruberoid 
Co. of New York, manufacturers of 
asphalt and asbestos building 
products, and Lucky Star Roofing 
Products Corp. of Denver, whereby 
Lucky Star will produce exclusive- 
ly for Ruberoid a complete line of 
asphalt roofings and shingles for 
servicing the Denver area 

The new Lucky Star plant now 
being completed in Denver is said 
to be one of the most modern roof 
ing plants in the country. Opera- 
tions at the plant are expected to 
commence in June of this year, and 
production will be maintained for 
both the Ruberoid and Old Amer- 
ican brands of asphalt roofing 
products, which are scold by dis- 
tributors and dealers in the Rocky 
Mountain territory 

The Ruberoid Co. owns and op- 
erates 14 roofing and building ma- 
terial plants in locations east of the 
Rockies and at Salt Lake City, as 
well as an asbestos mine in Ver- 
mont. This arrangement, which 
makes available the entire output 

(Continued on page 82) 
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STAINLESS STEEL 


Created especially to meet the needs of today’s house- 
wife, pace-setting Revere Mixing Bowls combine 
every feature women have demanded for years. 

Practically indestructible, these easily-cleaned stain- 
less steel beauties stay mirror-bright for a lifetime. 
Steep sloping sides make mixing easier . . . beaded 
rims add extra strength. They're lightweight and 
Space saving, too. 

Available in the four most-wanted sizes, Revere 
Stainless Steel Mixing Bowls can be nested together, 
hung on a Revere Rack, or hung on the wall. 

These latest additions to the top-selling Revere 
Ware family prove—once again—that Revere sets 
the pace with customer-pleasing products. 

Stir up new profits for yourself . . . stock, display, 
promote Revere Mixing Bowls! 


Rome Manufacturing Company Division, Rome, N.Y. 


Rome, N. Y.¢ Clinton, Illinois « Riverside, California 


See Revere’s ‘Meet The Press" on NBC Television, Sundays 


1-ct. Revere Mixing Bowl, No. 901. Retail 
$2.25. Packed singly. Shpg. \/t. 9 Ibs. per doz 
2-qt. Revere Mixing Bowl, No. 902. Retail 
$2.95. Packed singly. Shpg. Wt. 12 Ibs. per doz 
4-qt. Revere Mixing Bowl, No. 904. Retail 
ay) $3.95. Packed singly. Shpg. Wt. 18 Ibs. per doz 
vi 6-qt. Revere Mixing Bowl, No. 906. Retail 
md $5.25. Packed singly. Shpg. Wt. 24 Ibs. per doz, 


Women love the “easy-grip” rings for comfortable, non- 
slip mixing . . . and they double as hanging rings, too! 
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PROFIT POINTER 


’ 


Flameless 
Cooking 





—,) Model 201 


te ORAFT CHECK opens for fast fire 
starting closes for even cooking 
FLAMELESS heat. Saves charcoal. 
te |ARGE 19” Firebed cooks for a 
couple or a crowd 
ca CONVERTIBLE WIRE GRILL becomes 
meat-turner in an instant 
— PORTABLE COMPACT. Detachable 
legs and meat-turner grill fit nectly 
in handy carrying case. 
” Flameless grills are the newest big 
thing in outdoor cooking. Your cus 
tomers will demand them because they 
provide tasty, mouthwatering meats 
every time. Ordinary vented grills burn 
too fast and too hot burning the meat 
and losing the delicious juices. Titan 
DRAFT CHECK gives you even, controlled 
heat for wonderful Flameless cooking 
Now is the time to get ready for those 
picnic profits. Send today for full 
information and FREE copy of “How to 


Become on Expert Chef First Time 


N of 


a9 VITAN *:-: 


BUFFALO 10. N. Y. 


pene Poa Ps 








WHOLESALER NEWS 





Passing of John K. Dyer 
at Baton Rouge, La. 


JOHN K. DYER, SR 
treasurer and sales manager of 
Dohert) Hardware Co Baton 
Rouge, La., died at a Baton Rouge 
hospital on April 2 following a 
brief illness. He was 67 vears of 


ecretary 
¢ 


age, having been born in Hope 
Villa. La., on February 1, 1886. He 


John K. Dyer 


started in with the Doherty Hard 
ware Co. in 1907 as an office boy 
and has been connected with the 
company continuously since then 

Prominently identified with 
trade associations and conventior 
activities, Mr. Dyer had a wide 
acquaintance in the hardware in 
dustry. He was at one time a i.em 
ber of the executive committee of 
the Southern Wholesale Hardware 
Association 

Funeral services were held in 
Baton Rouge on April 3. Surviving 
relatives include the widow, three 
daughters, one son and six grand- 
children 


* 


G. C. Spicola Passes 
in Tampa, Florida 


G. C. Sprco.ia, founder of the 
Spicola Hardware Co., hardware 
wholesalers in Tampa, Florida 
passed away recently following a 
long illness. He was 82 years of 
age at the time of his death 

Mr. Spicola began his career in 
the hardware field in 1919 as the 
owner of a retail business. In 1934 
he incorporated this business and 


entered the 
field 
Although Mr Spice la wa in 1 
health for the last few year he 
remained head of his companys 
since his retirement from active 
business in 1945 
Mr. Spicola i 
widow and four sons, two of whon 


survived by the 


are currently active in the bu 
iess. They are Charles Spicola 
executive vice president and gen 
eral manager, and Angelo G. Spi 
cola ecretary-treasure! 


> 


McGowin-Lyons Promotes 
Two to Executive Posts 


McGowIn-Lyons Hardware & 
Supply Co., Mobile, Alabama, an 
nounces the appointment of R. C 
McClure as assistant to the presi 
dent, and Robert P. Herring a 
manager of the Builder's Hard 
ware Department 

(Continued on page 78) 


R. C. McClure 


Robert P. Herring 
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MODERN WAY TO 


Package o. Handuiare Stine | 


loday the store with the streamlined lay - When you fill an order from one of these 


out has a definite edge over old-fashioned unique boxes, you simply take off the top, 
competition and there are your fasteners in the lower 
For today ’s busy customer demands con- part of the box, with the label reading right 
venience. The store that’s arranged to help side up You can’t pill the contents, and 
him find what he wants quickly and easily there’s no mix-up as to what’s in the boxes 
with merchandise neatly displayed, will get Here's modern, efficient packaging for up 
his business. He hasn’t time to hunt for to-date hardware retailing! 
wanted items or wait for a clerk to fumble Feature a complete department of RB&W 
through a drawer top-quality bolts, screws, nuts and rivets 
RB&W’s “upside-down” packages help you They're great hardware staples that build 
give your customers the convenient service affic for everything you sell, as well as top 
they want in fasteners. These smart, red llers in their own right. And they are one 
and-green pac kages stand out on your ( ‘ profitable, fast t 
shelves feature one product to a box you cal ck in quant 
with labels that tell you exactly what's in 
them (big, black type white background 


with the product pict ired) 


108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants ot: Port Chester, N. Y., Coroopolis, Pa., Rock Falls, Ill, Los Angeles, Calif. Additional soles offices 


THE COMPLETE ot: Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, Son Francisco. Soles agents at: Portland, Seattle 


Ty NE 


Available at Leading Wholesale Hardware Distributors from Coast to Coast 
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Display the sign 
of the profit line 


DIXASTEEL 


The colorful metal sign on every roll of Dixisteen Fence 
is a sure-fire profit producer, because it sells two way- 
for you, 

Displayed in your store, the sign calls attention to well- 
made, well-advertised Dixistee. Fence. 

When the fence is eres ted, the sign becomes a part ol 
the installation-—-a permanent advertisement of the fence 
you sell, 

Make your store headquarters for Dixisreen Fence. 
Barbed Wire and Staples the profit line. See your whole- 


saler or write us today. 








SELL DIXISTEEL BARBED WIRE 
AND STAPLES, TOO! 


Dinisteetn Barbed Wire and 
Staples are perfect companions 
to DIxisrert Fence. very 
time you make a fence sale. 
sugvest that it be topped with 
Dinisteet Barbed Wire, stapled 


Sez) with Dixisreet staples. 
GCS 


RY 





Atlantic Steel Company 


ATLANTA, GEORGIA 
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;\. SELF-SERVICE- - 


/ \\ _ , 
(<.) hoosts their sales and profits 


/ 
V 


By Hal M. Newsome 


A HARDWARE store CAN become 
a self-service operation, and 
the owners of Gamble Hardware 
Co., Miami, Florida, can point to a - = . —_ 
20 percent increase in sales as ; , DURALITE 
proof 
Self-service was the major fae 
tor in our 20 percent sales increase 
for 1952, and from present indica 
tions it promises to help boost our 
volume an additional 25 percent 
in 1953.” says General Manager 
Bill Sykes 
During the five-year period in 


hiv (bth 
- . which the company has worked to 
, }./ pifbiad Mia nerease self-service, sales volume 


from the beginning ha risen 


, - 7 ~_Fa 8 
i.e ; ’ : 
' 3 'j Wu i 14) ‘4 harply. The owners are sold on 
; : ae ‘ 4 this merchandising plan—so much 
ght | I Pr {! ' {/ . oO that 


y in fact, that they believe 
ae i] , 
rhegye cal 1) 4a mobile shopping baskets, long the 
ig? 1 ’ Hi J y 7 trade mark of the super market 


a : ti: ~_ will become standard equipment in 
Hf 4 us I, j hardware stores as more dealer 
. develop the self-service idea 

It was the continual sight of 
everal customer impatiently 
fidgeting and tapping their fingers 


. , 
aS : 
a <a, Self-service appeals to the busy 


shopper who likes ample parking 

be ye. space, above, and the opportuni- 
A ry ty to carefully inspect merchan- 
dise. Guns and fishing tackle, 


~~ A! left, especially have shown live- 
re +} j 





ly response to self-service 
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General Manager Sykes and Floor Manager Quinones 
discuss the proper method for displaying tools 


while waiting for a salesman to 
help them that prompted the man 
agement to develop the self-service 
plan. Redesigning the store layout 
was accomplished gradually and 
several years were required to 
convert the 60 percent of the stock 
now under the self-service system 
A constantly broader display, with 
prices marked on all individual 
items, was the immediate need 
This called for new and additional 
fixtures other storage 
and display devices 

“We feel there is no longer a 
question of whether a dealer will 
some part of his store for 


bins and 


set up 
self-service but rather how 
of a self ystem he can af 
ford with his available space, time 
and capital,” Sykes said 

Some lines and _ items lend 
themselves readily to the self 
system, while others re 
quire careful planning, he ex 
plained. The handled 
each group of merchandise accord 
ing to it with methods 
varying for each group 

Known as a “friendly” 
the neighborhood center, Gamble 
Hardware Co. has combined this 
atmosphere with its self-service 
policy, to avoid being a cold and 
“From the first day 
long-term § self 


much 


ervice 


service 
store has 
nature 


store in 


formal store 
we launched ou 
we have carefully 
guarded thought on 
the part of ourselves or our sale; 

men of weakening the personal 
touch Sykes said. “Rather, we 
have planned to retain all the best 
of the old tried-and-true methods 
merchandi 


service project 
against any 


while adding a new 
ing tool to our kit: a chance for 
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those who know what 


they want to pick it up and move 


pro pects 


on in the brisk service pattern to 


which they are being educated by 
grocery and variety store tech 
niques.” 

Though the store now maintains 
a larger 
to its growth, 
has reduced the selling cost pe 
item and therefore boosted net 
profit Actually personnel 
have more time now to give pet 
where it is really 
time ji not 
who really 


before 


conceived 


increased volume 


sales 
onal service 
needed, because 
“wasted” on customers 
prefer to browse around 
Thus, properly 
and carried out, self-service blend 
in naturally and flexibly with all 
the established principles of mer- 
chandising 


buving 


Swift Service 


that 
items 


“Of course, it’ 
displaying more 
automatically tend to 

ale but the 
broad display and prominent price 
tran 

pecially in the bus) 
hours. And the keynote of the en 
tire self 
tomers 


obviou 
merely 
increase 
combination of 
peed up routine 


mark 
action ec 


ervice plan is that cu 
fast hard 
won't choose there 
tore that doe 


once used to this 
ware ervice 
after to shop in a 
not offer it 

“My Gamble Syke 
an experienced hardware execu 
; note thi 
hopping 


wife, Jane 
tive, wi the first to 
trend here in general 
tyles and to think of adapting it 
operations Svkes_ con- 
“Also, the ‘pile-up’ around 


to our 
tinued 
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sales staff than ever, due 


© ee 
«= paddes 
sigs p>, 
Uaepeets | F 


Though not entirely adapted to self-service, paint is 
marked and displayed for easy inspection here 


the cash register during the 
period of war-time 
howed us the possibilitie for 
then people were picking up hand- 
fuls of goods that were not ever 
marked with retail price Thi 
often was a doubtful advantage t 
a new sales person, but it showed 
us the flaws in our 
‘We found from the beginning 
that some lines were ‘naturals’ fe 
elf-service: for example, house- 
mall electrical 
wheel 


carcitie 


et-up 


ware small tool 


and plumbing upplie 
fishing 


notion and pottery 


good garden tool tackle 
and gun 
Other lines immediately pre 
difficulties. ,;These included 


powell tool 


ented 
more 


builder 
large electrical and plumbing ip 


hardware 
plie paint and crev bolt 
nuts and nails 
Size and quantitte 
portant in some small item 
the customer is aggravated 
doesn't find all the acc ol 
parts he On the ot! 


complic ated 


need 
there are 
ticket 


Vice and expe 


item where 


tion and assurance 


But these 
po ible Cal be I 


pre duct 
vantageou ly even 


tore carefull ti 


to watcl 
ments varticularly 
off future 
the ec 
which amount to 
75 percent of the store’s entir« 
tock and which can be displayed 
elf-service basis, though 


1 
aiesmen 


trouble 
the re 


betwee 


extreme 


ona time 
and equipment are 


work out some of the problems 


required to 


1953 





Housewares and small 


tomer selection. 


Any 
ystem is Detter 
it out 


encouraged 


ne 
who carry and « 
staff 


sales bonus, keeps 


by 

an i 

customer in 
“It is easy 


on every 
Svkes said 
glance whether a 

brow 
distractedly for 
find. Standin 
the shoppe 
il] tl t 


tentedly ing 
around 
he cannot 


ively near 


Alert sales personnel 
when needed in such 


individual 


hardware man kn 
tha 


pro p 


household supplies 
items, bins 


that 
men 


OoOws 
n the 


uur trained 
a monthly 
ilert 
the 

to tell at a 


check 
store 
ect 1s cor 
looking 
omethu 


f unooti 


*! walting 


technique 


to offer 
tools 


cre ready 
lines as 


SOUTHERN HARDWARE for MAY, 1953 


onc 


* 


news} 
bill 


ick 


awh 


are easy to display for cus- 
and trays are price-marked 


suggestion 


harcw. re display is 


price-marked 


al 
ot 


apers 


id 


to 


radio, hand- 
large on the out- 
ir building reading 
elf and Save Money.” 


‘ssmen ‘ ce 


ana on 


ign 


‘ 
1 


i t} 


( 

rked. Wh 
ad. it 

time 

ofter } 

to check 

irdw 

persor 

nent with equal 


are Co 
can 
ave more time 
concentrat on 
really d ey 
tain product 
all good WA ith 
ode find 
a large te to 
ll the irking 
eed and niform 
nted ‘Rex 


mace. 


nee 


and We 
ré 


ry 


warehouse 


tire 


All merchandise shown in the frequently-changed window 


encourage self-service 





His store is headquarters for those 


Outdoor Culinary Artists 


By Baron Creager 


B* THE estimate of G. E. Mar- 
shon, one in every four house- 
holds in Midland, Texas, is ad 
dicted to outdoor cooking; and ac 
cording to the record of sales 
Marshon and his retail hardware 
store, the Basin Supply company, 
are largely responsible for this 
Midland fashion 

There is on the market almost 
everywhere, a certain black cook- 
ing kettle, made portable with 
handles like those of a wheel bar 
row 

At $89.50 each, Marshon’s Basin 
Supply sold 140 of those kettles in 
a three-year period 

Then there is a portable bar 
becue at $269. It is equipped with 
an electric attachment for rotating 
whatever is cooking. In less than 
a year the Basin Supply sold 12 
of those 

Hundreds of what they call the 
“chuck wagon” have been sold, 
not to mention charcoal burners of 
various types and sizes, and the 
prospect can have just about what 
he wants, in size or price, from 
stock 

On the floor of this store, by 
count, there were 12 different 
types of “barbecues” or cooking 
devices, most of them of outdoor 
design, ranging in size from a 


G. E. Marshon displays a set of fine cutlery, which he rests upon one 
of 12 styles of outdoor cooking equipment displayed on his sales floor 


portable number as big as a flat 
top desk down to a small, glass- 
enclosed item that can be used on 
the dining room table 

Sale of accessories and related 
items is substantial, too. For Basin 
Supply has sold thousands of dol- 
lars worth of expensive steak sets 

“We promote it,’”” Marshon ex- 


Cooking is not a lost art, at least not 
among those with a spirit of adventure. 
This Texas dealer estimates that one in 
every four households in his community 
is addicted to outdoor cooking, and his 
volume sales of barbecue grills, cutlery, 
and accessories prove that specialty lines, 
properly promoted, can be profitable 


plains simply. “We have four radio 
spots daily, two on each station 
We feature outdoor living and out 
door barbecues once each day on 
each station. That is 50 percent of 
our radio promotion. We use some 
newspaper space, too. Then in 
season we are one of four sponsors 
of the high school football broad 
casts. Our outdoor equipment gets 
a plug there, too 

“But beyond that, this is a com- 
munity that is an ideal market for 
such merchandise. There isn’t 
much to do here except go to the 
movies. No television. So people 
have to entertain themselves and 
each other. After I had analyzed 
the situation in that manner, I 
decided those lines of merchandise 
would go good. And they certainly 
do 


(Continued on page 66) 
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Mrs. Grace Griffin, right, shows a 
customer a piece of quality 
glassware in the tastefully deco- 
rated gift department, located 
in an alcove at the rear of the 
store. Careful study of her poten- 
tial market has enabled her to 
gain the confidence and good- 
will of gift goods customers 


By Stuart Covington 


Selling by Telephone 
builds sales of gift goods 


aeesens by telephone is an ef- 
fective means of building gift 
goods sales for Grenada Hardware 
Co. in Grenada, Mississippi; and 
since the store’s technique actually 
is in the form of a service to the 
customer, rather than a 100 per 
cent solicitation for her business, 
it has added to the store’s prestige 
and won the goodwill of its cus- 
tomers 

Since the gift department was 
opened in an alcove at the rear of 
the store almost three years ago, 
Mrs. Grace Griffin, department 
manager, has personally “shopped” 
for customers who wish to pur- 
chase gifts without visiting the 
store. This personal service has 
been promoted and emphasized by 
the store, until now a sizable 
amount of the gift goods sold are 
via telephone. In fact, according to 
Mrs. Griffin, approximately 10 per- 
cent of total sales volume in gifts 
is the result of telephone selling 

Mrs. Griffin's chief asset in be- 
ing able to please _ telephone- 
shoppers is her ability to clearly 
describe the various items which 
are handled in the gift department 
Many customers frequently call on 


her to omething 
priate for 
stance. If the 
selected a china or cry 
the customer is told whicl 
pieces of her set have not 
purchased. If no patterns have 
been selected or if the custome! 
prefers another type gift, she 
given a brief word picture of mei 
chandise which would be suitable 
After a 
is made, the purchase is gift 
wrapped and delivered either to 
the customer or to the recipient of 
the gift, as directed. If delivered 
to the recipient, the store include 
a card bearing the donor's name 
plus any 

Telephone selections are 
similarly for birthday, annivet 
sary, Christmas and Mother's Day 
gifts. In many instances 
tion of the gift is left to Mrs 
fin 

“Telephone shopping” has been 
particularly popular among rural 
custome! and business women 
who find it difficult to stop by the 
store to make selection These 
customers often complement their 
gift purchases with 


uggest 
a wedding gift, for i 
bride-to-be ha 
talware 
pattern 
been 


for the occasion election 


message requested 


the sele« 
Grif 


order for 
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Mrs. Griffin describes gift mer- 
chandise to a telephone customer 
and gets a sizable order 


paints, general hard 
requested by their 


housewares 
ware, or item 
husband 
A number of gifts purchased by 
telephone are destined for person 
in distant cities, Mrs. Griffin ex 
plained, and Grenada Hardware 
Co. wraps the gifts for mailing 
(Continued on page 70) 
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ih 


All lines handled in the department are fully displayed to allow customer inspection of styles and materials 


DRAPERY DEPARTMENT — 


new source of profit for this store 


A PECIAL department devoted tance, there 
to curtain and draperie ! 
proving to be a valuable oul 


of added volume for the W W 
Woodruff Hardware Co., Ki 


Hung in realistic 
manner, curtains at- 
tract the housewife 
and offer easy selec- 
tion, says Manager 
Ina §6Tindell, shown 
sere at one of the 
attractive displays 
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With department store and chain grocer- 
ies adding hardware lines, metropolitan 
dealers, to meet this competition, might 


well consider selling some “soft goods. 


Here's a Tennessee hardware store which 
is finding such lines highly profitable 





of the floor for dis 
canopy 


in the center 
play purposes. A 
was built around post, and 
lights placed inside it. Around 
the below the canopy, are 
open shelves for stock, but hidden 
by the full-length display of 
shower curtains or other items 
(7) A corner of the room was de- 
signed to display illuminated pic- 
tures. A partition, which “squares 
off” the corner, provides space for 
six framed, lighted pictures. each 


square 
each 


posts, 


of which shows slip covers as they 
actually look in homes 

(8) Also used are island display) 
with three different lev 
pace 


counters, 
els in pyramid form, Storage 
is provided under each display 
this reached by sliding 
doors at Shelves can be 
the met! 


and 
is easily 
the 
lowered to fit 


side 
raised or 
chandise to be displayed 

(9) A simple stock 
personnel at a the 
item in stock 
Tickets and tags were printed foi 
this On side of the 
tag are smal] rows of squares, each 
When a= salesperson 
checks off a 
many of the 


record tells 


sales glance 
quantity of each 


purpose one 

numbered 
item he 

showing how 


sells an 
square 





The othe: ide o 
and we 
item 


items remain 
the price 
about the 
(10) The displays at one 
the room are built out 
enough to leave space behind them 
and a mall office 


tag gives 
information 

ide of 
just ta, 
for more stock 

Although the section i 
as the curtain and 
partment, it actually 
related 


known 
draperk ae 
displays and 
ite m uch ' Vit 
blind pla 
goods ha CK throw 


sells 


dow cornice 


shades, 
tic yard 
rugs, mirrors 

Everything in the departmen 


istom 


luncheon s¢ et 


Is ready-made with no <¢ 


work offered 
Special orde: 


of particular col 


ors are obtained from manufac 


stomer make i 
Often we ell 
Tin 


you have t 


when a cu 
request 


turers 
specific 
right from our display Mr 
dell said 
display anything you sell, and you 
can't sell just from a box 
“We use double-duty dis 
rods for draperic We 
space, and we wanted to make us 
of all of it. We can the cu 
tomer the front row of draperie 
and then those behind it 0 that 
lo take 


These day 


| 


have small 


how 


then 





Manager Johnston inspects the drapery hardware line 
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Double-duty rods accommodate two 
display 


rows of draperies in this 


Lighted pictures and a variety 
of samples help sell slip-covers 


her 


befor 


of boxe 0 now 
election is right 


‘ 
anything right 


ve can sell 
display 
In the li ove! 


ter qual the est 


line 


(Continued on page 


Thus 


oul 
and 


from the 


the 
elle 
5) 


Realistic settings promote bedspread-drapery sets 


bet 
In 





Carefully planned promotional 
program, utilizing direct mail 
such as the letter reproduced 
below, has been directly respon- 
sible for this store's 50 percent 
increase in sales of garden tools 
and supplies. Bulk and packaged 
seeds, left, have proved to be 
particularly effective merchan- 
dise for building added store 
traffic 


By B. Miller 


Promotional campaign boosts sale 50% on 


GARDEN TOOLS AND SUPPLIES 


A CAREFULLY-PLANNED  promo- 
tional campaign has resulted 
in a 50 percent increase in sales of 
garden supplies for Thomas & Co., 
hardware dealers in Gaithersburg, 
Maryland. And the sizable increase 
in store traffic has brought about 
a 25 percent gain in sales in all 
other departments of the store, ac- 
cording to Maurice C. Chiswell, 
manager, 

In early March, Thomas and Co. 
sends 500 letters by mail, an- 
nouncing a series of special prices 
on garden tools, which are reduced 
substantially. At the same time, 
some 3,000 circulars are mailed to 
customers throughout the county, 
reminding them of the high quali- 
ty and the variety of seeds avail- 
able at the store. 

Though the store handles both 
bulk and packaged seeds, it limits 
its flower and vegetable varieties 
to those most in demand. Knowing 
the area and what gardeners pre- 
fer is of primary importance, Chis 
wel] said, in operating a success- 
ful garden supply department. 

“And the hardware dealer who 
wishes to make a success of this 
department must carry bulk 
seeds,” he pointed out. “There are 
many gardeners who will buy 
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nothing else, because they believe even though they reduce 


they are getting fresher seeds and 
higher quality seeds at a lower 


price.” 

Careful displays 
are part of this 
store’s seasonal 
promotion of gar- 
den supplies, and 
Chiswell recom- 
mends that bulk 
seeds be displayed 
on shelves in glass 
jars, with pictures 
of the mature 
plant, clearly la- 
beled. He does not 
advise putting 
seeds in packages 
before they are 
sold, for many cus- 
tomers insist on 
seeing the fresh 
seeds weighed in 
ounces before 
their eyes. Also, 
Chiswell does not 
recommend put- 
ting bushels of 
seeds behind or 
under counters. 
Put them where 
they can be seen 
and examined, 





space, he said. 


(Continued on page 73) 


arden Seede 


for quite some years *e have been offering to t 
carden seeds. We think you have found the seed ver 
ad @ complaint on Associated seeds. We buy our ca 
eeis for the canning factory from these saae pe 
eoeis, year after year, of good purity and 

r Again t 
qualit 


amenied b thea 
read of theese new warietios ic 
apere several weeks ay 


The Wade dean 
The Salad Bow ettu 
¢ ho 
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The garden supply department 





“Officials of the Southern Wholesale Hardware Association 


DALLAS CONVENTION 


Joint meeting attracts record throng 


oe ACKNOWLEDGING the end 
of the sellers’ market and the 
accompanying need for greater 
emphasis on selling, delegates to 
the annual joint convention of the 
Southern Wholesale Hardware As- 
sociation and the American Hard- 
ware Manufacturers Association, 
held April 19-23 in Dallas, Texas, 
generally were optimistic, express- 
ing confidence in the ability of the 
nation’s business men to solve any 
problems that might arise in the 
period ahead 

Texas hospitality did much to 
dispel, momentarily at least, any 
undue pessimism. A reception 
Texas style complete with string 
bands, cow-pokes, caballeros, and 


*Left to right, seated: W. E. Smith, 
executive committee; R. M. Miller, 
first vice president; Charles E. Nash 
president; S. D. May, second vice 
president; T. W. McAllister, man 
aging director and treasurer; H. B 
Horsey, executive committee. Left 
to right, standing: C. E. Roberts, ex 
ecutive committee; A. C. Rankin, R 
H. Baker, W. H. Terstegge and Mark 
Lyons, members of the advisory 
board. New members of the executive 
committee, Walter Stauffer and Fred 
Schoellkopf, were not present when 
the picture was made 


further implement- 
ing the moved the 
convention off to a fast start on 
Sunday April 19. The 
members of the Texas Wholesale 
Hardware Association and the 
Texas Hardware Booster Club 
were the hosts at this big enter- 
tainment which preceded the open 
ing of the convention 

Convention attendance reached 


assorted igns 
Texas legend, 


evening 


a new high, with registrations close 
to 1600 and total attendance esti- 
mated at more than 1800 

Though warning flags are fly 
of the econo 


re al depre 


ing in some segment 
my, the chance of a 
ion such as the nation experienced 
in the 
leading 
SWHA 
Nash 
In his president’ 
members of the Southern Associ: 
tion, Mr. Nash traced the growth 


hardware 


30’s were minimized by a 
economist and b* the 


own president, Charles E 


addre 


of competition for the 
wholesaler, stating that “I do not 
believe that there has ever beer 
an industry which has been 
vaded as steadily, and to ich a 
great extent, as has the hardware 
field In general, the whol 
ale hardware companies have re 
isted all of these changes 


they 
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have tried to stay flexible enough 
3 that they could adjust thei 
merchandising policies in such a 
manner as to meet the new com- 
petition as it developed. I think 
tatistics will prove that as far 
as the South and Southwest are 
concerned, the hardware distrib- 
uting industry has reached a larger 
and more profitable volume in the 
past few years than at any other 
time during its history.” 

In the first joint session of the 
two associations on Monday night, 
April 20, Dr. H. Roe Bartle, law 
yer and banker from Kansas City, 
ubstituted for Marriner S. Eccles, 
unable to be present 
because of illne: In an inspira 
tional addres Dr. Bartle scorned 
those who put party before coun 


who wa 


try and urged “decent” people to 
become associated with every po 
litical contest. There are only two 
kinds of government, he said, that 
which make ervants of the peo 
ple and that which is a 
the people 

In Tuesday morning joint 
meeting, Dr. R. B. Heflebower, 
Chairman, Department of Eco- 
Northwestern University, 
“Government and Busi- 


Expect?” 


ervant of 


nomi 
spoke on 


ne What Can We 


47 





Charles E. Nash 
President, The SWHA 


stated that a 
such as ac- 


Dr. Heflebowe 

depression 
unlikely, and that 
might de- 
littl 


to an 


general 
curred in 1933 is 
while prices and wage 
moderately, there is 
that we will return 
prices and wages. We 
the 
said, a number of 


cline 
chance 

low 
built 
government, he 


era of 


have into economy and 


resistances to and if 


tart, the whole power! 


depression, 
one were to 
of the povernment would — be 
thrown into fighting it. He 
tioned the redistribution of income 
generally 


men 
as a favorable develop 
ment, because it augments the 
mass purchasing power on which 
business prosperity rests.” 

In thei 
Wednesday morning, members of 
the AHMA heard George W. Arm 
strong, Jr. discuss “The Proposed 
Changes in the Taft-Hartley Law 
then met with the wholesalers for 
an address by John J. MeCloy 
Chairman of the Board, The Chase 
National Bank, former High 
Commissioner for Germany 
Speaking on “Challenges to Amer- 
ican Leadership,” M1 McCloy 
stated that both the government 
and the people of Germany 
the unification of Europe, and that 
this wou'd be the best sol 
us and for the 
warned that German 
be a docile, una 
that they will be 
tive in business.’ 

The sixth meeting of the 
ern Association's Sporting 
Division again attracted a 
throng, both manufacturer 
wholesalers filling the 
In addition to talks by fea 
were 


separate meeting on 


t 


and 


favo! 


fon tor 
world. But he 
“will neve: 
ertive people and 
highly competi 
South 
(00d 
record 

and 
meeting 
room 
tured speakers, views hown 
used 
met! 


promotional idea 


wholesalers in 


of varied 
by southern 
chandising 
included 


sporting goods. These 


pictures of buses and 
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trailer porting good show 
ample rooms, etc 

The Tuesday morning 
ession held by the wholesalers 


discussions on such 


eparate 
featured ub- 
elling, sales 
management 

Wednesday 
heard 


ject u promotion 


and sale In separate 
ession on morning, 
wholesale: discussions of 


uch subjects as selling plumbing 


furniture, delivery 


were Piven a 


and 
and 


fixture 
expense retail- 


wholesale sale 


er’s view of 
In thei: 
Thur 
the 
back 


photographic invoicing, 


men 
final business session on 
day member ot 


SWHA 


ordet! 


morning, 
discussions on 
plan 
then 


and com- 


heard 
incentive and 
were 
given reports by officer 
mittee 
The 
committee 
with 


the 
was adopted  unani- 
Charles E. Nash be- 
ing continued in office a 
dent for the 


report of nominating 
mously 
presi- 
ensuing year. R. M 
Miller was re-named first vice 
president and S. D. May, second 
president. T. W. McAllister 
conduct the 
the association a 


vice 
will continue to 
tivitie of 


aC- 
man 
aging director and treasurer 
Walter Stauffer Fred 
Schoellkopf were named to the ex 


and 


ecutive committee, replacing C. E 
Hamilton and H L DeLoach 
whose terms had expired 

Other members of the executive 
committee are: Fred C. Barksdale, 
C. E. Robert W. E. Smith 
H. B. Horsey 


and 


. 


Excerpts from the Address 
of Dr. H. Roe Bartle 


MEN MUST BE 
up and be 


Willing to stand 
counted if America i 
virile and a coun- 


to remain trong, 


try where the government is a 


ervant of the people, said Dr. H 


Dr. H. Roe Bartle 


H. B. Megran 
President, The AHMA 


night 
those who 
too dirty fo! 


Roe Bartle, Monday 
Lambasting 
that “politics is 
est people with clean hand 
country, he 
about de- 
instead of 
Amer- 


indi- 


peaker 
think 
hon- 
and 
who put party above 
those 
Communism 


scored who “go 
nouncing 
building a strong, dynami 
ica,” and he ridiculed those 
viduals who say they are 
ists while doing everything to tear 
down their neighbor’s church be 
cause it differs from theu 
“I believe in a spirit of fair play 
for all mankind. I believe that 
there are only two kinds of gov- 
that makes the 
ple a servant of the government 
that makes the govern- 
a servant of the people. We had 
better spend our time working to- 
wards the latter than 
whether will 
cline in war production profit 
It ha 
political 
tate, for 
the 
rather 


religion 


own 


ernment, one peo- 


and one 


worrying 


peace bring a de- 


now come to pa in 


every contest In every 
side to eek to 


Op- 


each 
reputation of the 
than prove what 
offer is better than 
opponent we 
fellow man 


damage 
position 
they have to 
that of thei 
can differ with ou 
but let us do it 

It often 


to he 


without being a- 
take faith and 
able to do that, vet 
to build pei 


and set an 


R. B. Heflebower Discusses 
Major Economic Changes 


WE'VE BEEN through 20 years of 
tremendou 
to ask 


changes 


change, and it time 
ourselves which of these 
permanent I'm 


not going to spend time on whethe: 


are 
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R. B. Heflebower 


they are good or bad changes, but 
rather on whether they will en- 
dure 

Have we moved to a permanent 
ly higher price level or is there a 
possibility prices might move 
downward sharply? It is granted 
that prices might and we hope 
will move downward, but a 
sizable drop in general price lev- 
els is unlikely. A recurrence of 
1933 and its long depression is 
very unlikely. We have built into 
our economy and our government 
processes a number of resistances 
to depression, and if it were to 
start, the whole power of govern 
ment would be thrown into fight- 
ing it 


Some Readjustments 


This does not mean that we 
won't have some let-downs. In fact 
they are to be hoped for, because if 
we do not have some correction 
periods we are apt to have some 
continuous inflationary tendency 

Income of the lower groups has 
risen more than 40 percent since 
before World War II, while the 
income of highbracket persons ha 
risen only 18 percent. The income 
of persons in the top 5 percent in 
come bracket has dropped from 23 
percent to 15 percent after taxe 

A lot of thi was brought 
about by taxation, but much of 
it was by the demand for raw ma 
terials from farmers and worke1 

This income redistribution is a 
generally favorable development 
because it augments the mass pu! 
chasing power on which busine 
prosperity rest And it create 
political stability People don't 
turn Reds when their income 
good or rising 

Higher prices, higher income 
and a depression-free level will be 
permanent 
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Excerpts from the Address 
of John J. McCloy 


IF A NEW, vigorous Germany 1} 
not incorporated into a_ united 
Europe, it may go careening about 
like a loose cannon on a wooden 
ship 
Germans will never be a docile 
unassertative people. They will be 
highly competitive in business and 
will probably exasperate us often 
in the future. But both the govern- 
ment and the people are for unifi- 
cation of Europe, and that is the 
hest solution for us and the world 
United States representation a- 
broad must be very strong it John J. McCloy 
is time to build up the State De- 
partment instead of tearing it 
down Few statesmen in ou! on the Voice of America and our 
history have been better fitted fo1 information services abroad 
their jobs than is John Foster We must have a clear, penetrating 
Dulles, our Secretary of State voice to present our point of view 
Too much abuse has been heaped to the world 


Sporting Goods Division Holds 
Sixth Annual Special Session 


ATTENDANCE AT the pecial gether wholesalers and manufac 
sporting goods session held by the ture! thereby fostering a bette: 
SWHA on Monday morning, April inderstanding of the problems and 
20, reached a new high figure, a- ideas of each group. A further ob 
gain reflecting the interest of jective, he aid, was that of en 
southern wholesale in sporting couraging interest on the part of 
goods as a major line wholesale management in the d 

Charles E. Nash, chairman of the tribution of sporting goods and 
association Sporting Goods Di n establishing ich department 
vision, presided over the meeting Mr. Nash pointed out that the 
the sixth such special session held SWHA n establishing a special 
by the SWHA division, was the first group to give 

In opening the se ion, Mi ash ich attention to sporting good 
explained the origin of the di Openin; } program, Lee J 
vision and emphasized that it pri Harte! Pacific Laminate Co 
mary objective was to bring to i Tubular Gla Rod 

described briefly the 
of tubular gla rod 
tubular construction 
the pla rod ha 

t perfection and 


cautioned that 

rence in quality 

n the difference 
need for unde! 

lifference that 

ocking and selling of 
rofitable to your firm 

ing the need for specialt 

ellin Mr. Harter sav It may 

well be that thi ) ality effort 

actually the life line you need 


to throw to the department drown 


Lee J. Harter ng in the sea of competition.’ 


1953 49 





SUMMERS HARDWARE E SUPPLY CO. 


FerSfey ormermnee 


ieepimam. £en al 


City: Tenn. 


Highlighting the sporting goods session, lantern-slide views of southern wholesalers’ special sporting goods busses, 
sample rooms, trailers, sporting goods shows, etc., were used to illustrate a discussion of the promotion of sporting 
goods sales. Several views are reproduced here. At top is the trailer used by Summers Hardware & Supply Co., 
Johnson City, Tenn., in its promotion of these lines. Left: the sporting goods sample room at C. M. McClung & Co., 
Knoxville, Tenn. Right: view of the dealer sporting goods show held by Philips Hardware & Supply Co., Columbus, Ga. 


In his talk on “Nylon Seine 
Twine,” Nathan Brownell, Brown- 
ell & Co., listed the synthetics a- 
vailable today as 
fiberglass and nylon 
properties, nylon is 


orlon, dacron 
Because of 
its peculiar 





GM 'iivia 


Nathan Browrcll 


the more adaptable to the produc- 
tion needs of the fishing tackle in- 
He described the type of 
point 


dustry 
nvlon which is satisfactory 
ing to its wearing qualities and 
high tensile strength 

The last featured speaker, Andy 
Anderson, The Houston Press, in 
his talk on “Veteran Rehabilita 
tion with Sporting Goods,” related 
a number of personal experience 
in which the re-introduction of 
handicapped veterans to games and 
ports had helped lead to their re 
covery. Though there is no o 
ganized effort in this work, he 
said, businessmen in every com 
munity should assume a respon 
bility for helping such veteran 
recover some measure of normal 
interests and activities 

Highlighting the session was an 
illustrated discussion of ‘“Promot- 
ing Wholesale Sporting 
Sales.’ A large number of lantern- 


Goods 


lide views were shown of south- 
ample 
sporting 


ern hardware wholesalers’ 
trailers and buses, 
Brief explana- 


rooms, 
goods shows, etc 
tions were given as each view was 
projected on the screen 





Andy Anderson 
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Southern Wholesalers Meet in 
Separate Business Sessions 





A LARGE ATTENDANCE marked held quarterly, bringing togethe 
both separate business meetings of the staff and six members of the 
the Southern Association as mem- sales force, chosen by the sale 
bers met Tuesday and Wednesday men. In these meetings all phast 
mornings to hear featured speak- of the busine are discussed open 
ers discuss subjects of special in- ly. A resume of the meeting Is then 
terest to the wholesale trade furnished to all salesmen and staff 

President Nash presided ovet members. Progre reports are W. E. Smith 
both sessions, his president's ad- ued on decisions made 
dress, summarized on another page, A weekly susine Briet M 
being the opening talk on the to all department heads and in 
Tuesday morning program ide and outside salesmen in ordet 

The remainder of the session to keep all parties informed on 
was concerned with a panel dis- plans and policies, market trend 
cussion of Selling, Sales Promo- surpluses, et 
tion and Sales Management “We feel that organizatior the 

bulwark upon which we rise o1 


fall,” Mr. Smith concluded Wi 
cannot, nor should not, try to do 


the job alone. Because of thi we 


Employee Angle 


In his talk on “Hardware Dis- 


tribution Back Stage,” W. E. ‘fy to surround ourselves with 
Smith, Oklahoma Hardware Co., thinking employees, who are just 
Oklahoma City, Okla., stated that as anxious to succeed as we are 


The next speaker, R. C. Neelys 
Jr., Amarillo Hardware Co., Am 
arillo, in his talk on “The Sales John Morris 





“our first objective has been to 
create an atmosphere favorable to 
our customers one in which 
they enjoy doing business. Equally 
important to us are members of 


Organization,” stated that his com 
pany’s policy of filling all sales 


our organization.” positions with men from within Prospective salemen, he said, re- 
Mr. Smith explained that every the organization provided an im- ceive considerable training in the 

effert ie made te asaure © Saware portant incentive for the younge! office under the upervision of 

able atmosphere for employees al- men working in other department the sale manager, A practice of 

so. Applicants for positions with in the business allowing prospective eemEn TS 

the company are carefully 

screened to assure that they are Benet GRD LLU f 

properly qualified. The new em- PARLE OC ty 


; TEXAS . . 
thhteahh WHOLESALE HABER ; 


regards the operation of the com- ! ‘ $ ae 
pany and its objectives. The com- : ee. eC COT a) 
pany’s system of advancement on a" . , 


merit alone is explained along with 
its rules and regulations and vari- 


ployee is then fully oriented as — 


- 


Oy [ORD 


. é 


ous employee benefits ' ' 

Department heads have full re- « 
ponsibility for managing thei . a 
own departments. Their duties , q 
include recommending alary 
changes, observing employee mo- ’ » 
rale and keeping employees fully aw : 
informed about the busine d 

Employees don't want propa- 1 . 
ganda,” he said, “they want facts 
about their own job and their fu- 
ture.’ 

The company hold monthly 
staff meetings with management, 
buyers and department heads par- 
ticipating in the discussions of 


rr 


problems. Freedom of expression ; , — Bis 
is rigidly maintained 
A “Staff and Sales Forum” is the Texas Wholesale Hardware Association and the Texas Boosters Club 





Hosts at this reception on Sunday evening, April 19, were members of 
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N. F. Van Hoogenhuyze 


substitute for the regular terri- 
torial salesmen during their va- 
cation periods also has been an 
effective means of affording addi- 
tional training 

Periodic sales meetings in which 
factory present 
sales stories on their individual 
products and films showing the 
manufacture of various items have 
been particularly effective in pro- 
viding salesmen with knowledge 
of the products they sell, Mr. Neel- 
ey continued 

The company’s general manager 
of sales has direct supervision ovet 


representatives 


all salesmen, and each buyer is 
responsible for sales of the items 
he purchases, it being the buyer’s 
duty to provide salesmen with all 
information concerning the sales 
features of new items that need 
special attention, pricing informa 
tion, ete. In the solicitation of fu- 
ture orders it is the responsibility 
of the buyer to arrange to have 
a factory representative travel with 
company salesmen. This has been 
a notably successful method of 
obtaining future orders, Mr. Neeley 
aid 

Anothe1 
the general manager 
to work with salesmen in selling 
the items which give a_ highe 
margin of profit 

To encourage salesmen to place 


important function of 
of sales is 


special emphasis on certain items, 
the company sponsors sales con- 
tests, with cash prizes going to 
the salesman doing the most ef- 
fective job 

To boost appliance sales, regu- 
lar line salesmen receive an “over- 
ride” on all sales made in their 
territories by the special appliance 
salesmen. This is sufficient to en- 
courage regular line salesmen to 
seek out the best dealers as pros- 
pects for the company’s line of 
major appliances 
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Salesmen are provided with 
sample items as well as complete 
ales information on new items 
The carrying of samples has been 
© rewarding that most salesmen 
drive station wagons in order to 
carry more samples 

Continuing the discussion, John 
Morri Orgill Brother & Co., 
Memphis, dealt with the problem 
of selecting and training junior 
alesmen and specialty men 

In most instances, his company 
good ter- 


junior salesmen in 


where older salesmen need 


place 
ritorie 
help and can train the 

men at the same time, Mr 
aid. This 1 
with the regular salesman 


younge! 
Morris 
arranged 
o that 
a working agreement can be ef- 
fected 
do not always possess the aptitude 
for sales, the 
not required to stand all the ex- 
the training period 


carefully 


Since some younger men 
regular salesman is 


pense during 


E. W. Brasch 


The company divides the cost fol 


everal weeks and _ furnishes a 


Cal Separate sales records are 
kept, but the regular salesmen re- 
ceive full credit for all sales 

If the assistant proves he has 
the ability to become a regula! 
alesman he may be assigned on 
a permanent basis to the regular 
man who pays all salary and ex- 
pense or where a vacancy oc- 
curs he may be given a regula 
territory. In some cases the suc- 
cessful assistant may be assigned 


as a specialty salesman, initial 


training being given by a factory 
representative 

The specialty salesman then is 
territory and 


given a_e specified 


works closely with regular line 
salesmen in the case of some lines, 
separately on other lines 

Most of the company’s specialty 
salesmen receive a straight salary, 


the regular salesmen receiving full 


credit for all sales. 

A good specialty salesman, Mr: 
Morris concluded, will investigate 
the better stores and will find new 
customers for regular salesmen and 
better outlets for special lines 

Concluding the session with his 
talk on “Promotional Selling,” N 
F. Van Hoogenhuyze, Wm. Van 
Hoogenhuyze Co., San Antonio, 
stated that after 12 years of a 
sellers’ market, it is now neces- 
sary to “dig deeper for sales.” 

To assist retailers in the job of 
merchandise, the 


selling more 


company furnishes its dealers with 


“broadsides” twice a year. Addi- 
tionally, dealers are supplied with 
banners and window trims, sever- 
al months of the year, which are 
geared to seasonal promotions 
Dealers who have used this pro- 
motional material have reported 
good results, Mr. Van Hoogen- 
He cited the value of 
promotional material supplied 
wholesalers by manufacturers and 
emphasized that more emphasis 
hould be put on selling than on 


huyze said 


buying 

Opening the Wednesday morn- 
ing session, E. W. Brasch, a hard- 
ware retailer in Levelland, Texas, 
spoke on “Wholesalers and Then 
Salesmen as the Retailer Sees 
Them.” A retailer’s like or dislike 
of the wholesale house, he said, 
often depends directly on his like 
or dislike of the wholesale 
man. Accordingly, the wholesale 
alesman must be able to adjust 
his attitude to the mood of his cus- 
He emphasized that “high 
frowned 


ales- 


tome! 
pressure” salesmen are 
upon as well as those who promise 
delivery of goods not even in in- 

Equally 
alesmen who do nothing 


ventory 
those 
more than check the want book 
Turning to the wholesaler, M1 
Brasch said that the wholesaler’s 


deplored are 


W. Lee Watson 
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first duty is to help his customers 
to prosper. Referring to fluctua- 
tions 1n price he pointed out that 
etailers would like to be provided 
with information which would en- 
able them to take advantage o 


price ¢ hange 


He urged the execulive f 
wholesale hardware ho ( 0 \ 

t the de alet custome ( 
alls He also ested t! eed « 
dealer-relatior mer NI ( 
resentative i vhol e house 
would come nto the 1 1 ‘ 
and help to promote nterest I 
elling and promotior it 
troduce modern ale tecnnique 

Speaking on Plumbu a a 
Hardware Line WwW. 1 WVatsor 
Weakley-Watson-Miller Hardware 
Co., Brownwood, Texas, cited the 
growth in the number of hardware 
wholesalers handling the ! \ 
an area become more urban, he 
aid, the distribution of plumbiny 
and heating supplic is handled 


more and more by pecialized 


wholesaler gut the combined 
lines of plumbing and hardware 
line “fit” a rural area 


Mr. Wat on emphasized that full 


knowledge of the line is a nece 
itv if a territorial alesman to 
do a icce ful ellin ob and 
a buve! to} chase ‘ \) 
othe p obler that { the credit 
K Involved in selli to the ie 
numbe I mall | mit ‘ 
| ict , } ‘ ‘ ne 
aL ecent Ca 
The tru j ‘ 
the othe } j 
ferent . the wl esale 1, 
vith const ‘ " | ent 
he 
+} 
+} 
\ 





©. H. Mann 
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where damage occurs, customers 
file claims direct with the trans- 
portation company. The company 
requires that shipments amount to 
at least 200 pounds in weight and 
at least $75.00 in value 


The office requirements of this 
system are not great, the speaker 
concluded, and the average per- 
centage cost of the operation a- 
mounts to no more than 1% to 
2 percent of total sales. 


Annual Meeting of the 
Southern Association 


IN THEIR FINAL business session 
on Thursday morning, members of 
the SWHA heard reports of officers 
and committees and elected offi- 
cers for the ensuing year. The ses- 
sion featured several formal 
and informal discussions of a num- 
ber of subjects of particular in- 
terest to wholesalers 

Reporting informally on associa- 
tion activities, T. W. McAllister, 
managing director, cited the 
pansion in membership and paid 
tribute to members for their 
operative endeavors in the affairs 
of the association 


also 


ex- 


Back Orders Discussed 


ssion of “The 
R. Court- 


In a formal discu 
Back Order Problem,” E 
ney, Watkins-Cottrell Co., Rich- 
mond, Virginia, stated that back 
orders on regular line merchandise 
are not a great problem. However, 
back orders resulting from short- 
ages of specialty and seasonal lines 
are causing the greatest concern 
in his organization, the speaker 
said, for the wholesaler must de- 
cide whether to ship part of a 
customer's order and back order 
the remainder or hold the orde: 
and ask the customer for permis- 
sion to ship the order at a later 
date. If a partial order is shipped 
and the remainder is back ordered, 
there is a chance that the custome! 
will cancel the remainder of the 
order. 

In either case, he said, the prob- 
lem of not being in a position to 
ship the order complete on the date 
agreed upon at the time of sale 
may result in a dissatisfied cus- 
tomer and extra expense. Possibly 
the most serious problem in con- 
nection with back orders is the loss 
of business through cancellation, 
the speaker continued. The com- 
pany not only loses the business, 
but has been put to the expense 
of making the back order as well 

Members of the sales force are 
advised daily of the goods received 
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in stock and are furnished with a 
list of the goods in short supply 
with instructions not to write or- 
ders for goods not in stock. This 
method has kept back orders to 
a minimum on general line merch- 
andise 

The next featured speaker, C. E 
Roberts, C. D. Franke, Charleston, 
S. C. in considering “Incentive 
Plans,” emphasized that “we must 
not consider an incentive plan pri- 
marily as an reduction 
plan. This must be set up at the 
outset,” he said, “as a plan to bene- 
fit the employees.” Basing his talk 
on information supplied by the 
Union Hardware and Metal Co., 
Los Angeles, which has operated 
a successful incentive plan in all 
departments for a number of years, 
Mr. Roberts pointed out that in 
order to set up a system of in- 
centive payments for the variou 
departments it is necesary to es- 
tablish wage indi- 
vidual jobs and that full and com- 
plete cost records by departments 
are essential. Percentages that can 
be paid without adding to the al- 
ive cost of doing busi- 


expense 


basic rates for 


ready exce 
ness must be carefully checked to 
be fair to the firm and the 
ployees 


em- 


E. R. Courtney 


When properly set up and under- 
stood by employees, he continued, 
incentive plans can result in more 
work being done in a shorter time. 
Overtime work is cut to a mini- 
mum, and employees are impressed 
with the idea that work well done 
will be rewarded in a way that all 
understand — more money. “If 
every one working in a depart- 
ment realizes that their extra pay 
depends on all work in the depart- 
ment being done promptly and 
correctly, the shirkers and the in- 
efficient will be weeded out in a 
short time.” 

A discussion 
Invoicing” by W. H 
Stratton & Terstegge Co., 
ville, Ky., was of particular in- 
terest and led to much informal 
discussion by members present 
Mr. Terstegge described two ma- 
chines which have been used by 
his company to provide duplicate 
invoices by a photographic meth- 
od. The latest machine used, he 
said, has virtually eliminated the 
need for using typist for this pur- 
pose, one employee being able to 
duplicate as many as 1,000 invoices 
an hour with the machine 

Members of the association unan- 
imously accepted the report of the 
nominating committee headed by 
W. H. Terstegge and voted to con- 
tinue in office as president, Charles 
E. Nash, Nash Hardware Co., Fort 
Worth. R. M. Miller, Railey-Milam, 
Inc., Miami, was re-elected first 
vice president, while S. D. May, 
Bluefield Hardware Co., Bluefield, 
West Virginia, was continued in 
office as second vice president. T 
W. McAllister continues as man- 
aging director and treasure! 

Walter Stauffer, Stauffer, Eshle- 
man & Co., Ltd., New Orleans, and 
Fred Schoellkopf, The Schoellkopf 
Co., Dallas were named to the ex- 
ecutive committee succeeding H. L 
DeLoach and C. E. Hamilton who 
had served the three full years 
permitted by the by-laws. Other 
members of the executive commit- 
Fred C. Barksdale, C. E 
W. E. Smith, and H. B. 


of “Photographic 
Terstegge, 
Louis- 


tee are: 
Roberts, 
Horsey 


° 


Excerpts fiom the Address 
of Charles E. Nash 


I WANT TO talk to you about 
some of the things that have hap- 
pened to the hardware distributing 
industry during the past fifty 
years 

In the early days the retail hard- 
ware stores actually sold practical- 
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Cc. E. Roberts 


ly all the hard goods that were 
used at the time 

The hardware store of that day 
carried the only stock of tools and 
cutlery in town. They furnished 
all of the hard goods for the home 

Of course, all guns, ammunition, 
and fishing tackle were handled 
only in the hardware stores. They 
even sold all the buggies, wagons, 
and harness and furnished the 
farmer with all the implements 
he used, as well as merchandising 
all the builder’s hardware for the 
entire community. In general, the 
hardware man was “King Bee” 
and his sole supplier was the hard- 
ware jobbing house. I use the word 
“jobber” advisedly. In those times, 
practically all hardware distrib- 
utors were called jobbers 

Like the retailer, the hardware 
distributor had little competition 
The first change that I remember 
was brought about by the devel- 
opment of the automobile and 
truck. Horses and wagons had al 
ways been used to make deliveries, 
and the idea of using a truck was 
a ridiculous thing and felt sure it 
would soon be discarded. But I 
was soon to find that this was the 
beginning of the end for the hard- 
ware distributor in the merchan- 
dising of means of transportation 

Automobile sales agencies, ga- 
rages, and filling stations began 
to grow up all over the territory, 
and with them developed a new in- 
dustry that took the transporta- 
tion business away from the hard- 
ware man. For some reason, the 
distributors of hardware seemed 
to suffer very little over this loss 
but continued to grow regardless 
of the fact that they no longer con- 
trolled the distribution of the 
transportation of the country 

About that time a new problem 
began to develop: namely, the 
mail order house. The mail order 
houses grew very, very fast, and 


soon were running a volume that 
was probably as great as the whole 
of the hardware distributing field 

As years passed the mail orde 
people added chains of retail stores 
to further increase their volume 

Mill supply houses came in and 
began to handle many, many items 
that were previously sold only by 
the hardware distributor. With 
them came the practice of selling 
large wholesale 
prices 

Shortly after the end of World 
War I the diversification of the 
hardware at retail level 


consumers at 


sale of 
began in earnest 

With the approach of World War 
II, the age of specialization came 
into being. Soon sporting goods 
stores, appliance stores, feed and 
seed stores, variety stores, depart 
with complete hard- 
paint stores 
farm store 


ment stores 
ware departments, 
home and auto stores, 
implement stores, plumbing and 
heating outlets, and what not be- 
gan to appear. Next came the chain 
stores in real volume and the co- 
ops. The super markets arrived 
and began to carry some hard- 
ware even before the end of the 
wal 

All this competition has not been 
limited to the retail field. Today 
the hardware distributor or whole- 
saler is no longer in the field by 
himself. There are electrical whole 
salers, sporting jobbers, 
cigar jobbers, novelty and appli- 
ance jobbers, radio and T.V. job- 
bers, builders’ material house 
bolt and nut jobbers, steel ware 
houses, mill supply houses, toy 
distributors, paper houses, grocery 
jobbers, oil well supply houses, 
canvas together 
with literally hundreds of direct- 
selling manufacturers, all mer- 
chandising hardware in competi- 
tion with the wholesale hardware 


goods 


goods jobber $, 


houses 
I do not believe that there has 


W. H. Terstegge 


ever been an industry which ha 
been invaded as steadily, and to 
such a great extent, as has the 
hardware field. I think in general 
the wholesale hardware compan 

have resisted all of these changs 

Neverthele through all of them, 
they have tried to stay flexible 
enough so that they could adjust 
thei 
uch a manner a 


merchandising 
to meet the new 
competition as it developed 

I think statistics will prove that 
as far as the South and the South 
west are concerned the hardware 
distributing industry ha 
a larger and more profitable vol 
ume in the last few years than at 
any other time during its history, 
even in the face of all of the 
vicissitudes that have beset it dur 
ing the past fifty years 


o 


poli ICS in 


reache d 


Old Guard Dinner and 
Annual Meeting 


THE ANNUAL dinner of the Old 
Guard, Southern Hardware Sal 
men’s Association, held at the A- 
dolphus on April 20, drew a rec- 

(Continued on page 60) 


Old Guard dianer 
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PROMOTING 
FLOOR 
COVERINGS 





President Gaines, left, helps a 
customer select a linoleum floor 
covering from the wide selection 


requirement 
of colors and patterns 


YALES OF floor coverings account certain 
Jfor 25 percent of total annual personnel both for 
volume for Gaines Bros., hardware tallations are a must 
dealers in Alexandria, Virginia. lh “Because of the phy 
thi tore, floor coverings com ( linoleum and 
prise a leading volume line, wel turno\ 
worth the planning and promotior 
that have gone into building uy 
ale 

But Leland Gaines, \v 
dent and treasurer of the 
emphasizes th: 
mum profit 
pared to mect ¢ 
ditions.” For 
hould be 


home ownel 





The customer interested in lino- 

leum usually is a likely prospect 

for plastic tile and medicine 
cabinets for his home 
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Chain on the Farm 


@ There's lots of chain used on the farm . . . and by subur- 
banites, too. Here you see illustrated some of the chains 
that sell every day. There are many more, but these are the 
ones that you should carry now to meet the needs of your 
customers. A few bags of each on counters here and there 
in your store will make sales for you. 

Check your stock right now. Then order them from your 

AMERICAN CHAIN wholesaler who will give you prompt 

NO. 516 service on whatever you need. 
UTILITY CHAIN 


| '@ ee ne 


_ 34 ee 


~ 


eat sts sts tee) 


ch, oor 


@ These tie-out or picket chains are made in 4 sizes— 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- 
nished with a swivel every 10 feet. Bright or zinc plated 
finish. Packed one chain in a strong cloth bag 


NO. 22 
SLIP HOOK 


merican Pattern with ring or hoo 
are 134” inside diameter and made from material 1/16” 
heavier than material in chain links. Lengths—6!4’, 7’, 
714’ in Regular; 7’ 7!9’, 8’ in Heavy. Packed six pairs 
of one size in a strong cloth bag. f 


Ger this FREE _ 

“Fingertip Facts about Hardware Chains” 
Contains useful information for all 
hardware people. Write today. 


NO. 41 
GRAB HOOK 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


V 


ork, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn 
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CHAINS 


acco 
LOG CHAINS 


ELWEL 
cow Ties 


Nahin 
Chain © 





Georgia association officers, left to right: H. G. Teaford, 
vice president; Olin H. Williams, president, and W. W. 
Howell, secretary-treasurer 


Florida officers, left to right: A. C. Stine, president, and 
W. W. Howell, secretary-treasurer. Fred Downing, vice- 
president, was not present when the picture was made. 


Georgia-Florida Convention 


epee to the annual joint 
convention of the Georgia and 
Florida Retail Hardware Associa 
tions, held April 12-14 in Jack- 
sonville, Florida, heard renewed 
warnings that aggressive selling 
must be the order of the day if 
increasing competition is to be met 
successfully 

Virtually every featured speaker 
dealt in some measure with the 
necessity for improved salesman- 
ship, advertising and promotion 
And in separate addresses both 
association presidents noted the 
rise in the cost of doing business 
and the decline in net profits 


Goodwin Speaks 


Highlighting the opening session, 
Dr. J. Frank Goodwin, University 
of Florida, in his talk “What's 
Happening to You, Mr. Independ- 
ent Hardware Retailer?” stated 
that hardware merchandising had 
been sharply influenced by: (1) 
the rack jobber; (2) supermarkets 
(3) automobiles; and (4) women 

The independent retail hard- 
ware dealer, he said, has resources 
at his command which will enable 
him to deal successfully with com- 
petition. He listed these as display, 
layout, careful buying, advertising 
and goodwill. 


Following Dr. Goodwin's talk, 


§8 


William Gillespie, Sales Manager, 
Hardware Division, Henry Disston 
& Sons, Inc., noted the trend to 
self-service in other retail outlets 
and emphasized that every hard- 
ware store has some departments 
which can be arranged to capital- 
ize on the self-service idea. 

In a feature address on the sec- 
ond day’s program, Elmer Murray, 
vice president, Peck, Stow and 
Wilcox, stated that out of every 
ten tools sold to customers today 
even are sold to farmers, home- 
owners, and hobbyist, only three 
to mechanics and craftsmen. This 
“do it yourself” trend, he said 
gives dealers added opportunities 
for sales 

Othe: 
tion program included: M. A. Car- 
ter, Florida association president 
Hugh L. King, president, Georgia 
association; A. B, Hill, Portsmouth, 
Va., director, NRHA; M., A. Miller, 
Streater Industries; and Frank 
Ruston, The Ruston Co 

A. C. Stine, Sanford, was elected 
president of the Florida 
tion, while Fred Downing, Jack- 
onville, was named vice president 
Directors are: O. W. Brady, Jr., 
Miami; S. E. Bartlett, Vero Beach; 
Stanley jumby, Orlando; John 
Boland, Winter Haven; H. L. Bron- 
son, Eustis; and M. A. Carter, West 
Palm Beach 


peakers on the conven- 


ssocia- 


New president of the Georgia 
association is Olin Williams, 
Brunswick. H. G. Teaford, Amer- 
icus, will serve as vice president 
Named directors were: Virgil Poss, 
Washington; Charles C. Giddens, 
Jr., Adel; Frank Hudson, Newnan; 
W. M. Flemister, Atlanta; H. L 
King, Covington; and _ Forrest 
Knapp, Thomasville 


o 


Profits from this 
Drapery Department 


(Continued from page 45) 


draperies, the medium to better 
grades sell best, with less expen- 
ive grades in least demand 
There is good business in ready- 
made slip covers, Customers bring 
in their chair measurements, and 
we make the estimates. Colors are 
important. In fact, often they are 
more important to a customer than 
the pattern is 
a wide selection 
“The different shades of brown 
are selling particularly well now 
Formerly, requested 
wines and greens, with browns in 
least demand, but now browns are 
coming to the front. They are sec- 
ond best sellers in colors. Wines 
and chartreuse are among the good 


o we have to carry 


customers 


colors also 
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Here’s a long-lasting tool, the Plumb 
Ball Pein Hammer, made to hit fast, 
powerful blows 

The special analysis steel head with- 
Stands constant pounding. The tested 
second-growth hickory handle assures en- 
during strength. 

But the outstanding feature of this tool is 
the “hidden quality” called know-how—the 
craftsmanship and engineering skill of expert 
tool makers who build-in the power that de- 
livers fullest force. 

The striking face, with weight scientifically cen- 
tered behind it, lets the blows strike swift and straight 
The pein is cone-shaped so that when it hits rivets they 
spread evenly, without mashing 

The handle is designed to fit the hand with a comfort- 
able snugness. It tapers gradually from throat to butt to 
prevent slipping. 

This quality-crafting gives the Plumb Ball Pein Hammer 
the built-in power to do heavy jobs with less effort 


Quality Comes FIRST 
PLUMB 


is FIRST in Quality 


® 


LUM 


HAMMERS + HATCHETS «AXES-+ FILES 





Old Guard 


(Continued from page 55) 


old attendance of about 65 mem- 
bers of this distinguished organi- 
zation. George Barton, president 
of the Old Guard, presided, Intro- 
duced at the speakers’ table were 
Charles E. Nash, president, and 
T. W. McAllister, managing direc- 
tor, of the Southern Wholesale 
Hardware Association; H, B. Me- 
gran, president, and A. L. Faubel, 
secretary-treasurer, of the Amer- 
ican Hardware Manufacturers As- 
sociation; and W. A. Parker, presi- 
dent of the National Wholesale 
Hardware Association. Dr. H. Roe 
Bartle, principal speaker at the 
general convention session which 
followed, entertained the crowd 
with a humorous talk 


Wendt Elected 


At the annual meeting of the 
Old Guard, on Tuesday morning, 
R. R. Wendt was elected to suc- 
ceed Mr. Barton as president. H 
A. Taylor was named first vice 
president, while J. C. Scruggs will 
serve as second vice president. 
Harry A. Hoffner continues as 
secretary-treasurer, and C A 
Pitts fills the newly-created of- 
fice of assistant secretary-treasur- 
el 


¢ 


Features of the General 
Entertainment Program 


AN ENTIRELY new feature of this 


aor 


Texas style” 
reception on Sunday evening, 
April 19, at which the members 
of the Texas Wholesale Hardware 
Association and the Texas Hard- 
ware Boosters Club were the hosts 
It was estimated that more than 
1500 people crowded into the large 
Adolphus ballroom for this elab- 
entertain- 


convention was the 


orate pre-convention 
ment 

Principal features of the reg- 
ular entertainment program were 
dances on Monday and Wednesday 
nights, floor show Tuesday night, 
golf tournament for the sporting 
people, the regular golf tourna- 
ment (in which 115 hardware men 
participated), and an_ elaborate 
luncheon and fashion show for the 
ladies 

C. T. Ellis, of the Schoellkopf 
Co., Dallas, was chairman of a 
13-man entertainment committee 
composed of Dallas members of the 
Southern Asociation. Lum Foster, 


60 


of the Higginbotham-Pearlstone 
Hardware Co., Dallas, was chair- 
man of the convention golf com- 
mittee 

* 


Self-Service 


(Continued from page 4) 


and in buying new merchandise, 
though department specialists al- 
so are responsible for inventories.’ 

With 60 percent of its stock set 
up for self-service merchandis- 
ing, Gamble Hardware Co. now 
ponders the question of converting 
the remaining 40 percent. ‘Most 
hardware men believe that the 
business can never be put com- 
pletely on a _ self-service basis,” 
Sykes said, “though one Chicago 
chain claims to have done it with- 
out seriously restricting its lines, 
and some of its salesmen reported 
some sales were tripled. A few in- 
dependent stores are working to- 
ward a 65 to 70 percent open dis- 
play system, while many retailers 
feel they will work up to around 
the 50 percent point. It is our 
opinion that competition increas- 
ingly will force more of this self- 
service technique on the urban 
trade, at least.” 

The greatest obstacles to con- 
verting to self-service, he said, 
are: the 15 to 30 percent additional 
space required; the cost of addi- 
tional fixtures, mostly of the island 
type with glass partitions of five 
or six inches in depth; and the 
time and energy required to build 
and mark displays. These require- 
ments can be met by redesigning 
the store layout to make better use 
of existing space and by doing the 
job a little at a time. Making one 
line pay for the cost of rebuilding 
and extending another line is a 
help, Sykes advised. In some cases, 
tiers be used if they are 
properly and, possibly, 
lighted underneath. Pyramid fix- 
tures have served best for Gamble 
Hardware Co 

“We find that all the principles 
of good display apply to _ self- 
service,” Sykes said. “These in- 
clude departmentization, ample 
signs, and well-separated and co 
ordinated grouping of items to 
avoid overwhelming the mind and 
confusing the Names of un- 
common items may be posted on 
the trays, so that someone sent in 
for a ‘pig tail’ socket, for instance, 
can pick it out even if he has 
never seen one.” 

Pilferage, in areas where 


can 
designed 


eye 


this is 


a problem, may be _ increased 
slightly by open display, but the 
increase is not proportionate to 
the amount of display, Sykes 
pointed out. “In fact,” he said, “it 
can be controlled more positively 
and with greater assurance when 
the goods carry your own identi- 
fying price markings and labels 
Packaging of some small and as- 
sorted items also helps in this re- 
spect, as well as protecting goods 
from dust and rust and keeping all 
parts of an assembly together 
Pliofilm bags are handy for items 
such as canopy switches and many 
building hardware assemblies, 
Sykes explained, and these latter 
items, as well as many tools and 
metal parts, should also be lac- 
quered to prevent corrosion and to 
permit easy handling. 


Surprisingly enough, Gamble 
Hardware Co. has had good re- 
sults with self-service on small 
builders hardware items, although 
it was one of the most difficult 
lines to set up. “Of course, we 
watch the line closely for booby 
traps, bag some of the products in 
pliofilm, and advise customers 
whenever they need help,” Sykes 
explained. “Screws, nails and 
bolts are acknowledged toughies, 
but we plan to display many of 
the common sizes in time and 
closely check their proposed uses 
This can always be done at the 
cash register, if you don’t talk 
with the customer sooner. One 
pleasant, casual question usually 
gives you the desired information 

The more of these smal] items 
you display, the more you remind 
people of things they need. While 
many customers don’t know the 
names of various hardware items, 
they will recognize the merchan- 
dise they need when they see it 
Some small items, which are not 
bagged,*will be stapled to cards 
For example, half a dozen screws 
one card, and the 
many 


will appear on 
customer can thus select as 
cards as he needs.” 

Paint, with its troublesome pat- 
tern of price changes, price cut 
ting, and varying discounts, is one 
of the “tough nuts,” Sykes said 
Many of the store’s salesmen still 
like to keep many of the cans 
marked, to be sure that they have 
the right product and quantity for 
the customers’ purposes 

“Merchants who worry about 
the costs of marking and display- 
ing are assured that wherever it 
has been tried in stores and areas 
where customers are in a hurry, 
costs have been far outweighed by 
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SSirco Stocks Help You 
Meet Every Demand 
For Metal Products 


Now you can satisfy more customers . . . 
fill promptly, more orders for metal products. 


SSirco’s stock of fast-selling steel and alumi- THESE FAMOUS NAMES ARE YOUR 


num roofing, nails, fencing, fence posts, and 
CUSTOMERS’ ASSURANCE OF QUALITY 


merchant sheets is greater than ever before. 
Dependable overnight or drive-in, pick-up 


Rey 
Build 


Durall Screens 
Georgia-Pacific Plywood 


Lo-"K" Cotton 
demands Corey Aspholt and insuletion 
, Asbestos Products Columbia-Matic Screens 


Certain-teed Shakertown Cedar Shingles 


Asphalt Products 
oo EZ-Way Steirwoys General Flush Doors 
the SSirco-distributed line of products. They Miami-Corey Cabinets wg oy 
- Celotex insulation 
are your assurance of continued customer Board Products 
e Insulite Insulation 
confidence. Board Products 
Flintkote Products 


Take advantage of this availability of metal ag oe nd | 


delivery means that with a low inventory 
investment you can meet your customers’ ' 


And don’t forget the other famous names in 


“ 


. ; : Barclay Plastic-Coated 
mroducts . . . watch your sales and profit: —-nenng dhe aaa 
} d . . I . Upson Panels superior ne tol Trim 


climb to a new high. Asbestone Asbestos Les Louvers 
Products 
Alsynite Translucent Ponels 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
—WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


SOUTHERN STATES 
IRON ROOFING COMPANY 








TWO SALES mean TWO PROFITS! Every time a customer 
buys hardware or paint for repairs or new work, he’s in the 
market to buy wood protection against rot and termites, 
swelling and warping. You make two sales instead of one 
when you suggest Chapman clean Penta Wood Preservatives 
. . » Deep-Treat and Seal-Treat. 


Sell Seal-Treat for 
Paintable Surfaces 


Water-repellent Seal-Treat makes an 
excellent prime coat for wood to be 
painted — sashes, doors, woodwork, 


USE OUR SURE-FIRE PROMOTION PLAN! 


I ; designed to selll Complete 
with newspaper mats, radio and tv spots, 
direct mail folders, window banners, counter 
displays. 





Stock and Sell Chapman's 
Complete Line of 


porches. Controls warping, shrink- 
ing, swelling stops rot and 
termites. 


Sell Deep-Treat for 
Wood Not to be Painted 


—fence posts, joists, sills, beams. 
General purpose Deep-Treat stops 
rot, kills termites—is clean and easy 
to apply. 

Seal-Treat and Deep-Treat come 
ready-to-use in 55 gallon drums, 5 
gallon or 1 gallon cans ... attrac- 
tively color-lithographed for over- 
the-counter selling; and with simple, 
informative directions on the pack- 
ages to help your people make sales. 

WIRE—WRITE—PHONE 

CHAPMAN CHEMICAL COMPANY 

DERMON BUILDING MEMPHIS. TENNESSEE 


Ws 
woot pquverve 





increased business. Pre-marking 
actually saves time in the long 
run, and the more business you 
have. the better it works,” Sykes 
aid. ‘Our warehouseman says It 1s 
like the army supply service back 
of the lines: sound preparation 

the boys up front the am- 
munition to do the job when the 
heat’s on. We know that when the 
full of customers and two 
or three harried salesmen _ yell, 
‘Joe, how much is this?’, it dis- 
tract other hopper and hurt 
customer confidence.” 

Gamble Hardware Co. considers 
elf-service one of the best ways 
in which a neighborhood store can 
meet the competition of downtown 
retailers, for the community op 
usually can obtain more 
; cost in a low rent dis 


tore Is 


erato! 
pace at le 
trict. Also, during any manpowel! 
shortage, the system could operate 
with less skilled help; and in a 
business recession, it could op- 
erate with less total help. 

The company has been moderate 
in its advertising of price savings, 
not wishing to create the impres- 
sion of price cutting. But as self 
service becomes more general, the 
company expects to see greater use 
made of this point, without de- 
parting from fair values on nation- 
ally-advertised lines. It also ex- 
pects to see the day when hard- 
ware stores will provide shop- 
ping carts for customer con- 
venience. Since many customers 
are hindered by bundles and chil- 
dren, it would be only natural for 
them to select more household 
items and supplies if their arms 
were free. 

Much of the company’s buying 
is planned with an eye to traffic 
and higher-priced items that lend 
themselves to display. More time 
than usual is spent on elaborate 
and diversified window displays, 
and Store Manager Joe Quinones 
has developed this window promo- 
tion to tie in with the type of 
merchandising to be found inside 
This and a weekly special, often on 
quality products, is part of the 
promotion plan 

“Some changes in new-store de- 
sign and layout will no doubt be 
made as self-service catches on 
and undoubtedly in most cities it 
means that more locations will be 
sought in areas where plenty of 
room is available,” Sykes said 
“Already some manufacturers are 
packaging and marking their prod- 
ucts for display and self-service, 
notably light bulbs. These are 
marked and packaged so that the 
shopper may select one, two or 
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America’s 
FASTEST-SELLING 
Dehumidifier 


D coplay CHECK DAMAGE jv DAMPNESS 
‘ 


azinG 


SHIPPING 
WEIGHT 
27 LBS 


4-50 ot ($4.99 - 


THE WEW DE-LUXE CLOSET-STYLED 


ade-moist IN METAL CASE DOES NOT 
DRIP! 


REGENERATED 
witHoul 


EVERYBODY WANTS ? This ingenious, new, sales-attracting REMOVING 


device shows at a glance how much — CRYSTALS 


air moisture has been absorbed— 
tells when De-Moist should be re- 
generated. In effect, De-Moist be- 
comes a reliable moisture-control 


@ CHECKS DAMAGE FROM. instrument, designed for many years 
DAMPNESS of service. 


HERE’S WHY WITH VU-MATIC INDICATOR — f CAN Bt 





@ GUARDS AGAINST MILDEW OPEN STOCK Sats Guta titen Setniiedh 
AND RUST No. Size Pack Weight List per Case | List Eoch 


ND 12 oz. 1 doz 141, Ibs. $20.28 $1.69 
































For best discounts, order in case lots, 


@ HANGS UP WHEREVER NEEDED 


@ CAN BE USED OVER AND OVER! 
ee - 
USE WHEREVER DAMPNESS OCCURS FOR peamaaeunasy ADVERTISED 
closets, laundries, basements, pantries, 
or in refrigerators to reduce defrosting. WIth 


100% ACTIVE eenanenntTs TV @ RADIO © MAGAZINES @ NEWSPAPERS 


Manufacturers of EASY-AID Products: Chimney Sweep 


G. N. eoltic) 19.4, | co., West Orange, N. J. Process 33, Easy-Aid Oven Cleaner, Easy-Aid Silver Cleaner 
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For the first time in hardware history, we present the 


No. 9491 Telephone Locks 
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Assorted Yale Padlocks 
Assorted Yale Padlocks 
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Assorted Rim Locks 
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powerful display boards... easy to 
profit with... easy to place 


Here it is...a new merchandising idea that 
solves your display problems, Designed for 


SoG RRA 


maximum selling in a minimum of space, 
new YALE “BiG 10” MERCHANDISERS are easy 
to place and easier yet to profit with! Bright 


appealing colors... high visibility ...hand- 


. THIS IS YOUR QUICK-PROFIT AREA 


some transparent packaging...and famous 
Yale locks at budget prices give these new 


Vu LISOUd-WDIMNO UNOA SI SIHL * 


type display s the terrific sales sock that can 


a 
ke 
id 
N 
¥ 
La 
wi 
2 
a 
a 
na. 


SUR B= ¥ 


make real money for you. Don’t miss a day's 
‘ f : “THIS IS YOUR QUICK- PROFIT AREA oo” 


profit...wire your order to your distributor 


*Registered in U.S. Patent Office 


now for new YALE “Bic 10” MERCHANDISERS. 


The Yale & Towne Mfg. Co., Stamford, Conn. YA LE R, y OW N EF 


Lock and Hardware Division 
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Life without a BOLT BAR... 


ttt tte 


“YOU KNOW —THE ONE THAT HOLDS THE DOOR ON!” 


Here we go again! Hairbrain Harriet has had a 
household calamity and she aims to fix it herself! 
Only trouble is that all the tough work will be done 
by Hardware Harry. First he must figure out what she 
wants—then find it amidst a jumble of bolts, nuts and screws. 
How much happier Harry would be if Harriet could 
select just what she wanted from self-service Lamson BOLT BAR. 
Hundreds of modern hardware merchants have learned that 
bolts and nuts “up front” make more of a profit than many 
other products. Average turnover of stock is 6 times a year. 
Average hours of time saved—make your own guess. 
Don't let another day slip by without asking your Lamson 
distributor about the BOLT 
BAR—or write us direct. 
It's the modern way to 
sell bolts and nuts! 


The LAMSON & SESSIONS @. 


1971 West 85th Street 
Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio 
Birmingham + Chicago 


106 most popular sizes 


The modern way to sell bolts and nuts 





four in a protecting carton. Other 
ippliers, we believe, will do like- 
wise, as soon as they discover that 
both the retailer and the public 
favor goods that are ready made 
for the shelves and for the market 
ba kets 
After all, the key to merchan 

dising is people—human nature 
and most customers dislike delay 
and especially obstacles they can’t 
overcome. They are pleased when 
they can take on initiative and 
how how smart they are. Many 
will ‘sell’ themselves more than 
the best salesman could. Further 
more, they feel welcome where a 

tem has been prepared for their 
convenience and comfort 

Styles in thinking and buying 
are set by those who sense some- 
thing new and better; and im- 
proved service, in line with con- 
umer needs and current habits, is 
a technique that never yet has 
failed to deliver both sales and 
profits,” Svkes concluded 
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Outdoor Culinary Artists 


(Continued from page 42) 


“People don’t build masonry 
barbecue pits in Midland any 
more. With the portables de- 
veloped as they are, it isn’t neces 
sary to go to that expense. Besides, 
with a portable, you can move to 
the shade in the summer and to 
protection against the wind in 
winter.” 

Marshon is relatively new to the 
hardware business, having mi 
grated from another field. But in 
the words of one supplier, he has 
adapted himself at a surprisingly 
fast rate 

Four years ago there was an ap- 
pliance department at Basin Sup- 
ply company Marshon__ didn’t 
know much about appliances and 
after living with them for a time, 
decided there was too much com- 
plication. He determined to get 
out of the appliance business and 
it was then he decided outdoor 
cooking was the field for him. Not 
so complicated, required less at- 
tention and less investment, and 
just as big a market, he reasoned 

“It may be that we have the 
biggest stock in the state,” said 
Marshon, with a wave of the hand 
to include the assorted barbecues 
displayed, and all the related mer- 
chandise 

“Certainly, we have the biggest 
such stock in West Texas. But a 
big stock is strictly intentional. I 
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For a good 
paint job everytime 


. 


That’s the kind of performance 
PEE-GEE dealers profit from! 


You CAN BUILD your reputation and profit with 
such fast-moving items as: The amazing Sealkoatt 
Wall Primer-Sealer, Flatkoatt Deep Tones and the 
Library of Colors, Onekoatt Flat and Semi-Gloss, 
Onekoatt House Paint, and Onekoatt Enamels. 


PEASLEE-GAULBERT 


Serving the South Since 1867 
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Let us tell you about the many advantages of 
handling the Pee-Gee line. We can show you how to 
build a successful, profitable paint business. Write 
now. We have a few more openings for 

dealers like the Goyer Company 


PAINT & VARNISH COMPANY 
223 N. 15th Street, Lovisville, Kentucky 





watch the market closely and I go 
to the shows. When I see a line I 
like and think will go, I get it. 
Every possible line that fits in, I 
want. 

“For that reason, we are well 
ahead of the field in Midland, in 
stock to select from and in sales. 
It is quite a satisfaction to me to 
realize that we have promoted 
these lines so well, and have so 
many satisfied outdoor cookers, 
that when people think of a barbe- 
cue, they think of Basin Supply.” 

Portable cooking rigs and re- 
lated items do not monopolize that 
part of the store made available 
when appliances went out, how- 
ever. The cooking equipment and 
; w | i such merchandise share the space 
wiih o\t samior Jagan ay ' BS yyw of one entire, closed-off wing with 

| MAW} \ various gift lines 


Li 
jus 

phabalidisses <t\ 

lil \ 


a 


Logical Blend 


Marshon thinks this is a logical 
blend of merchandise. Although 
1. GUARANTEE OF QUALITY _ You oS a a the ee joking rigs are his first love, 
to customers who need rules that will stand up on the job. They are th he Shien Sat wennen Seen oe 
most durable—made of only the fi Se -ae we Y - gifts can often engineer the sale of 
See GF Cmy Me tow straight-grained hardwood sec- a big portable barbecue. Women 
tions; the snow-white enamel finish is coated with tough, clear plastic to don’t like to stay in the kitchen, 
give longest wear; brass strike plates prevent wear. Check this feature — especially in summer, he argues 
the bold easy-to-read figures and graduations are embedded right into The entire department is pre- 
the wood! Accuracy is maintained because the brass joints are triple- sided over by two young sales 
locking and double-attached to the rule—eliminating end play. Highest women who, Marshon concedes, 
standards are maintained by careful inspection at every phase of manu- might not be too adept at selling 
facture. The rules “with the bright red ends” are known as their own rolling barbecue pits. However, 
guarantee of quality. these girls have made many sales 

simply because the customer had 
previously seen a certain model at 


2. NATIONAL ADVERTISING DIRECTS BUYERS TO work and knew all about it. And 


YOUR STORE ino program equalled by no other manufacturer in because there is nothing compli- 
the field. Millions of consumer ads are combined with carefully selected cated to explain about a barbecue 


trade paper advertising to increase your sales. pit. But Marshon injects himself 
into the picture at every oppor 


3. CUSTOMERS WHO SEE ARE oo He likes to sell that mer 
chandise 
CUSTOMERS WHO BUY — you buy only Marshon doesn’t know how 
a fast-selling assortment of 2-dozen rules and [open many thousands of dollars worth 
receive an outstanding sales-builder free. This = a Fd of barbecue accessories his store 
heavy glass modern merchandising unit makes a ——_==3 has sold. But he does know about 
permanent, attractive addition to your store— one expensive and exclusive line 
and increases your sales. It can be placed 4 of cutlery. 
on the counter, in the window, or hung on the } “We've sold $10,000 worth of 
wall. Available in regular reading or flat read- that line in five years,” he said 
ing assortments. “At one time we were one of five 
Ai stores in Texas with that line and 
even now this is the only Texas 
hardware store handling the line 
“A set of this cutlery at about 
SELL UFKIN $60 makes a fine gift. Much of it 
TAPES © RULES © PRECISION TOOLS has been sold to individuals as a 
result of previous sales of outdoor 
AVAILABLE FROM YOUR HARDWARE JOBBER cooking equipment. Many who 
have bought cooking rigs eventual- 
ly receive a gift of this cutlery 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN from a friend, because the cutlery 


goes with outdoor cooking.” 





132-138 Lafayette Street, New York City * Barrie, Ontario 
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up sales 
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American Gold Strand Insect Screening 


Available in Galvanoid, Bronze or Aluminum—screening 


that meets every customer requirement 


Clinton Standard Hardware Cloth 


In all standard widths and meshes; unrolls flat for easy 
handling. Supplied in steel-banded rolls of 100 feet 


Clinton Hex Mesh Netting 


Has a wide range of usefulness for poultry and fur farm 
enclosures, crab traps, stucco reinforcement, baseball and 


tennis court enclosures 


Perfection Door Springs 


Made of selected wire, available in black japanned and 


galvanized finishes 


Quick Hitch Gate Springs 


A rugged spring for heavy doors and gates. Made of oil- 


tempered wire 


Wissco Flexible Wire Clothes line 


Long-wearing, strong, flexible, rust-resistant. Smooth, lus- 
trous surface. Coils of 50’, 100° or connected lengths 


Wissco TV Guy Wite 


Makes a permanently taut guy wire for TV antennas; lends 


itself to quick and convenient installation 


THE COLORADO FUEL AND IRON CORPORATION * Denver, Colorado 

THE CALIFORNIA WIRE CLOTH CORPORATION * Ookland, California 

WICKWIRE SPENCER STEEL DIVISION * Atlonta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphio 


\SSo | 
Var WICKWIRE 
HARDWARE PRODUCT 
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Selling by Telephone 


(Continued from page 43) 


without extra charge 


postage and insurance. All pur- 
chases are mailed the same day 


they are made. During the Christ 
ma eason a large 
telephone-selected gifts go to out 
of-town address 
This manner of 
is not difficult, nor doe 
much time, M: 
out. If the customer 
accurate description of tl 


recelve 


clear 


except for 


hare of the 


elling usually 
it require 
Griffin pointed 


worded in such a 
he can understand the 
purpo of the gift, a well as 
visi appearance, she will 
little time to make a de 
cision Frequently merchandise 
priced at $15, $20, and $25 is sold 
during one call 

Havi the custome! confi 
one of the major factor 
elling, Mrs. Griffin 
by exercising 


] t 
liz 
IsUallZe l 


require 


dence 
in telephone 
aid. She secures thi 
all possible care in selecting mer- 
chandise for telephone shopper 

electing gifts which will be both 


iitable and appreciated. Usually 





Every Screen Door is a 


‘} NATIONAL GUARD 


C2 


CHECK THESE 
IMPORTANT FEATURES 


* Adjustable — Fit all popu- 
lar size doors. Mini- 
mum inventory re- 
quired. 


* Figurines — Made of cast 
aluminum, not stamped, 
Life-like! 

* Seretiwork ™ Hand-craft- 
ed steel with 2 coats of 
white enamel. 

*Each Design in Two Sizes 


Models “S” for Regular 
Screen Doors. Models 
“C” for Combination 
Doors. 


* Prise Range For Every 
Home ist from $6.50 
to $21.50. 





(LLUSTRATED CATALOG ON REQUEST 


A 


A 


a aa 
WW vpy\ A 
atin 
Your Market Is Thousands Of 
Homes With PLAIN Screen 
Doors! 
Homeowners Are Ready To 
Beautify Them With NEW, Fast 
Selling National Guard Grilles! 


CAPTURE THIS BUSINESS WiTH THE 
MOST COMPLETE LINE IN AMERICA! 


| 


Screen Door Grilles 
) 


I one oF 
i 8 MODELS 


1 COLONIAL 
| DAME 


| List Price 


; $18 


* 


a 
Nationally 
Advertised 
In 
BETTER 
HOMES 
ano 
GARDENS 
. 
MOUSE 
BEAUTIFUL 
° 


LIVING 








= 


% ORDER FROM YOUR DISTRIBUTOR OR WRITE US DIRECT 
NATIONAL GUARD PRODUCTS, INC., 540 Jackson Ave., Memphis, Tenn. 
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she requests the name of the per- 
son for whom the gift is intended, 
so that she can best decide what 
merchandise to suggest. 

The gift department 
tastefully decorated in shades of 
maroon and light green. A gift bar 
with comfortable stools is_ pro- 
vided, so that customers may be 
seated while examining merchan- 
dise displayed on the bar or on 
shelves lining the wall behind the 
bar. Compactly and attractively 
arranged, the department occupies 
an area approximately 12 by 30 
feet. Illumination is provided at all 
time by four concealed lights 
buried in the department’s low 


itself is 


ceiling 

“Tn illumination not only 
hows off the merchandise, but at- 
tracts customers from the front of 
the store,” Mrs. Griffin pointed 
out. “We have a large, deep store, 
and many of our customers would 
not notice the gift department 
were it not brightly lighted.” 

Mrs. Griffin has developed an 
effective method for clearing hard- 
to-sell gift merchandise. “If a par- 
ticular item will not sell after re- 
maining on display for several 
months,” she said, “I put it away 
for about six months, then put it 
out again at a new location. It al- 
most always sells the second time.” 


. 


Cash Farm Income 
Declines in Southeast 


Southeastern farmers lost $34,- 
693,000 in the first two months of 
this year as compared with cash 
receipts for their products in the 
corresponding period in 1952, ac- 
cording to a recent report from the 
Department of Agriculture 

The decrease in the first two 
months of this year ranged from 
a loss of $3,668,000 in Alabama to 
$18,564,000 in Georgia 

Only two states in the region, 
Tennessee and Mississippi, could 
boast of a rise in cash returns in 
the first two months of this year 
over the same period last year. In 
amounted to $3,- 
Mississippi, $4,- 


Tennessee, it 
503,000 and in 
237,000 

The reduction in income was 
shared by both of the principal 
classes of commodities, livestock 
and its products and crop products 
Cash returns from livestock and 
its products were $13,709,000 low 
er, dropping from $183,140,000 to 
$169,431,000 Crop receipts 
dropped from $248.809.000 to 
$227,825,000. 
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It’s time to get back to | 


Full Page Advertisements 
in the leading farm maga- 
zines in the South and 
Southwest help sell two 
ideas: that fence is an im 
portant tool that will aid in 
increasing farm production 
and that American Fence is 
the tence to buy for long 


life and superior service. 


van f ame 
uuiy i i on 10 stations 
regularly bring the farmer the 
news that is valuable to him as 
o businessmon—crop news, live 
stock information, market and 
weather reports, and other facts 
which can make his operations 
more productive. These programs 
remind farmers of American 
Fence and Tenneseal V-Drain 
Roofing at the time their minds 
are fixed on farm problems 


such as 
newspaper mats memo 
books, broadsides, and 
color films and slide pres 
entations which the U-S°S 
Dealer may offer te local 
farm groups, clubs and 
schools, may be obtained 
through our Advertising De 
partment Please write for 


specific information 














¥.C.8. has alw itive Selling pro- 
orat to help crs vg ’ possible 
bl 


i\ uila 
rs’ marke tf, we expect to 
help our dealers, not only to 
but to increase the business | ich specih 
it of an integrated plan to locus customer at 
the U-S-S Dealer’s store and stimulate 
oo Stecl Products 
lie in your own promotion with ours whenevet pos 
| se the 1) itet vids that are avatlable Display 
the U-S-S Dealer kmblem prominently in your store 
lhen your customers will know where to look for the 


best values im steel products for the larm md home 


th . continues to offer 
farmers blue prints of the most mod 
ern labor-saving form buildings 
These plans may only be inspected 
in the U-S’S Dealer's store and ob 
tained, free, through him. This serv 
ice brings dealer and customer to 
gether while farm improvements are 


still in the planning stage 


64 pages of helpful agricultural in- 
formation as well as facts about 
U'S’S Steel Products, is available, 
with U-S’S Dealer's name and ad 
dress printed on the cover, for dis 


tribution to customers 


TENNESSEE COAL & IRON DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: FAIRFIELD, ALABAMA 


DISTRICT OFF 


CES. CHARLOTTE + FAIRFIELD « HOUSTON « JACKSONVILLE « MEMPHIS - NEW ORLEANS ~ TULSA 


U°S°’S AMERICAN FENCE 


U°S’S TENNESEAL V-Drain ROOFING 


ee, ae STEEL 
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SPEEDY SPRAYER 890 


Diaphragms eliminate oily pis- 
tons. Y% h.p. motor delivers 2 cu 
ft. of clean, oil-free air at 30-4C 
Ibs. pressure. Never needs oiling. 
With gun, less motor, retail 936.50 


SPEEDY SPRAYER 444 


No job too big! 4 cv. ft. of 
lean, oil-free air at 40 Ibs, 
pressure. Ya hp. motor or 
engine. With gun, less motor, 
retail 566.00 


PAINT 
TANK 778 


Holds 3 gallons 
Carried of hung 
on ladder. With 


MOBILE SPRAYER 950 


Ideal Automatic Tank sprayer for 

home or commercial use. Steel 
h Y hp. compressor 

10° air and paint tank wit 4 

ho a Retail Removable wheels and handle 

$22.00 With gun, less motor, retoil $97.50 


W. R. BROWN CORPORATION 
Normandy Ave., Chicago 35, Ill. 
Specialists in Portable Sprayers for Over 30 Years 








TENSION-tite 


is the SOUTH'S most 


popular window screen 


(Production doubled again at our Georgia plant) 


ae oy 





Rr 


Southern Builders 
and Homeowners Say: 


@ “I like the low cost and ease of installation 
No painting or fitting necessary.” 

@ “TENSION.-tite aluminum screens last for 
years even in the salt air along the coast.” 

@ “It costs less to install TENSION.-tite 
screens . - Vet they look better, admit more 


light, and there’s no maintenance.” 


“lie ° ville. 
EXCLUSIVE GUIDE BAR 
SPEEDS INSTALLATION 


This bar detached temporarily from the screen 
p y 


accurately locates the position for the five screws. Pro 








duces a perfect fit in less than five minutes per window 


RUDIGER-LANG CO. 
K 


Plants in Toccoa Georgia and Berkeley, Calif 
Sales Office International Trade Mart 


New Orleans 12, Louisiana 





*Trademark of Rudiger Lang Co 
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Sales Increase 
in Garden Tools 


(Continued from page 46) 


at Thomas and Co. is located in 
the rear of the store, so that cus- 
tomers are drawn through the tool, 
sporting goods, and housewares 
departments to reach it 

“When a customer asks for an 
ounce or two of tomato seeds, sug 
gest other seeds to him,”’ Chiswell 
said. “He may not have had other: 
in mind, but mentioning them in- 
creases his interest. Also. call his 
attention to the garden tools he 
will need, and to the young 
vegetable plants with which he 
may want to experiment.” 

During the season, Thomas & 
Co. has a weekly sale of 10,000 
tomato and cabbage plants. These 
are sturdy field-grown plants from 
Georgia and are in great demand 
Onion sets also are sold by weight 
and create a large demand 

“Employed uburbanites who 
have greater confidence in plants 
that are already started offer a 
steady demand,” Chiswell] said 
Results are more certain and the 
plant effort and 
time 


require less 


” 


Salesman Used 
After January 1, an _ outside 
salesman goes from farm-to-farm 

elling field seeds. A carload of 20 
tons of this line is sold in season 
and the salesman does not promote 
packaged flower or vegetable 
seeds 

For the home gardener, the store 
keeps a supply of growers’ guides 
on hand. In addition to giving 
these out without charge, both 
Chiswell and his sales assistants 
lend help in instructing gardeners 
how to plant, but they take no re- 
sponsibility for results 

“A good garden supply depart- 
ment multiplies sales for itself, not 
only at the time of planting. when 
we sell tools and fertilizer, but al- 
so as the season wears on, when 
sprays and insecticides are in de- 
mand,” Chiswell pointed out. “As 
vour customers return for other 
garden items, they are reminded 
of paint. tools, housewares, etc 
Garden supplies bring repeat busi 
ness.” 

Weekly advertisements in the 
county and town newspapers 
change with the from 
initial ads announcing garden tool 
specials and new seeds to sprays 
insecticides, etc. 


season, 


All promotional mail is handled 
by the office on a mimeograph 
machine 

a 


Profitable Promotion 
of Floor Coverings 


(Continued fron page 


dampness must be considered 
especially in the case of plastic 
tile, Gaines warned. In view of 
this, steady turnover of inventory 
is important. 


In addition, a quality hne that 
offers customers a wide variety of 
color and pattern election ! 
basic to success in this department 
To give customers this variety of 
choice, the tore maintains a 
$10,000 inventory of floor cover 
ing Catalogs and books dealing 
with decorative schemes are avail 
able. and an area has been set 
aside where customers may study 
this material 

Department salesmen are 
trained to help the customer select 
a suitable color and style from the 
viewpoints of room lighting, wall 





Development. 


manufacturers. 
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U.S. ROYAL... 


Ahead of the Field in 
Products and Profits! 


@ Pioneers of the industry in New Product 


@ Confidently chosen, year after year, as 


original equipment by leading bicycle 


@ Profitably sold by thousands of jobbers 


and dealers all over the country. 


UNITED STATES RUBBER COMPANY 


549 East Georgia Street 
Indianapolis 6, Indiana 








colors and _ general decorating 
chemes. When a home-owner 
wishes to make his own installa- 
tion, full instructions are provided 
by the company. Additional help, 
if needed, is given by telepnone. If 
the customer still has difficulty, 
one of the servicemen will drop by 
to check the work. A $3.00 charge 
is made for this service 

“Every department benefit 
from the sale of floor coverings,” 
Gaines added. “Where a bathroom 
has been modernized, all kinds of 
accessories are sold—medicine 
cabinets, faucets, plastic tile for 
the walls, hampers, shower set 
and other’ related products.” 
Where a kitchen has been mod- 
ernized with new floor covering 
he continued, there usually are 


Since 1880 a added sales of zinc splashboards 


in a variety of colors for the 


vy ’ , drain and working = surfaces 
BETTER BLADE helving, housewares, etc. Where 
flooring covering has been used to 
| dj ‘ie modernize basement rooms and at 
tics, sales of paint and builders 
hardware usually follow 
_ Instructions given customers in 
Hand Hack Saw Blades caring for linoleum and tile stimu- 
lates sales of wax and wax appli- 
cators and rentals of floor polish- 
ere 

Gaines Bros. maintains an im- 
pressive window display of lino 
leum year-’round and has not re- 
quired much additional advertising 
other than a brief classified ad in 
the telephone directory. 

An outside salesman follows up 
prospects where records indicate 
a change in home ownership, and 
reports on building permits are 
watched closely. Inside salesmen 
are qualified by training to sug- 
gest the linoleum and tile most 
suited to particular needs, and 
free estimates are made. All sales 
of floor coverings are on a cash 
basis. 


° 
a 


[DPLPLS 


X"AXO25K18T 


18 12 


HIGH SPEED STEEL 


$1 


SHARPFLEX 


SAAN AAA AANA, PRD AADRAARDRARBRARARARA 


GRIFFIN 





BUSINESS TRENDS 





(Continued from page 22) 





(o MINI NIAAA ae 


record for that month, due largely 
to continued high activity in pri- 


G W GRI F FI N vate commercial and _ residential 
° ° ° construction. Construction outlays 
Franklin, New Hampshire from November through February 


were six percent above the same 
1951-52. New housing 


Sales Representatir es: period in 


John H. Graham & Co. Inc. mart in February 


easonally adjusted annual rate of 


105 Duane Street, New York & N.Y. 1.2 million lightly higher than 


were at a 
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THERE’S A Sunset LINE FOR EVERY KIND OF FISHING 


he 


for instance... 


Sunset CASTMASTER 


Finest line made for bait and plug casting in fresh 
or salt water. Hard braided with a 3-ply core of 
high tenacity nylon to Sunset Wet Test specifica- 
tions, it guarantees actual labeled test while fish- 
ing —an additional 15° of strength where you 
need it. Waterproofed and triple stretched. 9 to 


50 Ib. $1.15 to $2.40 per 50 ee 
Pad 


Speciallyshade for casting the light lures used in 


spinging and light bait casting. Braided of fine 

Y i ate nan '. y 
mdnofilament strands, Spinner ts a line that will Cen aan Yj i, 
not absorb water. Due to its slickness it will give Z2 
maximum distance in casting. 4 to 18 Ib. test. $2.40 


to $3 per 100 yard spool. 


Recognized as the finest soft monofilament on the 
market, Flexon is treated with Sunset's exclusive 
German softening process. It's almost unbeliev- 
ably pliable, slick as glass, invisible in water, small 
in diameter, with high knot test factor. An ex- 
tremely versatile line, ideal for spinning, excellent 
for bait and strip casting. 2 to 60 Ib. test. $1.20 to 


$7.60 per 100 yard spool. 


— 


e Ask Your Jobber Salesman for a Demonstration 


SUNSET une & TWINE co. 


Petaluma, California e Florence, Alabama 
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STANLEY 
Shelf Hardware 




















The Stanley name on your shelf hard- 
ware means faster turn-over and repeat 
sales for you. The familiar yellow and 
green label on every box is known from 
coast-to-coast for indisputable quality 
and long dependable service. Recom- 
mend Stanley Strap and T-Hinges, 
Hasps, Mending Plates, Corner Irons, 
etc. to all your customers . . . build 
customer confidence that pays off again 
when they look for other products. 











The Stanley Works 
New Britain, Connecticut 








Reg. US. Pat. Off 
HARDWARE * TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 


Remember . . . Three Hinges To A Door 
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January Actual tart 


totaled 
77,000, about the ' 


ame a a VCa! 


ago 


* 


Employment Shows 
New Increase 
February to- 
up 400,000 from 
and 1.2 


earlier 


EMPLOYMENT IN 
taled 60.9 million 
the month 
from a yea 
employment was a 
month, 1.9 million 
and in the past 
record 


before million 
Nonagricul- 
tural record 
for the 
last veal 

months ha 
after adjustment fo! 
Une mploy ment 
table at a 
averaging le than three percent 
of the total labor Farm em 
ployment began a 


above 

fout 
been at level 
easonal vari 
ation over thi 
period wa low level 
force 

easonal rise in 


February 


+ 


Farm Cash Receipts 
Show Slight Gain 


CASH RECEIPTS from farm 
ketings in the first two months of 
1953 totaled 4.7 billion dolla ol 
lightly than in the cor 
responding period last year. An in 
crease of about 11 percent in the 
volume of sales was offset 
by lower average prices. Livestock 
of 2.6 billion dollar 
down nine percent, largely because 
of lower prices, but 
of 2.1 billion dollars 
percent. Most of 
accounted for by larger marketing 
qual 


mar- 


more 


nearly 


receipts were 


crop receipt 
were up 20 
this increase wa 


of wheat and corn, including 
tities placed under CCC loan 
Cash receipts totaled 2.7 billion 
dollars in four percent 
above January 2.0 billion 
ame as a 


January 
1952 ane 
in February, about the 


vear earlier 


Sf 


Small Appliance Prices 
Raised by Westinghouse 


A PRICE INCREASE of its 
oven and three accessories was an 
nounced recently by Westinghouse 
Electric Appliance Division. The 
prices became effective April 


roaste! 


new 
16 
The oven was increased 
to $44.95 from $42.95 
cabinet to $21.95 from 
boiler grid to $8.95 from $8.50 and 
clock to $12.95 from $11.65 
Prices on other electric housewares 


in the line are not effected 


roaste! 
roaste! 


$20.65 


timer 


i * eee eG ee eS = = & 
DAZEY ADVERTISING consistently 
appears in the following magazines— 
American Home, Cosmopolitan, Good 
Housekeeping, Household, Ladies’ Home 
Journal, McCall's, Parents’, Redbook, 
House Beautiful, Saturday Eve. Post, 
Sunset, Family Circle, Today's Woman, 
Woman's Home Comp., Better Living, 
Woman's Day, Better Homes & Gardens, 
Capper’s Farmer, Country Gentleman, 
Farm Journal, Successful Farming. 
Crush ice quickly 


fine, medium or coarse 


citi te Tete tet th i i oh eT 


no mess 


Stainless steel, 
and rustproof 
parts. At hard- 
ware, home fur- 
nishings, and de- 
partment stores. 


If your dealer can't supply you 
— write us for literoture ond 
ice list 


DAZEY +895 
ICE CRUSHER e to $10.95 


_ In colors 


“ts a 


gy DAZEY 


ST LOUIS 7, MO 
BWASRSSSSSPSSSSPSBBBBBeeeaaae 





i te 





Lamp Prices Raised 
by General Electric 
ELECTRIC ha 


lamp 


factori by 


GENERAI increased 
the prices of 
tore 


for use 
home and 
average of 8.8 percent, according 
an announcement trom the co 
pany 

The price change 
type of both in 
fluorescent lamps. The 
60-watt lamp bulb 1 
14 to 16 cent 
fluorescent 
$1.10 


involves mar 

andescent and 
price of the 
raised from 
and that of the 


lamp from $1.05 t 


7 


Revere Announces 
Price Increases 


REVERE COPPER and 

has announced an incre; 
proximately 415 
tail 
pany s ling 
stee] 


creast 


perce nt uw 
‘ 


prices for most of the com 


of copper ciad taink 
The in 
March 23 


company 


utensil 


effective 


COOKING 
; became 
according to the 
of the 
been 


Price on ome iten 
Revere VN are line have not 
advanced 

€ 
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Cach in on 


DAZEY’S NO. 24 DISPENSING DISPLAY 


Capitalize on today’s serve- 

yourself trend. Put the 

merchandise right in the 
customer's hands—your 

customers demonstrate it while 
they are in the buying mood. 

Use Dazey's new No. 24 Dis- 
pensing Display Unit. Besides 
serving your customer and you, 

and speeding turnover, it saves 

on counter space. Yet the new | 
Dazey No. 24 Dispensing 

Display costs nothing extra 

It comes with the merchandise 
described below—four of the fastest 
selling can openers priced for every 
budget. Ask your distributor today 
for this latest sales aid featuring 
consumer-accepted, nationally- 


advertised Dazey can openers. 


This sales making © &—No. 32 Budgit Can Openers each retailing tor $1.49 


display unitissup- ® 6—No. 33 New Junior Magnetic Can Openers each retailing Consistently 


for $1.95 
plied free withthe =, ¢_ ius 61 Senior Con Openers each retailing for $2.69 Nationally 


following mer- — » & Wo 80 DeLuxe Can Openers each retailing for $3.49 Advertised 
chandise Total retail value of merchandise $57.72 in 


Be sure , more than 


DAZEY ’ 


magazines. 
DAZEY CORPORATION... ST. LOUIS 7, MO. 


+ MacaTime 
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When you buy seine twine, remember... enenansaaan teres 





IT’S NOT WHAT YOU PAY 
IT’S WHAT YOU GET 
FOR WHAT YOU PAY... 


. and Gold Medal Quality Seine Twine gives 


you more for your money. Starting lopmer 
il te 


with the bale of cotton, Gold ty eee siete 
vith McGowin-Lyor Builder 


Medal is production-controlled a tie 
Ve cal and ha i istal 


r of the depart 


every step of the w ay. 


+ 
From an economy point of 


Fee Named President of 
; i - rd 
doesn't cost you—it pays you Montgomery Crawfo 
AT A RECENT meeting of the 
f directors of Montgomery 


with long service and r -- oar 
& Crawfor ‘ompany, It hard- 


view, this durable seine twine 


partanburg, 
the followin ol 


pre dent. Ola 


superior quality. 
muuth Carolina, | 

were elected 

., t vice president and 
controller, W. P Thoma ecretary 
Nolan H Penland, 

M. Walker 


or.* % ! dent, M 
Henry ’ 


Was @l 


and 


‘ 
aen 


of directo! 


Alse avaliable is our J 
NYLON FILAMENT SEINE TWINE, - The new 
which Is gaining in popularity til recently vi 


with fishermen everywhere. istant gener: 


Lawrencevil 
associated witl 
of General Moto Indian- 
Indiana from 1940 to 1945 


QUALITY SEINE TWINE = gag og sig recnlenge 
Masten-Wright 
ried out pecial 


THE LINEN THREAD CO., INC. 418 Grand Street, Paterson 1, N. J 


60 East 42nd St 105 Maplewood Avenup 
New York 17. N.Y Gloucester Mays y rit thi 
Lombarpl & Calvert/Sts., | 158 W. Hubbard St YAS SO tpg aa all 
Boltimee 3, Md / Chicago 10, Ill 

140 federal St 116 New Montgomery St., , r. Fes 
Boston 10, Mass Son Francisco 5, Cal C vf i 

4 > raw lore In 

the Hardw 


cember of tha yea 


vice president and |} 
ant general manage! 
Mr. Thomas, the 


pre ident and cont 
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PRESENTS THE 


ALL-STAR “i 


PROFIT LINE! | 











- Duro product is a star 

7) in the field of economy, operation 
n 

A and customer acceptance. Their low 

cost, dependability and trouble- 

free performance assure you of greater 

profits. When you sell the Duro ALL-STAR 

line you are selling quality products 

that are always abreast of the industry 


and leading in new developments 





Dealers everywhere for over 40 years 
have made more profits with the 


Duro ALI S1 AR line! 


the COMPLETE story 


With the Duro line you have everything 






your customer requires... shallow and deep 


well pumps tops in capacity and 
pressure Plus the new Duro Submercgibles, 
A a . latest addition to the Duro ALI STAR 
¥ line. The incomparable Duroflo 
1D L— Shallow Well System. Water Softeners 


Water Filters. Sump Pumps 
| 


write today for complete details 
on the Duro ALL-STAR dine 


THE DURO CO. 


DAYTON 1, OHIO 
building quality for over 30 years 
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DRAPER- MAYNARD offers 


the complete and profitable line of famous 





jEGot TENNIS RACKETS 


designed for every style of play 
priced to fit every purse 





Frank Parker Autograph 
Combining matchless eye ap 
peal, durability and quality, this 


ine reasingly opular rac ket i§ 
a f 
skillfully constructed to meet the 


=, exacting requirements of the ad 
4 vanced player 
. j MacGregor Pace-Maker 
Unbeatable value in its price 
field recommended for the 
a ‘ 
as occasional player who wants to 


> , improve the calibre of his game. 


, ie ' MacGregor Winton 
Fashioned especially for the 
’ fF youngster who wants a rugged, 
full-size racket, yet one that is 


light and fast. 





Your Draper-Maynard Wholesale Distributor is 
ready, now, to supply you with the full line of 
MacGregor Tennis Equipment for a more profit 
able season. Order now! ty 


ae 





Hares | ag Es 


THE DRAPER-MAYNARD CO., Cincinnati 32, Ohio 
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= = : 
FOOD 


Carrier 
Cover 


ALL 
rier-Cover combination keeps 
fresh for days; provides an easy way to 
carry pies, cakes, sandwiches, hot 
dishes and many other food items to 
parties, picnics, etc. Beautiful Hand 
Decorated Flowercraft Design and 
sparkling add beauty to any 
kitchen, ALL PURPOSE uses 
give this year appeal. 


PURPOSE Food Car 


pastries 


Pemsco's 


colors 
and its 


item around 


ol 


NE W ti Parpose 


COMBINATION 


esh and appet 
tray by itself t 
e and sandwiche 
ompact unit for 
ot of Id food t 
and picnie Any way 
t i the 
Pemsco Combination 
of the handiest and 


attractive 


you fir 


Pemscos NEW All-Purpose 


Vv ag-Rack 


Can be used 
in any room 
in the house 


The Pemsco Mag-Rack fits 
well into any room, Not too 
big for crowded bathrooms, 
yet is large enough to hold 
sufficient number of maga 
zines. The Pemsco Mag 
Rack is attractive and rich 
looking, will blend into any 
living room decorative 
scheme. Sturdily built, the 
Mag-Rack can stand heavy 
use of basement play rooms 
dens or outside patios. 


Each Item 
Retails for Only 


PEORIA METAL SPECIA 


‘Bi 


$9-95 


The Pemsco Mag-Rak will give you 
an item with volume sales and year- 
round appeal. Every family will want 
one or more. An inexpensive maga 
zine rack, expertly made from heavy 
gauge materials and velvet ebony 
finish with beautiful Hand Decorat- 
ed Flowercraft Design. 


Order Today 
From your Jobber 


2505 S$. Washington St 
PEORIA, ILLINOIS 


LTY COMPANY 
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Sep 
Prior 
ecretary and office 
manager of Poe Hardware and 
Supply Company and Poe Piping 
and He: ati Company of 
ille, South Carolina for 4! 

to that he ’ 


Montgomeryv & ‘rawford In 
tember 1952 as controller 


to that, he wa 


Green 
yeal 


accounting 


° 


A. H. Hoke Returns to 
John T. Everett & Co. 


AFTER 


tou! I 


completing |} econd 


Force, 


Henry Fitzhugh Joins 
Hardware Items, Inc. 


Y FITZHUGH, forme 


Hardware ‘or 


1953 





Stock and display Dicks-Pontius 


azing 
moa n 
- 


products for more sales 
and satisfied customers! 


New BLACK CAT Caulking Compound 
A very high quality black caulking com 


pound — perfect for all general caulking 
jobs! (Not a roof coating.) Black Cat guns 
very easily — flows in a smooth bead which 
adheres instantly to any dry surface. It can 
be completely covered with two coats of 
paint. Positively will not bleed through or 
burn the paint, sag, crack or pull away! 
Stands up excellently under all conditions 
of weather—all ranges of temperature! 
Comes in 1.10 gal. fiber cartridges and 
standard size containers. 

Famous D-P Glazing Compound 

Easier and better to use than conventional 
putty. Ideal for many home repair jobs 
besides glazing! Always ready to use—will 
not harden in can. Holds tight — seals per- 
manently! Packaged in 1 Ib. cans and up. 


Cash in on Summer repair jobs—display these high quality D-P 
products! Order from your jobber now! 


For 86 Years 


THE DICKS 


the quality leader 


PONTIUS COMPANY 


DAYTON, OHIO 


Alexandria, Va., Decatur, Ga., Dallas, Texas 
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FOUR-BURNER GAS RANGE 
WITH BUILT-IN ROOM HEATER 

















“me OO DOO wn 


= —___ 











@ A full-size range, with all the comforts and conven- 
iences demanded by the modern housewife . . . plus 
a built-in room heater that can be operated inde- 
pendently of the range itself—that's the big selling 
point of Vernois 59. 

Superbly styled, the Vernois 59 features a 40" top 
with popular divided burners, cooking controls safely 
located on the back panel, a large professional-type 
griddle and other important, 
wife-pleasing improvements. 

The Vernois 59 is only one ain 
of the long line of deluxe, 
but inexpensive, gas ranges 
that are making news in 


/3 ' y : a 
. <P wl 
4 


} 


—— 


»~ 
\ 
ay == 


I's 


4 


u 


kitchens everywhere. For any ae 
style of home, any size ; 
apartment, there is a Vernois 
range to make life easier 
and more enjoyable. 


A Complete Line of Kitchen Ranges 


MT. VERNON 


FURNACE & MANUFACTURING CO. 
Mt. Vernon, Ill. 





Nail Holding 
Hammers 


sii Maleliiliil tf 
Holds The Nail 
YOU ONLY DO THE DRIVING 


Sales Maker 


DEAL 


Send your order today 
for our new 1953 pack- 
age offer, the best buy 
in hammers we've ever 
made available. 


Hammers supplied in either bell or octa- 
gon face 


EXTRA — The New Cheney Nail Chort 
with each order 


CWEMEY “Uy yy 


New York, N.Y 


SANFORD BROTHERS 
Chattanooga, Tenn 





ale in St. Louis, Mo., ha 
come associated with Hardware 
Items. Inc 
entative with office at 
Woodson Road, St. Louis 14 a 
which is expand- 


ale force. cur- 


manufacture! 


The company 
lines and 
ravel. three salesmen who 
hard.gare wholesalers and 
ial supply houses in Mis 

ouri, Kansas, Kentucky, Tenne 

e, Alabama, Mississippi, Loui 

ana and the southern part 


and Illinoi 
* 


Indiana 


S & S Sales Co. Leases 
Warehouse in Dallas 


S & S SALEs Co., manufacture: 
representatives serving distribu- 
tor in Texas, Oklahoma and 
Louisiana and Arkansas has estab 
lished a warehouse in Dallas 
Texa 

Oscar M. and William N. Seale, 
owners, have announced that com- 
pany offices have been moved to 
the one-story building which is 
located at 2526 Oakland Ave 

Company owners believe that by 
carrying warehouse stocks of lead- 
hardware it wil] be 
ervice to 


ing builders 
possible to give faste: 
customers at a reduction in freight 
cost Customers will be notified 
of those items available from the 
Dallas warehouse 





INDUSTRY NEWS 





(Continued from page 34) 


of the new Denver plant to Rubet 
oid and Old American custome! 
according to the announcement 
will result in faster and bette: 
ervice, in addition to the benefit 
of localized transportation facili 


tie 


. 


Buch Reorganizes 
Executive Staff 


THE BucH Manufacturing Co. of 
Elizabethtown, Penn., manufactur- 
er of wheelbarrows, lawn spread- 
ers, etc., announces its reorganiza 
tion effective March 11. Jesse 
Lane was elected president, treas- 
urer and general manager of the 
company. W. W. Weaver, who has 


been associated with the organiza- 





PARENTS) 


Every Family is a of 


Customer for 
SouTH BEND Croquet! 


— and South Bend 
Has 12 Models For 
Every Family Need! 





The word Tremen- 
dous does not exap- 
gerate the appeal of 
South Bend Croquet. 
This famous game is 





a natural to satisfy 
the ever increasing 
interest in family 
recreation. The com- 
plete line of South 
Bend enables you to 
offer a croquet set 
to fit every family 
purse. 12 models are 
available, each in 
strikingly smart col- 
ors and all of qual- 
ity construction, 


SALES REPRESENTATIVES 
Fast—Julius Levenson, 7 East 17th Se, N.Y. 
South -Louis Williams & Co., 4ed National 

Bank Bldg., Nashville, Tenn 
Midwest—South Bend Toy Mfg... So. Bend, Ind 
Calf. & SU Anderson Sales Company, 

740 W. 10th Place, Los Angeles 15, Calif 
Denver & Pac. N.\ = Le © Scherrer, 2840 W, 
94rd Sc., Seattle 7, Wash 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


Croguet- 


AMERICA’S FAMILY GAME 
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25¢ adhesive line 


maximum mark-up 
triple-tested quality 
extra sales appeal 


Vp Top 
Prep 
HOUSEHOLD CEMENT 

Assures permanent bond to glass 
china, fabrics, plastic, wood 
leather mends a miition 
things Crystal-clear, water 
proof, flexible 


No. 1201—‘DEMONSTRATOR 
DISPLAY. Holds 12 tubes, 6 each 
side. Actual sample materials 
sealed to display 


et ®t ae~g | 

44054 «2 =4 

<cmq «cag 
No. 1202- 


SELF-SERVICE DISPLAY CARTON 
Holds 12 tubes, each in 





Send for free samples, 


price lists today. 
TIP-TOP PRODUCTS CO. 
Omaha 2, Nebraska 


Performance tested by 
U.S. Testing Labs, by 
Tip-Top Quality Control 
Lab, by millions of 
pleased users. Tip-Top 
25¢ adhesives sell fast 
because they are tops in 
eye-appeal and value — 
they bring fast repeat 
sales because they're 
tops in quality. In color- 
ful tubes, on compact 
displays that tell and sell 
for you — in fewest coun- 
ter inches! 


LIQUID SOLDER 

The first in the field 

and still first in sales! Re 

pairs leaks in plumbing, radi 
ators, tanks. Makes speedy, 
powerful bond to metals, wood, 
glass, tile, almost everything 
Waterproof, gasoline-proof, 
quick-drying. No heat necessary 


~- me = 


No. 1200 DEMONSTRATOR 
DISPLAY. Holds 12 tubes, 6 each 
side, with actual sample mate 
rials sealed on top 
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another 
NATIONAL LOCK 


Inst 
the new GihoctaPak 


screw assortment no. 24 


for fast, profitable wood screw sales 
“PAK" has acetate slide cover 

Screws always in full view 

Attractive, eye-appealing display 


More customer convenience 


A Complete Wood Screw 
Department Using Only 
/5$xI2 Inches of Counter Space 


e SSA. 
Pak: 


order from your jobber 
..- open stock when desired 


Compact, Metal ‘‘Select-a-Pak”’ Dispenser 
This sturdy metal dispenser included with 
No. 24 screw assortment at no additional 
cost (you pay only for the merchandise) 


Everything ready for prompt delivery 


distinctive hardware... all from ] source 


| NATIONAL LOCK COMPANY 
\ Rockford, Illinois 
See Merchant Sales Division 





TO 
ow 1S THE TIME 
BUY 7-1) 


Unless you buy your gas heaters 
NOW you will miss a lot of prof- 
itable business this falll Every 
fall we are swamped with or- 
ders we cannot possibly fill. 
We lose business and so do 
you, when you do not order 
early enough to have them 
in stock when the big season 
comes around.—ORDER NOW! 











A complete range of sizes and 
styles from one reliable source 


... SAVES FREIGHT, TOO! 


VENTED CIRCULATORS 


20, 30, 35, 40, 50, 60 and 75 thousand 
BTU. 40 and 60 thousand BIU models 


with radiants 


UNVENTED, COOL CABINET 
20 and 40 thousand BTU. 


UNVENTED CIRCULATORS 
15, 24, 30 thousand BTU. 20 and 28 
thousand BTU with radiants. 


GAS LOGS 
20-inch and 24-inch. 


VENTED WALL HEATERS 
25,000 BTU single. 50,000 BTU dual. 


UNVENTED WALL INSERTS 
8 and 12 thousand BTU. 


COMPLETE LINE 
OF CLAY BACK WALL HEATERS Ar 
aa 


= 
THE COMPLETE ROYAL LINE 
HAS AN OUTSTANDING RECORD FOR LONG 
LIFE AND TROUBLEFREE OPERATION. 


Folder on request — WRITE now! 


CHATTANOOGA IMPLEMENT 
AND MANUFACTURING CO. 


CHATTANOOGA 6, TENNESSEE 


PERMANENT DISPLAY 1119-A 
Merchandise Mart, Chicago 54, Ill 





tion for several years, was elected 
vice pre 
who previously handled sales for 
the company, becomes vice presi- 
dent and sales manager. E. C 
Dysinger of Lancaster was named 
ecretary, while J. R. Cunningham 
was elected assistant treasurer 


dent. and George Achorn, 


o 


Central States Hardware 
Club Elects Officers 


THE CENTRAL States Hardware 
Club held its annual dinner recent- 
ly in Chicago, with approximately 
800 in attendance from all parts of 
the country. Officers and directors 
elected by the group include 


Dwight L. Myers 


Dwight L. Myers, Swan Rubber 
Co., president; James Perry, P&C 
Tool Co., vice president; Ben Leve, 
Carborundum Co., secretary; 
James H. Billings, retired, treasur- 
el 

Directors: Clarence M, Gilchrist 
of American Steel & Wire Co., 
Frank M. Hagerty of Van Cleef 
Bros., and Sim Straus, Arvey Corp 


a 


OTC Opens Southern 
Warehouse Service 


THE OWATONNA Tool Co., Owa- 
tonna, Minn., has inaugurated 
warehouse service from Atlanta, 
Georgia. The new warehouse ad- 
dress is Owatonna Tool Co., c/o 
Factory Warehouse Service, 76 
Fourth St., N.W., Atlanta 

A complete stock of OTC hand 
tools and pullers, including the 
Power-Twin hydraulic puller sys- 
tem, is available to all OTC dis- 
tributors in the South. Orders will 
be shipped promptly from. this 
stock, and it is anticipated that 24- 





Mew 


MORE PROFITS .. . 
. . « MORE CUSTOMERS 
Stock all these Wollrite designs 


Write for FREE 
Advertising Material 


My 
\ 1 W Ay su 1.0080 pap ER 


FLEMING & SOKS, Inc. 
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theres PROFIT ca 





For all year ‘round sales, be sure your 
shelves are well stocked with this 
assortment of hardware items by Griffin. 
These are but a few of the items in the 

big Griffin line . . . all designed for fast 
turnover and additional profit. Check your 
stock today—then order from Griffin ... 
manufacturer of quality products since 1899. 


Order from your jobber today. 


REPRESENTATIVES 





Geonce A GREGG WALTER S JOHNSON & SONS i G. FULLER, Je 
7) yor g Avenue 917 S C eo. Avenve 1018 Meadow Heights C 
oo 12 Michig Ar ' eorga Jockson 6. M t 
err & EDDY INC EW FARRAR HARVEY D RUSH & SONS 

4 Street 4607 ‘ ve 4 Nit Portway 
Bost Massachusetts i s 5. Texos x ty. 
WileuR WH DAVIS H Cc GLOVER 
v 6 ‘ id 


Avenue i] a tet 


CHARLES L LEWIS 
Chicago 26 now San Fro 3 Colt sitimore 16, 4 


‘ 


® F BEVERS ye c meee & CO 
ft 60th Street 4 » Ave © 


ROY L ROGERS 
14) 
ste dee Oa Denver 6, 


feild Street 


THE B S$ ALDER COMPANY 
45 w . treet 


New 


\\ ip 


Every 


—GRIFFIN- 


Aan ufacturing CG ompan Y 


ERIE © PENNSYLVANIA 
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Old Hi Says 


"Did you 
ever hear 


the', story about this 


traveling salesman?” 


Your H-I man is not just another 
salesman. He's a businessman 
dealing directly with another 


businessma:.— you——for mutual profit 


You can rely on him to provide you with sound 
advice, based on his wide experience, in selecting 
and selling fishing tackle that's right for your 


store and area. 


He'll show you why you'll be money ahead when 
you feature and sell H-l—America’s largest, fastest 
selling line of fishing tackle (29,000 items for 


every fisherman and every kind of fishing.) 


Again in 1953, the industry's most telling and 
selling advertising is being done by H-l. Let your 


H-| man show you how you can tie in--and cash 


in! See him now-——or write us direct for his name. 


<Z 


Manufacturers of the Largest Line of Fishing Tackle in the World 





here’s why 
it pays 
to stock 


STAR 


blades... 


Stock STAR Blades and 
you're stocking a line 
sold only through rec- 
ognized Distributors. 


Stock STAR and you're 
stocking a line which 
is nationally adver- 
tised, year after year. 


Stock STAR and you're 
stocking a line with 
proved, established 
quality. 


Yes, when you sell STAR Blades, you're 
selling the line that's profitable, the line 
that makes repeat sales easy because 
STAR Blades cut right. & 1829 


,LEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hock 
Saw Blades, Frames, Metul Cutting Band 
Saw Blades and Clemson Lown Machines. 





be available to 
150 miles of At 


Fishing Tackle Show 
Expects Record Crowd 


THE National Fishing Tackle 
Show, to be held August 9-14 at 
the Conrad Hilton Hotel in Chica- 
all previo 


records in attendance and exhil 


po} ‘ xpected to pa 


tion 
Bolstered by eastern exhibitor 

the show will present the most 
widely assorted collection of fish 
ing modernisMs and minutiae eve! 
di played at a imilar how uc 
cording to Frank Hogan, president 
of American Show 
managing the event Next veal! 


Inc., which 


plans are expected to far surpa 
the 1953 event 


almost twice as large a 


which already 
the In 
augural in 1952 

Full service for exhibitors will 
again be a highlight at the show 
repeating the cooperative service 
unit that was installed last year. A 
total of 45,000 square feet of space 


will be placed in use 


* 


Lynch Receives Award for 
Personal Accomplishments 


ROBERT S. Lynch, president 
Atlantre Steel Co Atlanta 
was honored at the recent ann 
meeti of the Kiski Valley F1 
prises and the Vandergrift Cham 
ber of Commerce Vanderegrift 
Penn with the Kiski Valle 
nual award in recognition of 
onal accomplishments and cor 
butions to the American steel] 
dustr 

More than 500 busine and 
dustrial men from all parts of the 
Kiski Valley attended the annual 
Industrial Appreciation dinner at 
which Mr. Ly 
affair also marked the launchi 
of the Kiski Valley Enterprise 
Ine 

Born in Vandergrift, Mr. Lynch 
began work as a laborer in 1920 11 
the open hearth of the Vandergrift 
plant of Carnegie-Illinoi Stee! 
Corp Advancement followed and 
in 1944 he moved to Georgia to be 
come general superintendent of the 
Atlantic Steel Co. In 1946 he wa 
elected vice president in charge of 


operations and in 1947 was elected 


nch was honored. The 


president, the position he now 


holds 





. AK mx - 
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Be profit wise—sell Keystone Insect 
Wire Screening and build lasting satisfac- 
tion and goodwill among your custom- 
ers’ You'll find it’s easy to sell Keystone 
Wire Screening in today's big market 
for new and replacement work. Keystone 
quality is carefully controlled by modern 
manufacturing methods. This results in 
outstanding stre neath, dur ibility ind cyve- 
appe al... to boost your sales! Aluminum, 
Bronze and Galvanized Insect Wire 
Screening available in all standard widths 
and meets I S. Department of Com- 


merce Commercial Standard 1348-49, 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. Fostoria, Ohio 
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YOURS IN FIVE SIZES 
@ — FROM 20¢ TO 40¢ 





FISH FLOAT FOR CASTING OR 
JUST PRESS "N TURN STILL FISHING 


@ BRILLIANT RED AND WHITE 


@ BRASS CAP FOR CASTING 
OR STILL-FISHING 


@ UGHT WEIGHT 


@ HARD PLASTIC 


FRABILL | MFG. CO. 2i8.%.us! 

















FLEXIBLE 
METAL 
POPPET 


PATENTED, FLEXIBLE Mo 
Metal Poppet cannot leak. Sensitiv 
in operation. For cold or 
water or steam. 200 lbs. pressure 
One-piece brass shell. Seven sizes 
Ask for Bulletin 204. 


order trom 


your jobber 
+> 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 
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These Big Circulation Magazines... 

















Open 35,000,000 Doors to 
ADJUSTO-SEAL SALES FOR YOU! 


ADIJUSTO-SEAL @s the world's best weatherstrip 

whether it's with metal for door bottom use; or with 
plastic, for around doors and windows. Wool Pik 
fabric is self-adjusting to uneven surtaces. It forms a 
snug, dratt-tight seal, yet slides smooth and friction 
tree over any surface ...even rugs and carpets. Won't 
treeze shut in cold, damp weather. Won't swell and 


stick when wet. Wall not form a set 


CLENCH YOUR FIST...YOU'LL CLINCH THE SALE! 





ADJUSTO-SEAL 


ADJIUSTO-SEAL 








Get full detoils on this sure-to-sell product from your jobber, or write 
SCHLEGEL mrc CO., Dept. SH, Rochester, N.Y. + Oakville 


Since 18685 


Ontario, Canada 

















Fishing Vest, Creels 


Red Head Brand Co 
production of a new Lucky & fishing 
vest and three new canvas creels. The 
Lucky 7 vest is made of pine green 
water-repellent poplin, and feature 
zipper front, two large tackle pocket 
with flaps, breast pocket, zippered 
rear pocket opening, built-in rod 
holder and woolskin hook patch and 
landing net “D”" ring on back 


announce 


The three canvas creels include 
Red Head Brookie, Rainbow, Chi- 
nook, retailing for $2.00, $3.25, and 
$5.00 respectively. The Lucky 7 vest 
retails for $5.95 


Red Head Brand Co. 
4300 West Belmont Ave. 
Chicago 41, Il. 


* 


New Victor Decoys 


A new Victor decoy is announced 
by the Animal Trap Co. of America 
Known as the Victor-Majestic Stand- 
ard model, the decoy incorporates 
new design features recommended by 
experienced duck hunters. It is life- 
size, molded of Tenite plastic, and 
finished in non-glare colors. Its head 
is removable and can be adjusted to 
suit the hunter. Internal weighting 
makes it self-righting, so that it rides 
smoothly even in rough water. 

Four places are provided for at- 


taching an anchor line, so that 
Various 


decoy can be arranged in 


positions in the water 


group appear more life-like. The new 
decoy is available in six species 
lard, black duck, pintail, blue 


canvasback, and red head 


Majestic Standard decoys will 


at $27.00 to $29.00 a dozen 

The Victor-Majestic 
coy will continue to be 
the manufacturer 


Animal Trap Co. of America 


Lititz, Penn. 


o 


Oversize 
offered 


Little Giant Grass Hooks 


The Little Giant No. 6 Nowatoco 
gra hook now features a blade 
which is made of cutlery steel hard- 
ened and tempered, and offset to pro- 
tect the knuckle It is ground sharp, 
beveled and highly polished. The 
shank is painted red and the hard- 
wood handle, which is shaped to fit 
the hand, is black lacquered with 
gold branding. It retails for $1 


the 


making the 


North Wayne Tool Co. 


po Oakland 2, Maine 


Vic tor- 
retail . 


ae- 


by New Floor Circulator 


Modern styling is emphasized in a 
new Berns Air King floor circulator, 
designed to meet the demand for 
functional styling and finished in 


mahogany. This unit is available only 


Snap Assortment Display 


An assortment of Anchor 
snaps, 


play box, has been announced 
North & Judd Mfg. Co. The ; 
ment consists of two dozen each, 
inch, No. 5037 and 437 spring 
‘s inch, No. 231 


Also, one dozen each, 


Brand 
packed in a retail counter dis- 


by 


sort- 


*s 


naps 


and 5, inch, No, 225 bolt snaps. These 


snaps have been selected for 
around home and 


versatility 


North & Judd Mfg. Co. 
New Britain, Conn. 


their 
farm 


in a 12-inch model, with three speeds 
The four legs are rubber tipped. Rated 
3200 CFM, the unit i 
for $29.95 


priced to sell 


Berns Mfg, Corp. 
3050 N. Rockwell St. 
Chicago 18, Il. 


° 


Ranch Craft Hardware 


The Stanley Works now is market- 
ing a new style in cabinet hardware 
Ranch Craft hardware for ranch 
homes. Ranch Craft was designed to 
fit a basic trend towards ranch house 
architecture, it was pointed out, and 
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Doesn't 


Customers swarm thick as flies around a 
Root-Lowell display. You get the 


profits, flies get the business when 
you sell the Root-Lowell line of 
sprayers and dusters. There’s a Root 
duster, a Lowell sprayer for any need 


— farm, garden, home. 


=o OWELL 


ROOT-LOWELL CORPORATION @ 445 N. Lake Shore Drive, Chicago, Ilinolv 





ARE SALES PROBLEMS HANGING 
YOUR PRODUCT? 


’ 
| 

Many small Housewares Items having 

great potential merit are unable to prove 

themselves due to distribution, sales and 

manutacturing problems. With the right 

tie-up the product could possibly be a 

; huge success 

4 





La A Large Nationally known Housewares 
WANTED Manufacturer wishes to buy or consol 
date additional Housewares Items into 
PREDOMINATE his already 
HOUSEWARES 
ITEMS 

For Manufacture 
or Incorporation 


successful Nationally dis 
tributed line. Your products of merit 
may really “Go Places pushed by our 
Sales Organization and Advertising Pro- 
gram through our National Distributive 











inte ovr Present set up 
Outstanding Line 
Contact us stating the nature of sr product 
or products and gwing full description of your 


cturing facilities Tools, Dies, Ete 
Past Sales and Sales Potential 


manufa 


| } 

Wd \\ 
(if Wy tn, bbe the Whe 
P.O. Box 15, Madison Square Station - New York City 
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N 
S LEADERS 


ATLAS wicks are pre- 
ferred by more deal- 
ers in America than 
any other brand. They 
are the choice of cus- 
tomers everywhere be- 
cause of their superior 
quality and depend- 
able service. 


3 SND ES 


GLASWIK The leader in 
reputation and distribution. 
The original spun glass wick 
and the only wick that is free 


N of wire. Outlests several ordi 


N nary wicks. 

\. FLAMEMASTER = America’s 
\ leading asbestos wick. Woven 
N of wire reinforced high grade 


asbestos yarn. 


kk aid ee ee A 


SPECIAL FLORENCE SETS 
N Also for Aeroflame in both 
\. Glaswik and Flamemaster. 


N BESWIK A woven asbestos wick 


N that gives long dependable 

\. service. Economical in price but . 

N equal in quality to other wicks 4 
Attractive display cartons make 4 “ 
a favorable impression on cus ° ® ‘ 
tomers i 7 4 4 
TOP NOTCH Perfectly woven Athe : 
of highest quality cotton fitted — 
into a metal carrier. Fits Perfec 





tion, Miller, Nesco and other 
cook stoves and room heaters 


A good 


FASTHEAT Accordion fold” 
construction makes FASTHEAT a 
fits any stand 


repeater 


universal wick 
ard range burner. It is a fast 
seller and strong repeater 


WRITE FOR COMPLETE 
DESCRIPTIVE LITERATURE 


44474744444 44747///77 









FACLUSIVELY 


ASBESTOS 
COMPANY ke 


NORTH WALES 9, PA. 


31 YEARS OF PROGRESS IN ASBESTOS TEXTILES 
>>> > > SSS SS SSS SSS 
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ALEINS 


tHe Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857"" Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offers the mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


Write for your free copy 
of the Klein Pocket Tool 


Guide today! 


DISTRIBUTED 
THROUGH 
JOBBERS 


Foreign Distributor; 
International Stand- 
ard Electric Corp., 
New York 


com AG LF EN 


3200 BELMONT AVE, CHICAGO 18, ILL 





the line features hardware to suit all 

cabinet requirements and at no extra 
yst er ordinary ornamental hard 

ire 

Made of wrought steel 


and nardened by ct 


toughened 
Rar clr 


antique brass 


Id rolling 
Craft i finished in 
complement either 
or painted surface 
horseshoe and stray 
troduce the new line. 
available a display (no 
a part of a cabinet hard 
ine Ne 0A) Viatching 
full size door Will be a 
on. Descriptive 


obtained 


literature 
through regular 
or the manufacturer 


The Stanley Works 
New Britain, Conn. 


* 


Aluminum Lemon Squeezer 


Belvidere Aluminum 
Rockford, III. 


+ 


Adjustable Weed Cutter 


The Nort} 
nounce 
able wee ter tor cutting t 
bushe Easily 
justable in length and cutting angl 
to fit the u s preference and need 
the cutter is 42 


weed ar 


inches in overall 





ALUMINUM or BRASS 


THRESHOLD 


ALL POPULAR 
STYLES 


SADDLE 
AND 
INTERLOCKING 
TYPES IN STOCK 
SIZES AND SPECIAL 
CUT LENGTHS 
PACKAGED 
and POLISHED 


Decorite, Inc., 2116 Peachtree Rd., Atlanta, Ga 
2915 San Jacinto St., Dallas, Texas 

















The North Wayne Tool Co. 
Oakland, Maine 
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SELL THE st@ 
You’D BUY YQ 


All chain, 45 inches 

long, strong welded link, 

cadmium plated . . . 8 fixed safety 

snaps, center swivel for rotary action. A fisher- 
man’s favorite everywhere! 





LFRABILL MFG. CO. iiiveice'S Wis 











Now neues Eig Photit 


for you in 


1953 DISPLAY OFFER 
Dated April |, 1953 
f= Thru August 1953 
e COST DEALER SELLS FOR 


$2.00 $3.00 6 gills 
$2.27 $3.40 41/2 pts 
$2.00 $3.00 2 pints 
FREE $1.00 2 gills free 


4 $6.27 ; $10.40 
oS Sells for $10.40 


MAKING | Cost to Dealer $ 6.27 
caus DEALER'S PROFIT $ 4.13 
ger Plus Beautiful 4-Color Counter Display Card 
SUGGESTED INITIAL ORDER: 
25 cartons 
WEIGHT PER CARTON OR PER 
DISPLAY OFFER: 10 Ibs. 


Hop on the band wagon today 
be sure to stock at least two com 
plete display offers at once becaus« 
Rogers national consumer adver 
tising will help you sell more 
Rogers Glue. 





-_- 
porublan 
Scie NCE 


the beat LIQUID FISH GLUE 
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WHAT'S BOOSTING 


7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

9. STRONG NATIONAL ADVERTISING 


Four 1 rofit-packed re ison why vou should stock 1 
BOKE KR Tree Brand Cutler immeditel ( 
urki up id retail pric that wor t ul 


PLUS National Advertisi: in the Saturday Eve 
Post, that brings them in aski for BOKER Tree B 


WHAT A COMBINATION FOR PROFITS! 


f 


7 EASY ~ 
PINKING SHEARS 
POULTRY SHEARS R vat } 


3-PIECE 
SCISSOR SET 
ving POCKET KNIVES 


The Saturday Evening 


POST 


Reco nized 
; espn SET me vo 4 Val ue 


Ask your jobber to show you the + 
BOKER TREE BRAND LINE 


Cotologs Avoileble on Request 


H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street New York 7, N. Y. 





sss eee SSS eeu ee 


ee ee ee Se 

§ DAZEY ADVERTISING consistently 
¢ appears in the following magazines— 
¢ American Home, Cosmopolitan, Good 
§ House keeping, Houschold, Ladies’ Home 
Ys Journal, McCall's, Parents’, Redbook 
g House Beautiful, Saturday Eve Post, 
¢@ Sunset, Family Circle Today's Woman 
§ Woman's Home Comp., Better Living, 
Woman's Day, Better Homes & Gardens, 
g Capper’s Farmer, Country Gentleman, 
¢ Farm Journal, Successful Farming. 
, 
, 
, 
, 
, 
‘ 
‘ 
‘ 
‘ 
‘ 
‘ 
, 
‘ 


Revolving Tool Display 


A new revolving display, featuring 
the Crescent CD] assortment of hand 
tools, 1 announced by Crescent Too] 
Co. The CD1 display unit is designed 
for u mn a counter or on a show 


bullt to accommodate 


Removable, portable 
take it anywhere 


the straight ‘ 
line to lower 
prices and ‘ 
bigger profits » 


DAZEY ° 
HOLD-VAC f/ 
CAN OPENER 


=> 
$495 $7.95 In colors 


‘The world-famous Dazey can opener 
designed for use on any non-porous 
surface —glazed tile, plate glass, stain- 
less steel, porcelain and ene meled met- 
als. No screws, nails or tools necessary 
At Hardware, Home Furnishings, and 
Department Stores 


If your dealer can't supply you—write us for 
literature and price list. 

four of seven different display 

sortment vhich are available. Tool 


Be 


is a 


Mm DALEY 


ST LOUIS 7. MO 


SABE SEESESESEESEEEEEEEE EE SS SS 


include wrenches, plier 3 punches, 
crewdrivers, hacksaws, tin nips 
! 


chisels nail pullers, sleeve wrenche 


wire griy ind seratch awl 


a ee NNN ee eee eee 


‘ 
‘ 
‘ 
, 
‘ 
‘ 
‘ 
‘ 
‘ 
, 
‘ 
‘ 
‘ 
, 
‘ 
‘ 
, 
‘ 
, 
, 
, 
, 
, 
, 
*. 


Crescent Tool Co. 
“‘best of all’’ Jamestown, N. Y. 


POWER TOOLS . 


Asa dealer of | New Sinkless Fly Line 


world-famous 


Mall power tools, The Rain-Beau Products Co S A L E S L E A D E R Ss 


you deal directly introduced a new fly line which, that attract 


with the factory cording to the company, cannot sink 
representative It is called Fly-Flote. The product Shop pers 
no middle-man. is merely a hollow tube, braided from 
RESULT: lower quality nylon fibres, with an ex- 
prices, bigger clusive oil-tempered finish that makes 
profits, and better 
service. What's 
more — Mall gives 
you the world’s 
most complete 
line of tools and 
accessories ,. 
the open door to 
profitable repeat 
business 








DRILLS 


Make your store “local head 
quarters for gift buying”! 
actory-Owned Service i: > : 
a Ce SS Every woman in your locality 


Warehouses, Coast to Coas ; we 
POLISHER SANDER to Give You Fast . ——— is constantly on the prowl for 


Dependable Ser ‘ p 

practical gifts for birthdays, 
showers, anniversaries, wed- 
dings, holidays, club favors. 


cts NOW! , 
Get More Fa : Could you imagine any gifts 


more ideal than _ beautiful 
Parrish bowls, wood novelties, 
etc.? Send for the new Par- 
Fly-Flote rish Catalog today and select 
sales leaders for display. 


r 
| MALL TOOL COMPANY 
17714 S. Chicago Ave., Chicago 19, illinois 


Send me complete details on how I can bx 
it completely waterproof 


line is packaged in a clear plasti 
box which may be used for carrying 


flies and leaders J. SHEPHERD PARRISH CO. 
205 W. Wacker Drive, Chicago 6, Ill. 


i come an authorized Mall Dealer 
1 Name 

! 

" Firm 


eee ES 


@ Address 
Hr.24 | Rain-Beau Products Co. 
Torrington, Conn. 
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POWER MODELS * HAND MODELS 
Bi, reliable merchandise 


Designed and built by experienced specialists, BUCKEYE Lawn Mowers provide all modern 
features combined with practical construction. That's why dealers find the BUCKEYE line 

to be consistently profitable year after year. Always reliable and efficient — 

always an excellent value that you can offer with confidence. 


LAWN 
M 
HAND LAWN mowers | Buckeye Power King OWERS 


Modern materials, tested design, attrac ' secs 1880 


eee Fine performance; tive appearance. Every feature, from the 
Yi modern moterials trouble-free positive clutch to the tread 
on the ruaqged tires, will be found 





You can't offer your cus sturdy, smooth work 
tomers better valves ng and dependable 
Five models, each with Ask for details on this 
many features, to fit MODEL 100. You'll 
every type of lawn find it a real king in 
core. Be sure to ask its class, with every 
for particulars thing a 20” power 
on the BUCKEYE mower should have 
Hand Mowers. PLEASE 
Information 7 . ADDRESS 
on request Dept. LM55 


MANUFACTURING COMPANY 
al SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 














caulking cartridges 


USE THEM BOTH WAYS! HOT BLAS 


1. Standard Hole- “Leaders in room 
a Heaters since 1894” 


Nozzle Guns 


“combination” C c) 1 E 
T 





2. With Snap-in 


orn ara for 2) ' Exclusive COLE **Tilt-A-Way” Cabinet 


for easy cleaning. 


At lost . . caulking A complete line of both single and 

compound cartridges to fit 

every type gun! So easy to use . . either way 

there's no after-cleaning required. CALBAR 

Caulk-O-Seal is non-hardening, non-staining and Glass lined (porcelain) 
meets all specifications! heating units. 


dual burner models. 


*Plastic Nozzle supplied with each 


cartridge at no additional cost Sold and serviced 


nationally thru 


SIMPLIFIES INVENTORY... senditenn Miles . 
ANSWERS ALL NEEDS! ero FOR Easy CLEANING 


Write today for complete details Patent No. 2,241 025 


CALBAR PAINT AND VARNISH CO. Write for catalog 
Monvfacturers of Technical Products COLE HOT BLAST MANUFACTURING co. 


SD PAP ER ee eee 





2 2612-26 N. Martha Street, Phila. 25, Penne. 


SOUTHERN HARDWARE for MAY, 1953 








133 


SELLINA 


ormane NO 


Man 


The No. 133 > 
“Yankee-Handyman" 
with quick-return spring 
equipped with ',” bit 


for driving screws 


4 The No. 233H 
“Yankee-Handyman" 

the complete tool 
With quick-return spring 
Transparent magazine 
handle. Supplied with 

and '4” bits. Three 
drill points: “ua”, 
and ‘u” for 


t~@ 
boring 
holes in wood. 


"YANKEE-HANDYMAN” | _ 
SPIRAL RATCHET 
SCREW DRIVERS 


One whirl of the fast 
spiral with the quick- 
return spring and your 
customers get the idea 
. and you get the sale. 
One tool that drills, 
countersinks, and drives 
and draws screws. 
That’s a spot-seller in 
any store, any day. 
Extra sales for you in 
the No. 330H Accessory 
Pak, as a companion to 
the No. 133H Screw 
Driver. Pak contains 
extra ,’,” bit for 
PRO smaller screws, 
SCREW DRIVERS 3 drill points 
for boring holes 
in wood, and 
a countersink. 


NEW USES FOR 


No. 330H Accessory 
Pak with bit, 3 
drill points and 


countersink, 


NORTH BROS. MFG. CO. 
215 West Lehigh Avenue 
Philadelphia 33, Pennsylvania 
Division of Stanley Tools 

STANLEY 








New Barn Yard Hardware 


The North & Judd Manufacturing 
Co. has announced a new line of Barn 
Yard Hardware, consisting of cattle 
leaders, bull staff snaps, Jaw 
er weat scrapers, horn weights and 
hoof pick The new line helps to 
round out a complete hardware stock 
for farm and ranch custome! it wa 
announced 
North & Judd Mfg. Co. 

New Britain, Conn. 


- 


New Soldering Tips 


The Otto Bernz Co. announce it 
new Bernz-O-Matic 
designed as a simple attachment to 
the Bernz-O-Matiec torch for use with 
the pencil burner unit only The 


soldering tips, 


tips come in two siz retail for $1.75 
ind $1.95 per up, and can be used 
oldering task ranging from 

heet metal work, it w 


mm propane 
features great 
use, adju 
ontained unit 
e in ike than 
used anywhere 


hop. The unit se 


sition and require ho 


©-Matic torch unit fea 
tant lighting, no pumping, 
iffords 
weather, 


2300 degrees and 
orch use in any 
zero rhe 


degrees below 


tank is detachable, di 


STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP* 

LINOLEUM PASTE 

More spread per 

gallon (20 yards or 

more) . . . smooth- 

er body... easy to 

spread ... no dis- ; 
agreeable odor . .. no presetting neces- 
sary ...never gummy or tacky. 


LINOLEUM TROWEL 
Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 


Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST $T. LOUIS 6. MO 








r-O-Matic appliance 


The Otto Bernz Co. 
Rochester, N. Y. 


+ 


Reel Service Manual 
new and complete 
manual prepared by t 
Manufacturing Cc 
available ret 0 
dealers in all parts o 


another ep in 


For easy reference, the manual’s in 
terchangeable-parts list is divided in- 


to three sections, covering fly reels, 
level-wind baiteasting reels, and salt 
Each sec- 
preceded by an illustration 
included in reels of that 
on. The list covers all cur- 


models of Ocean City reels, in 


er and big game reel 


lition to others formerly manufac- 
tured Dy the company 

The manual contains explicit direc- 
tions on how to use the parts list 
For the convenience of individual 
fishermen the manufacturer also 


includes with every reel leaving the 
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Sell Summer Comfort 


'a'4i ade): | mae). me Vise) joke meh. hfe). | mie tm tli ae) 
30” - 
|= OR .)\ - 


KITS 


TO RETAIL FOR 
No LOW AS 


me ad 


Easi-Bild Fall Scze Pattows 


Your customers SAVE up to 75 Y Extra 
profits ALL Slt — MER LONG ‘PL s “ES sere sales of 
net’ It's a brand new idea that is swe 


country they’ re easy to build-—easy to install. Ne 
or skill necessary’ Sell churches tores —apar tments—homeowners 
All orders shipped same ceived on a satisfactior 


back guarantee 
KITS CONTAIN: 
aluminu ran pider M 





and lumber f{« 


day re 


Phe ® | ORDER SAMPLE KIT, 511.50 
m © 1] — | Or, write for complete information and 
_ ca | Quantity price list, today! 


\ 


Exclusive territories available for Factory Representatives 





Ted Henson says 
You Can Always Rely on 


CAPE COD LINEN 
For Big Game Fishing 


Made in Ire 
extremely high poli 


land with finest Irish Flax. Famous for 
sh and great strength. Used by 
big game salt water fishermen and quides every 
Ted Henson & Associates 
r direct to 


where. For catalog write 


Chattanox 


CAPE COD LINE COMPANY 


East Hampton, Connecticut 


34 Tenn 











FAN KIT CO. © Box 5842 « MEMPHIS, TENN. 





HEXAGONAL 
NETTING .. 


high standard of 
the industry 

evenly woven. . 
perfectly straight 
selvage . . heavily 
galvanized with 
gleaming finish. 
This popular prod- 
uct is readily iden- 
tified by the fa- 
mous colorful 
rooster label. 


CF WRIGHT 2s 


WORCESTER « MASS. 


D. C. HORNIBROOK LAWRENCE J. BALDWIN & SON 
E. L. HORNIBROOK 306 Corondelet Bidg. 
Box 176, Avondale Estates, Go. New Orleans 12, Lo 


























TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, ald Ml ll 


World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 

“anutacturers of World 


Famous Parker Line Tools 


PARKER MFG. CO. 











i eee en ek 
































Insist on 
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factory an illustrated folder giving 
detailed instructions on the operation 
and care of the reel, as well as an 
exploded-view picture and a parts 
list. 

Ocean City offers prompt service on 
parts and reel normally on a 48- 
hour basis, in its enlarged and fully 
equipped service department. Main- 
tenance work is performed under the 
direction of Paul B. Richter, service 


manager 


Ocean City Mfg. Co. 
Philadelphia, Penn. 


* 


New Loc-Blok Screwdriver 


Resistance to torque and penetrat- 
ing force has been increased in Hold- 
E-Zee screwdrivers, manufactured by 
Upson Bros. Inc. The new blade- 
locking method features a precision- 
molded hexagonal block of tough, 
harder plastic which drive-fits with 


tightly and become an integral part 
of the screwdriver handle itself 


Upson Bros. Inc. 
Rochester 14, N. Y. 


* 


Casting Line Measurer 


Stop Lite, the new Rain-Beau spin- 
ning and bait casting line, is made 
with an automatic, built-in line meas- 
urer. It tells how much line is out 
how much remain because it 
changes color every 33 yards, from 
green to tan to red. Braided of an 
entirely new type of solid, larger ny- 
lon monofilament, Stop Lite is vir- 
tually kink and twist proof, make 
casting and retrieving easier. It is 

close tolerance into a hexagonal aid to put yards of extra line on 
cavity in the transparent insulating the reel, is permanently stretch-con- 
randl The Lok-Blok also con trolled, rot- and wear-resistant, and 
tains a hexagonal cavity into which never requires drying or rinsing 
the screwdriver blade drive-fits with 

the same close tolerance. When a Rain-Beau Products Co. 
sembled, blade and Lock-Blok freeze Torrington, Conn. 








CARPENTER SQUARES TROWELS, FLOATS, CEMENT TOOLS, DARBIES, HAWKS 


AMERI 
CRA 


ca’s FIRST FOR THE TRADE 
with FOR THE FARMER 


FISMEN FOR THE HOUSEHOLDER 


FOR EVERY USE 


Nea 
4 Obs NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA 








MARSHALLTOWN TROWEL 


COMPANY « MARSHALLTOWN, IOWA 








Contains Mutton Tallow 
Stop V-Belt Squeoking, Slipping LIQUID 





terproofs, pre 
serves leather, 
boots, shoes, sad 
dies, luggage 
Liquid Saddle 


GOPTENS on PRES OVES 
“ewe 

















Neatsiene Harness Oil 
Mfgd. by NEATSLENE CO. 
Omohe 8, Nebr., Roy W. ‘'Shep'’ Shepard 


built on a program of service to readers that covers 
Cutting Window Display, Counter Display, Store Modernization, 
Oil Customer Relations, Sales Promotion and Advertising, 
Inventory Control, Employee Relations, Service Depart- 
ments, breait Control, Accounting Procedures, Associa- 


Pure homogenized Sulphurized and Prime Lerd 
tion Activities. 
Neatsfoot Oil. Wa Homogenized Plus, local news about friendly people and their activities in the 


NEATSLENE CO Aaknet Shampoo Waterproofing for canvas 
oer Animal Hair- awnings, tents, tarps, brick SOUTHERN HARDWARE 


dressing cement, stone, wood. 


ware YOUR PERSONAL NEEDS... 


, for information about the hardware business are met every 
month in the year in the pages of SOUTHERN HARDWARE 

For more than 34 years SOUTHERN HARDWARE has been @ quide 
BELT DRESSING and friend to hardware men ‘down South’. The magazine has been 


Southern hardware trade @ feature that no other magazine has 
"at developed so fully. Each of these subjects is given special attention 
anva- in its relation to the special needs and problems of Southern hard- 
) ware men 
a shi . If you are not already a subscriber, send In your $1.00 today for 
tte aa 
a yearly subscription or $2.00 for three years 


Dist’d by white, bde 806 Peachtree St., N.E. Atlanta 5, Georgia 
mill supply, drug and 
seddlery bomses 


























XDINAL creosote wore PATS BI 


ORDER FROM “FLO On Py 


ORGILL BROS. & CO 
MOORE-HANDLEY HOW. CO 
CLARK HOW., CO 


OOTH AS SILK... WATER JUST CAN'T SO IN!” — orver rrom 


q ; RILEY HDW. DO., 
a fit CZp O’NEILL-McNAMARA HOW. CO.. 
. STRATTON-BALDWIN CO. INC 

6 Mo. 


1445 N. 6th St. + $t. Lovis : 
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Section of SOUTHERN HARDWARE ~~” 


TA FREE om 
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CASET..-vear Arter var 
‘Americas favorite 
Six-Foo 


Seed Saving Combin 


/ 


We 


ae sos 


RMA Wet Boo mye 
a) ae os. ; we 


. > Seuss «Sur < 
te, wg eee ¥ tee 
a S5$ Neus 4 


Heading the procession in its size-class . . . year in, year out . . . the Case 
6-foot Model “A” puts Case dealers in first position for the big bracket of 


the combine business. Where seed-growing is a serious business or a substantial 


side-line . . . where grains grow straight, rank, or go down . . . the Model “A” 
holds first place in the respect of farmers, top place in unit sales. Men with 
a lot of combine experience call it “the combine that’s built like a thresher.”’ 
Seed buyers favor the Model “A” because it puts out cleaner seed with mini- 
mum crackage. Custom operators boast of the extra acreage it harvests. All 
classes of owners appreciate its ability to cope with green weeds and get extra 
grain out of tough straw. Besides its own sales volume, the ‘A’ Combine 
brings Case dealers new customers for tractors, implements, other machines. 


J. I. Case Co., Racine, Wis. 


SOUTHERN FARM EQUIPMENT Section for MAY, 1953 








From bookkeeper to mechanics, all 
21 employees of this company share 
in the profits of this firm through 
incentive arrangements. As a re- 
sult, employees have assumed a great- 
er interest and responsibility 





Efficiency up, operating cost down— 


Incentive Plans Pay Off! 


“FFICIENCY of operation is no These ir 
ets problem for Howard No: tituted te 
ris, owner of the Mid-Tex Equip can safely be call 
ment Co. in Temple, Texas, for all the farm equipment f 
company employee from book Induce employee to 
keepers to mechani share in the greater interest ar 
protits of this business. There is no bility 
one all-inclusive incentive plan In the case of Norri 
Instead, there are a number of in that it was impossible for him to 
centive arrangements adapted to closely check the performances of 
the particular requirements of in- every individual in his employ. To 


ire their read acceptance I 


dividual] jobs a 


In the picture above, Howard Norris, owner, checks over the day's re- 
ceipts with employee, Linwood Meissner. Company building, below, hos 
impressive display facilities, adequate parking area for its customers 
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Robert Laten, in truck, helps load 

refrigerator which he will de- 

liver to customer while out can- 

vassing territory. Effective out- 

side selling enabled firm to place 

second in factory sponsored 
sales contest 


By Ross L. Holman 


MAJOR APPLIANCES 


provide that extra source of profit 


ip E REA lines began shatter- 
Jing the darkne of America 

countryside million of farm 
home have become — lucrative 
prospects for electrical appliance 

And because farm equipment deal 
ers already are in contact with 
farmers through sales of machin 
ery and equipment, they are a 
natural outlet for sales of appli 
ances to the farm trade 


At le 
the Wh 
Tenn 


er ot 


rt | 


allt 


Unlil 
Lume 


heard 


i// 4 


HA 


ast that 1 


ee, and FI 
if Du rie 


the worth 


the conviction ot! 


ite Implement Co., Pulaski 


ovd White, own 
has more than 
of hi ale ef 


mg this line 


ce many other dealers last 


he ap 


parently neve! 


oO the drought that wa 


troy 


A 
RVESTER 





throughout hi 


Ing 


Tri-Matic 


oerrosTine 


INTERNATION 


L all 
« 


SOUTHERN FARM 





power. For with only one field 
alesman, his firm sold 90 refrig 
erators and home freeze! in 75 
days and won a prize for havir 
the second best sales reco! in the 
manufacturer nti al d 
trict an area le two 
thirds of the tate 

The prize in this case was an 8 
day trip to Bermuda, expenst 
paid, for Mr. White and his wife 
and a fishing trip to Gulf 
Coast for the outside ‘ man, 
Robert Laten 

This 75-day sale achievement 
was in addition to sales of approxi 
mately 50 new tractors, many used 
ones, a sizable number of imple 
ment and the sale of enough 
ervice work to keep four mechan 
ics and parts man busy. Other 
dealers, like White, have learned 
that appliances and farm equip- 
ment for the same farm and farm 
er are natural tie-ins. One aids the 
ale of the other 

(Continued on page 128) 


Floyd White. owner, shows farm 

wife products in the appliance 

display room. Impressive display 

also helped the company to sell 

90 refrigerators and home freez- 
ers in a 75-day period 
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A report to you about men and machines that help maintain International Harvester leadership 


from peddler wagon 


to “Prove to Yourself” 


Neighborly, on-farm sales, service and demonstrations are a 
55-year tradition at Snyder's Implement Store, Kittanning, Pa. 


Modern demonstration and sales techniques have rc 
placed the farm-to-farm visits of Grandtather Snvder and 
his peddler wagon 55 years ago. A modern prototype 
1 1 | I 
building has replaced the W. F. Snyder general store. But 
~ j 
the philosophy of Snyder's today ts still the same: Serrsce 


ry 





As chairman of the agricultural committee of the Kittan 
ning Kiwanis Club, Paul Snyder, IH dealer at Snyder's 
Implement Store, third from left, welcomes Opportunities 
to point out to fellow businessmen the importance of farm 
mechanization to the city’s economy, and how business- 
men and farmers can work together for mutual! benefit 


As a leader in their community, the third 
generation Snyders of Snyder's Implement 
Store believe in being helpful to both customers 
and their town. Like so many IH dealerships 


to the custome) 


making a Farmall Super ¢ 
tion to J. ¢ 


strations 


CXTENSION service 
ventive maintenance of farm equipment ts another 
service 

Elderton, 
Farmall. 


father W. F. Snyder served his 


ty at the turn « 


Here sh 


commur 


w Gro 


f the century with peddler 


wagor nd | store 


genera 


SNYDERS 
IMPLEMENT —— 


ASK FOR | DFMONSTRAT! 


sc 
SS 
= & 





and the , We 


‘ savs Salesman 


want customers to 
KR. M. Neal 
Prove-to-Yourselt demonstra 
Worthington, Pa 


best sales tools 


commirnity 


betore they buy shown 


Demon 


Mr. Neal 


Khea farmer 


are one of our says 


Cooperation with high school vo-ag classes and with the 


Pennsylvania State College on pre 


public 


six FEA boys trom 


provided by Snyder's. Here 
Pa., high school get a basic explanation of the 


air intake system 


the 
in 


from coast to coast, Snyder's recognizes 


human relations 


the 


value of good, sound 


their contac with customers community 


and the retail farm equipment business 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use 
Refrigerators and Freezers 


Trucks . Crawler Tractors and Power Units 
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McCormick Farm Equipment and Farmall Tractors 
General Offic Chicago 1 | 





— 
ina 


well 


B. J. Halverson fills out purchase 
ticket for visiting farmer who 
came from out of the firm's 
trading area to buy a part. Com- 
pany’s annual parts volume 
averages about $125,000 or 42 

of the annual gross. Below, 
Halverson points out features of 
a combine of which he sells 

several every year 


VIRTUALLY a gold 
department that 1 
carefully pro 


mine 
part 
tocked and 


moted 


B 
Halve 
Reno 
proof 


J. Halverson, who 


Implement Co. in EI 


operate 


‘rson 


, Oklahoma, can provide any 


that’s needed. Of his total 


” MASSEY: 
HARRIS 


GENUINE 


KRernmee 


ajor Volume 


from this parts department 


annual volume of $300,000, part 
ales account for $125,000, or near 
ly 42 percent of the annual 
Thi volume i 
It represents careful 
and hard digging for 
{ ale 


busine i 


pro 
part no accident 

promotion 
new ource 


Obviously, a going part 
ol primary importance 
of part 


condition 


for sale 


lac k 
nomic facto! 


can take up the 


when and eco 
cut into sales of new 


equipment 


Farmer who came in to buy parts, pauses to inspect a new tractor. 
Halverson, who sells from 50-75 tractors a year, explains features 


For e» 
t drought his section had ever 
experienced, Halverson sold 
$12,000 worth of parts, important 
volume at a time when equipment 
purchases were a bit on the low 


ample, in June, during the 
Wo! 


side 

Halverson not only supplies hi 
own territory with parts, but ha 
customers throughout the state 
plus others from Canada to Texa 
His is not a wholesale operation 
He sells directly to farmers whe 
have come to depend on the com 
have the part—virtually 
when it is needed 
complete tock of 
parts directly accounts for the fact 
that more of Halverson’ 
line of in the territor 
make He 


pany to 
any part 
Having a 


there 1 
equipment 
than any other 
from 50 to 75 tractors a vear, plu 
a substantial number of combine 
and implement 

‘It doesn 
how good a salesn 
Halverson said, “the only 
alesmat hip the farmer! 
tand l the a 
there 
when 


differen: 
an vou are 
kind « 
unde 
that 
parts < 1 
needed. When a 
breaks down 
hardly be 


t make any) 


urance 
will be with the 
ervice 
harvesting machine 
for example, he will 
happy if a portion of | 


is crop ruin 
in the field while he waits for h 
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dealer to get a part from a factory 
a hundred or a thousand mile 
away. 
Halverson 
new ysurce of parts 
years ago when “custom cutter 
began rolling through his terri 
tory early in June, Many of these 
custom harvesters, who work from 
South to North each year harvest 
ing wheat or other crops had 
equipment of Halverson’s line 
He advertised the fact among 
these operators that he would sup 
ply them with parts whenever 
they had mechanical difficulty. He 
soon learned what parts were in 
most frequent 
justed his inventory 
Part ales to custom 
soon reached a high figure as they 


began developing a 
sales several 


demand and ad 
accordingly 
operator 


passed the word around from on 
to another that they could call on 
Halverson any time, day or night 
and obtain the e 
of time 


ential part with 
out lo 

Such 
advertised. The custom operato! 
Halverson 
word to their 


dependability is widely 
not only relied upon 
but also passed the 
farmer customers for whom they 
had harvested wheat, oat and 
crop A the 


worked their way 


other custom op 
North 
they continued to order parts from 
Halverson after they had 
reached distant state 

Halverson waste no time when 
He know 


how vital it is to get a harvesting 


eratol 


even 


uch an order come n 
machine back into operation In 
order to save added time, he fre 
quently sends the essential part by 
air expre 


Whil the 


probably have done more to pro 


custom operator 


mote the company’s parts business 


104 


than anyone else, farmers have 
been quick to spread the word 

A few days ago a farmer in 
North Dakota ordered a part from 
me through a daughter who lives 
in Oklahoma City.” Halverson 
aid 

This dealer doesn't employ sales- 
men, though he feels that one or 
two might be a help. He insist 
that the quick 
part ells more parts and more 
than would the efforts of 
Halverson 


ervice he gives on 


machine 
everal outside men 
elling and spends 
most of his time canvassing Cus- 
tomers and prospects 

Halverson employs from three 
to five mechanics to handle the 
of farmers in his im- 
mediate territory, and a pecialty 
of the firm ts fast 
ervice requested by farme! 

While Halverso feels that hi 


attention to part ak has been 


concentrates on 


ervice I eed 


on-the-farm 


of first importance in building the 
$300.000 


policy of accepting al 


company annual vol 
ume, hi 
most anything in trade has played 


1e 


iccept all kind ol 


or an 


Massey-Harris Issues 
New Buyer's Guide 


PICTURES and descriptior 


the Massev-Harris Co 


An up-to-date parts stock is es- 
sential to a big parts business. 
Here, a mechanic, right, points 
to parts man certain parts that 
must be kept in ample supply. 
Below: parts man and mechanic 
go over inventory cards to de- 
termine current supply of in- 
dividual parts. Parts needed in 
greater quantity will be re- 
ordered immediately 


an REPATR FAM 


of farm machines and implement 
are included in the firm’s 195 
Buyer's Guide 
Printed in 4 colors, the free 48- 
ge catalog is now available for 
istribution. The 
tractor models are 
t part of the 


followed by a 


company +7 
featured 
Catalogs 
complete line of 
rn tractor-mounted tool ic! 


moadt 


i eC! bedde: ana 
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Let 

GOULDS 
help you 
on these 


5 Gteps 
to a ptofitable 


Pump Business 


Put this new Goulds Sales-Planner 
to work for you... 

Boe Just off cl pr this 16-page Goulds 8 

& ~~ FS aniliae * ' ' 


s;OULD ; f 


) 





FOR YOUR FREE COPY... 


See your Goulds Distributor 


mal this coupon today 
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New Horizons 
in farm machinery sales 


A HORIZON may be viewed from 
d everal angles, and the ma 
chinery sales horizon might well 
take one of two shapes. One, that 
past precedent will rule and that 
farmers will spend a constant per- 
centage of their farm income for 
machinery requirements as they 
have in the past year Or two 
that there will be a steadily in 
creasing trend to farm mechaniza 
tion and a proportionately large 
investment on the part of the farm 
er, dependent only on the ability 
of the farm machinery to more 
than justify any increase by com 
pensating savings in his cost of 
production 

We all know that, pre-war, the 
farme! pent a set percentage of 
his farm income on machinery 
Year in and year out, the ma 
chinery investment seemed to han 
pretty close to 3°o of farm income 
whether it was good or whether it 
was bad. The war changed that 
picture considerably. Perhaps the 
carcity of farm help and rela 
tively high crop returns tended to 
destroy the past pattern, but we 
do know that during the war year 
the farmer mechanized to an un 
heard of degree 


How Will Farmers Buy 


Now that we are back into a 
more normal economic era, we look 
to the machinery sales horizon 
with the question, “Will the farm 
er return to his pre-war habit of 
letting farm income determine hi 
machinery purchases, or will he 
consider it wise to continue his 
wartime mechanization purchase 
based on the ability of farm ma 
chinery to lower his cost of pro 
duction, and utilizing it to the full 
est extent?” 


*Excerpts from an address given 


by Mr. Krein at the Georgia Farm 
Mechanization Conference 


106 


By E. F. Krein 


Eastern Sales Manager 
The Massey Harris Co. 


The answer, in my estimation going to be no better off than any 
lies in the ability of the farm ma inessman. The small busine 
chinery industry and its dealers to operator, the restaurant owner, o! 
resort to creative selling. Perhap the manufacturer will prosper in 
farmers might misinterpret my re the days that lie ahead exactly in 
marks to mean that we want to relation to his ability to operate at 
practice a sort of super salesman a profit In a free competitive ma! 
hip on the American farmer in ket 
the hopes that he will buy mor — a 
arm machinery than he actually 
require Certainly high pressure We can see proof of the future 
alesmanship is not at all what we need for mechanization and better 
are contemplating. but rather we farming practice in the 
are suggesting that we in the farm trend to larger farm 
machinery industry can become Steadily we ee Ameri 
more in the nature of machine tool pecomin 
pecialists to the end that we will] tunately, the trend 
do our part in showing America’ acreage ha not nec 
farme! the full benefit of marked a trend away fron 

| 


mechanization family size farm. It merely n 
After all, it is typically Ame that the farmer is now abl 


therefore 


; 


ican to want something better, and duce more and 
alesmanship and advertising have able of handling larger acreag 
always played an important part The big question is, “What 
in bringing to America, both to happened to the farmers who 
the farmers and urban groups, : disappeared from the 
better way of life farms from one censt 

How about the need for cre: \ other?” The answer is { 
elling in the future? To my way that their acreages have beer 


of thinking, America’s farmers ar (Continued on page 117) 





Will farmers return to the pre-war habit 
of jetting income determine machinery pur- 
chases, or will they be influenced more 
by the ability of farm machinery to lower 
production costs? The answer lies in the 
ability of the industry to sell farmers on 
the full benefits of mechanized farming 
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Butler grain bins give your customers weather-tight, rodent-proof storage New Butler aeration system gives formers a complete grain conditioning 






at a cost of only a few cents a bushel per year. They are made of sturdy, long unit with ducts, fon and motor assembly tor 1,000, 1,330 and 2,200 bushel 
lived galvanized steel to furnish year after year of safe, clean, on-the farm Butler bins. It cools high-moisture grain quickly, prevents heating, guards 
storage. With 1,000, 1,330, 2,200 and 3 276-bushel capacities, you can sell against losses due to spoilage and insect activity promotes natural condi 








Butler grain bins to fit the needs of every farmer. tioning for higher market prices, better feed, safer seed! 





The new aeration system for Butler grain bins means a this new aeration system for Butler bins. They're clearing 







big, new sales potential for you as a Butler dealer! It the way to help add a profitable new sales volume to your 
makes practically every grain producer in your commu- business. 

nity a prospect for Butler grain bins. You can sell Butler Get the full story! Learn how you can stock, display, sell 
bins for safe, clean, on-the-farm storage ... with Butler Butler grain bins with the new Butler aeration system, 
aeration to condition and upgrade high-moisture grain in Cash in on the profits a Butler dealership offers! 





a complete packaged sale. 






Butler ads now appearing in the national and sectional 





Mail this coupon TODAY... 


see for yourself! 





farm magazines are telling farmers in your territory about 













For prompt reply, address office nearest you 


BUTLER MANUFACTURING COMPANY 
7394-K East 13th Street, Kansos City 26, Missouri 


| want to cash in on the big sales opportunity the new Butler aeration system offers Please 


send more information 


Name 
EQUIPMENT TEEL BUILDINGS 
Address 
FARM EQUIPMENT EANERS EQUIPMENT 
SPECIAL PRODUCTS Town State 






Business 


ee ee eK 5 


International Harvester Introduces 


Dual-Purpose Field Harvester 


A DUAL-PURPOSE field harvester, 
the McCormick 20-C, has been an- 
nounced by the International Har- 
vester Co. The big capacity ma- 
chine, according to the company, 
will harvest up to 25 tons of the 
heaviest forage or silage per hour 
In one trip through the field, it 
gathers the crop, chops it into de- 
sired lengths, and delivers it to 
truck or wagon 

The basic unit consists of feed- 
er, combination cutter-head and 
blower, blower discharge pipe, and 
PTO drive or mounted engine 
It features interchangeable row- 
crop and pickup hay attachments 

In most crop conditions, three- 
plow tractor power is ample to 
operate the PTO-driven field har- 
vester, A 49-hp International Sil- 
ver Diamond engine can be mount- 
ed on the field harvester for un- 
usually heavy yields, or when a 
maller tractor is used 

The two-crop attachment will 

ion 


leaning or tangled Laik 


Gathering chain hold 


pather 
efficiently 
the stalks as they enter the 5 
er and teady them a they are 


ickle, The sickle has a 


ather- 


cut by the 


Equipped with row-crop attach- 
ment, the harvester chops corn 
from the standing row at the 
rate of up to 25 tons per hour. 


mooth slicing action which uses 
minimum powe! 

The hay pickup attachment has 
a gentle raking action said to pro- 
vide high efficiency in both green 
and cured hay. It is 54 inches 
wide, to pick up the widest wind- 
rows 

Slatted steel feed aprons and a 
pair of rolls in the feeder carry 
the crop to the  cutter-head 
through a 14-inch throat, The up- 
per feed apron and feed roll move 
up and down, adjusting themselve 
automatically to light or heavy 
crop The weight of the top feed 

(Continued on page 124) 
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McCormick field harvester e- 

quipped with pickup attachment, 

lifts hay from the windrow and 

chops it to desired length. Trac- 

tor driver operates the harvester 
with two controls. 


Below, gathering chains in the 
row-crop attachment hold stalks 
steady as they are cut off the 
sickle. A throat spring holds 
stalks against the chains for pos- 
itive conveying action to the 
feeding mechanism. 





RUBOTRIC 


America’s Leading Wagons and Wagon Boxes 


. 


.* A. ae Sh 
(-) “i 


Write for the Name of Your Nearest Distributor 
ELECTRIC WHEEL COMPANY - QUINCY, ILLINOIS 


2805 LIND STREET 


SOUTHERN FARM EQUIPMENT Section for MAY, 1953 





gi n rt, trap 
nootin l many Vite and 
accomp! V ummarized 


The author of many ape! in 


the agriculture f i articularly 


SFEM Issues Technical Bulletin Semmes we Wee oe 
on “Painting of Farm Equipment” paarscnagn 


proclaimed 
I 


i | resented 
The first in a series of technical i “ ) trips and reposition with a gold meda {1 cash award 
bulletin “Painting of Farm E- the bucket under power for } brochure entitled ““‘Which 
quipment” ha been issued by Liftin and dumping is con- Road America” by the Freedoms 
Southern Farm Equipment Manu- trolled by easy-to-reach levers in Foundation of Valley Forge. Penn 
facturers, Inc., according to a re- front of the operator. The regula! In the brochure he pointed out 
ent announcement by Emmett R hydraulic cylinder remain free ans must decide on one 
tushin, executive vice president to operate a scraper, plow or othe 
of the association rear mounted tool in companion 
The publication is the result of operation with the No. 2 
ew loader raises a load of 
associate members of the organi- 1000 pounds to a height of eight 


ich boom consists of two 2- 


cooperative work among active and The 1 


zation and launches a program de- feet. I 
igned to promote a closer rela- inch steel pipe cross-braced for 


tionship between upplier and extra |! dity Five labor iVvin 

manufacture! attachments are available for all 
Cooperating in the publication \ r loader operation manure 

of the bulletin were the Enter- fork, manure plate, dirt bucket 

prise Paint Manufacturing Co., w bucket and bulldozer blade 

Chicago, Ill., and the Gilman Paint We ht of the No. 2 ji 165 

& Varnish Co., Chattanooga, Tenn pounds, making attaching and de- 

The manual contain ix chap- taching an easy one-man operation 

ter dealing with the following A free 2-color catalog which 

ubject Preparation of the Metal describe and illustrate the No 

for Painting; Types of Finishes for 2 and other Massey-Harris load- F. A. Wirt 

Implement Methods of Finishing rs is available from the Massey- pis 

and Types of Paint Used: Reducet rm Co., Quality Ave., Racine of three roads in their futur 

ol Thinning Solvent Primer | at toad: Hem Aneacienn tis 

Coat and Recommended Con- oft ledicitun’ treetem the 


tre a) "¢ i’ Tro " 
us for the Painting Proc ist road under trial in G1 


Basic Standards ain, and the Commu! 
In developing the Technical se- ° H d ns er tion to Mr 
ries, the SFEM Production & Ma- F. A Wirt “ onore - “te on ei oe 
terials Committee has sought to By Publication rg gc an ” 


adopt a general program of ac- eA Wirt 


aavert 


tivitie } ine higt eel advertising manage! 
AO tote tan Sayre a cles. yonadarena-enly of the J. I. Case Co., Racine, Wis- ion, ha won sever: recogni- 


ards in farm equipment manufac- ’ 
july consin, recently was honored by ! “reedon Foundation 


“Chemurgic Digest.” His picture ri rk in promoting Ameri- 
recently re- 


ate- 


turing. Because of the wide vari- 


ance of opinion and practice as re appeared on the front cover of th aniom lirt also 


vard ainting of fart me 
( pa gO irm equipment issue: and on the inside front co\ ‘ ) place general ¢ 


and because of the opportunity 
to establish basic standards and the 
economies resulting from uch 
tandard practices, it was decided 
that the first technical bulletin 
hould consider this phase of man- 


Was an Informal picture of him 


ufacturing 


° 


Massey-Harris Announces 
New Hydraulic Loader 


A NEW Massey-Harris front end 
hydraulic loader i now on the 
market, The new No. 2 Loader, de- 
igned = for Massey-Harri Colt 
Mustang and 22 tractors, is avail- 
able with a hydraulic dumping 
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Te tinge! 


NEW! THE FIRST £-9:/44 \ BALL BEARING f EQUIPPED 
TOOL AND SICKLE GRINDERS OF THEIR TYPE! 


... an advance that actually outmodes all previous designs! 


'WISSOTAS 


NEW TOOL AND SICKLE GRINDERS 


. Oil Sealed, Double Shielded 
Precision Ball Bearings! 





SALES VALUE PLUS... These new Wissota 
Grinders have something really NEW that your most 
exacting customers will want. Precision Ball Bearings 
give smooth, friction-free operation and economical long 
life. Oil sealed to eliminate greasing, care and wear. 
This sturdy, smartly finished belt driven grinder is ruggedly 
built and accurately machined. Belt may be applied 
from directly underneath or any angle behind. 
Model above is made in three sizes from the 5!/, 
inch sickle cone with 6 inch tool wheel to the 7 inch 
sickle cone with 8 inch tool wheel. (Tool wheel not 
shown). 


NOW EVEN BETTER ... NO INCREASE IN PRICE! 
A complete, NEW line of Tool Grinders for factory 
home work shop, garage and school Built to meet 
the approval of the particular mechanic and priced 


to sell the value-wise buyer 


Electric Sickle and Tool Grinders 
...also Ball Bearing Equipped! 
@ Wheels project in front of frame . . . allows 100°/, 
accessibility to wheels. 
@ Heavy Duty | 3 H.P. Removable Motor. 


@ Handles Difficult Jobs Easily and with 
Safety to Operator and 
Tool Edges. 





Electric Model below has Heavy Duty 
7 foot Sickle bar holder that sharp- 
ens 5 foot bars without reclamping 
A and 7 foot bars with one reclamping. 












Also with regular sickle holder or with 
two tool wheels with r sickle holder 
A GOOD SICKLE GRINDER my ALL a Pape GRINDER, TOO! 
ASK YOUR JOBBER WRITE FOR DESCRIPTIVE FOLDER TODAY! 








THE COMPLETE LINE OF 
SICKLE CONES AND 
ABRASIVE WHEELS 

MADE IN OUR OWN PLANT. 


“ & MANUFACTURING 
‘aa COMPANY 


MINNEAPOLIS 4, MINNESOTA 


backed by the most years ex perience 
in design and manufacture of too! grinders 











SOUTHERN FARM EQUIPMENT Section for MAY, 1953 iit 





l-H Introduces New 
McCormick Disk Harrow 


CONTROLLED 
transportation, and quicker, easie! 
listed as features of 
the new, all-purpose McCormick 
No. 35-A wheel-controlled tandem 
disk harrow recently 
by International Harvester Co 

The wheel used to gauge de- 
ired penetration in any soil, also 


penetration fast 


turning are 


announced 


may be regulated to place the full 
weight of the harrow on the disks 
for maximum penetration in heavy 
oil. Time and work are saved on 
turns when crossing grass water- 
ways because the gangs can be 
raised on the wheels and need not 
be de-angled, Full angle disking is 
possible in all soil conditions. When 
raised, the harrow can be trans- 
ported from field to field at tractor 
road speeds 

The McCormick No. 35-A is a- 
vailable in widths of 7 feet 2 
inches, 8 feet 4 inches, 10 feet 6 
inches, and 12 feet 8 inche 

The harrow’'s double “X"’ 
are supported by a heavy 3-inch 
pipe bar which 
control shaft. The disks gangs may 


frame 
erves as a wheel 


be set at a 12, 16, or 20-degree 
angle. Once they are set, to meet 
soil conditions, they need not be 
changed because the operator can 
control penetration by the hydrau 
lically actuated wheels. The heat- 
treated disks, 
apart, are available in plain or 
notched style, in 16 or 18 inch 
sizes. The gangs have two grease- 
lubricated bearings per gang on 
the 7 and 8-foot size and three 
bearings on the 10 and 12-foot size 

The McCormick No. 35-A_ has 
tapered roller bearings in the 
wheels. Wheels have 15-inch rims 


spaced 7 inches 
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and can be equipped with 6.40-15 
6.70-15, or 7.10-15 tires, and 16- 
inch rims also are available 

Any hydraulic control cylinder 
(ASAE tandard with 8-inch 
troke) or two Farmall Lift-All 
cylinde: 2'4 x 8 inches, can be 
used to control the wheel The 
1%4-inch Farmall Lift-All cylin- 
ders will operate the 7 and 8-foot 


1Ze 


° 


A-C Announces Plans 
for Richmond Branch 


A NEW branch will be opened 
in the near future by the Tracto: 
Division, Allis-Chalmers Manufac- 
turing Co., at Richmond, Va., with 
E. F. Garber 
ing to Frank Mussell, vice pres- 
ident and general sales manage! 


a managel accord- 


Garber takes over hij new po- 
ition after being branch manage! 
for the company at Peoria, III 
ince 1945. Prior to that he wa 
the assistant branch manager at 


Indianapolis and Atlanta. For a 


E. F. Gorber 


number of years he was a member 
of the dealership of E. T. Garber 


and Sons at Harrisonburg, Va 


os 


Wissota Purchases 
Luther Grinder Co. 


Wissota Manufacturing Co., 
Minneapolis, Minn., announces the 
purchase of Luther Grinder & Tool 
Co. All manufacturing operations 
will be concentrated at the Wissota 
plant. Dies, patterns and parts have 
been moved to Minneapolis 

“Our line already includes prac- 
tically all models coresponding to 
those in the Luther and Modern 
line of tool grindet aid George 
Ische president of Wissota 

Wissota models can 
substituted for corres- 


“Therefore, 
easily be 
ponding Luther models and size 

Wissota also ha 


patterns, die and stock of the 


purcha ed the 
grinders and polishing heads of the 
Brede Co. of Minneapolis 


* 


Johnston Pump Names 
Cross S.E. Manager 


Rex Cross recently was appoint- 
ed district manager for the 
eastern tate by Johnstor 


Co. of Pasadena, Cal 


Rex Cross 


er of vertical turbine and propeller 
pumps. Mr. Cross is in charge of 
ales and service for the territory 
extending from Louisiana to the 
Atlantic Coast as far north as Ar- 
kansas, Tennessee and North Caro- 
lina 

For many vears he was head of 
the Pump Division of the San An- 
tonio Pipe & Supply Co. He i 
headquarters in New Or- 


mak- 
ing hi 
lean 
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How a New Holland baler sold 
a spreader-seeder 


by D. H. Carson, Raleigh, North Carolina 


A couple of years ago I sold a New Holland 
"ae Like most 
“77° owners he’s turned into a real New Holland 


rooter, drops in just to say he’s never been more 


twine-tie baler to a local farmer 


pleased with a piece of farm machinery 

“I stopped to see him the other day, ‘Need a 
spreader-seeder,’ says he,‘ Understand New Holland 
makes one. Got it in stock?’ ‘Yessir’, 
right this way and I'd be glad to demonstrate it 
‘I'd darn near buy it sight unseen,’ 
bound 


says I step 


for you.’ saVs 
he. “The company that makes the “77” is 
to have the spreader seeder I want.’ 

“Well, you can’t go too far wrong with a start 
like that. the 
special two-way axle, showed him how easy it 
was to lift out the rotor bars for change-over from 
spread to seed, pointed out what a wide range of 
settings he had for accurate, economical fertilizing 
or seeding. But the sale was already made. I was 
just giving him information 


I gave him the whole story on 


“The way I figure it, every “‘77” is a real field 


~. . 


New Holland, Pa Minneapolis + 
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Des Moines . 


salesman. Whether I'm pushing wire-tie balers, for 
or tractor mower! 
half the 


hat what l 


age harvester forage blower 
the New Holland 


before the prospect even turn 


done ob 


up 


Tiare ha 


ellin 


I24 vad Cha wwe an 


call enjoyable 


Mr. Car 


lor 


on But 
ind ck 


ults like 


reputation 


We can't guarantee re 
its a tact the 
pendability that the °77" has 
the 
carries the full New 


par ad 
built on farm 
who 


country ws a real asset to dealer 


Holland line 


And as grassland farming continues 


ny 


to growitsa 
real investment in the future to handle machines 
that are farm-engineered to keep in step with the 
latest grassland methods. It’s an investment that 


paying off right now! 


The New Holland Machine Company, a 
diary of The Sperry Corporation 


ubsi 


. ‘NEw HOLLAND 


“First in Grassland Farming’ 


Kansas City . Brantiord, Ontario 





Directing sale activities of F. E. Myers & Bro. Co. are, left to right: J. F. 
Simmons, D. E. Brubaker, W. B. Kellogg, C. D. Leiter, E. M. Myers, E. H. 
Reaser. C. B. Sattler, reappointed sales training director, was not present 


Myers Reorganizes 
Sales Department 


THE F. E. Myers & Bro. Co 
Ashland, Ohio, announces the re 
organization of the sales division 
following the election by the board 
of directors of C. D. Leiter as vice 
president in charge of sales. M1 
Leiter, former vice president and 
manager, will have 
upervision of all sale 


domestic sale 
complete 
division functions and activities 
He became associated with Myers 
in 1905 and ha 
with the sales department since 
1907, with the exception of a year 
with Firestone. He became a direc- 
tor of the company in 1937 and a 


been connected 


vice president in January 1952 

W. B. Kellogg, formerly vice 
president and foreign sales man 
ager, has been elected vice presi 
dent and export sales manager. He 
will supervise and coordinate the 
office and field export sales force 
of the company. Mr. Kellogg ha 
been with the company since 1919 
He became a director in 1937 and a 
vice president in 1952 

The new appointments within 
the sales division include the fol- 
lowing 

FE. M. Myers, as sales operation: 
manager, will co-ordinate the ac 
tivities of the operating domestic 
ales department and the export 
ales department. With the com 
pany since 1946, he ha 
an administrative assistant, a 
istant export sale 


erved a 


manager and 
ince January 1952, assistant to 
the president 

J. F. Simmons, as domestic sale 
manager, will be responsible fo 
all functions of the domestic sales 
force, including the corre pond 
ence and order department dis 
trict managers and salesmen. He 


has been employed in the sales 
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department with Myer ince 1926 


and from 1946 until his promotior 
erved as a tant domesti ile 
manager 


D. E. Brubaker, a 


ing manager, will 


merchand! 
upervise all 
merchandising and market re 
earch tunction of the 
ale department and will assist 
the export department in similar 
problem A fulltime employee 
ince 1934, he became assistant 
domestic sales manager in 1948 
E. H 
pointed advertising and sales pro 
Employed with 
Myer ince 1939. with the ex 
ception of ervice in the U. S 
Navy ha been 
manage! ince 1950 and took on 


Reaser has been reap 


motion manage! 


advertising 


the additional respon ibility of 
ale promotion manager in Jan 
uary 1952 

C. B. Sattler ha 
pointed ale 


bee n reap 
training director 
Employed with the company since 
1904, he has held hi 


tion since 1945 


present posi! 


domestic 


Be-Ge Introduces New 
Rotary Cross Harrow 


A NEW ROTARY cro harrow 
ha been introduced by Be-Ge 
Manufacturing Co. of Gilroy, Cal 
Primarily designed for cotton and 
iccessfully tested on this type of 
crop, the new machine not only 
eliminates at least one discing and 
harrowing but prepare eed bed 

fine mulch in what is termed 
principle of tillage It 
involved 


a new 
aid to reduce labor cost 
breaking crust 
cotton, b 
performing these tasks mechani 
ally and directly on the row 
where it is most desired and bens 
ficial 

According to the 
er, one man can till 
weed up to 40 acres per dav w 
this new hydraulically controlled 
rotary tilling harrow 

Operating on the principle of 
tilling from the top down, the new 


rotary harrow offers finger-tip hy 


in striking off 


blocking and weeding 


manufactu 
block 0 


draulic control of depth fron 
fraction of an inch down to everal 
Consisting of a bank of fou 


horizontal 


inche 
revolving disc eacl 
mounting 22 spikes, the machine 
is attached to the drawbar of the 
tractor and driven by the powe 
takeoff. It covers four rows of cot 
ton at a time. For the blocking and 
operation, approximate] 
7 knives are substituted for the 
pike Weeding is done with a 
maller number of spike teeth thar 
tilling 
coverage, the machine can su 
cessfully keep 
coming a major problem by 
troll them before they 
good foothold the 

has announced 


weedin 


Jecause of it peed of 


weed fron be 
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"Russ, send us more real prospects 
and fewer coupons!" 


So, Russ Lewis says... 
FAIRBANKS-MoRSE 


will do that— 
from Now On Ik 


Ye aa 


“Readers who return this coupon 
must send 25¢ with it! We're 
getting hundreds of quarters— hone 5 inely interested in buying a water system usually are 
’ the only ones who will take time to fill in and mail 


this informative coupon. Every mail brings us many 


“We know from experience that people who are genu- 


every one a bona fide lead!” 


This attractive ad is appearing in 
Country Gentleman and House- 
hold Magazine—two of the most 
popular publications in the farm 
and rural non-farm markets! hold Magazine, 


Farmer, Washington Farmer, Idaho Farmer, Utah 


new ones!” 


This prospect-finding ad will appear in Farm Journal, 
Progressive Farmer, Better Homes & Gardens, House- 
American Home, Sunset, California 


Farmer. 


all our leads will be real prospects! 





When our dealers get leads from Fairbanks-Morse 
branch office or salesman, they'll know that each 
lead has been pre-qualified as a live prospect, and 
is not from a curiosity seeker or a school child. 
This service to our dealers is one of many that 


make a Fairbanks-Morse dealership pay off profit- 


FAIRBANKS-MoRSE 


a name worth remembering when you want the best 





WATER SYSTEMS + GENERATING SETS * MOWERS 
HAMMER MILLS * MAGNETOS + PUMPS * MOTORS 
SCALES © DIESEL LOCOMOTIVES and ENGINES 
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ably the year ‘round! Mail the coupon—find out 
why more smart business men are becoming asso- 
ciated with our live-wire company which backs its 


dealers with national advertising, cooperative ad- 


and bona fide 


vertising and promotional material 
leads!! 


Russ Lewis, Soles Monager, Dealer Div 
Foirbanks, Morse & Co, 600 S$. Michigan Ave., Chicage 5, I! 
Please send us the focts about the mony advantages of selling 
under Fairbonks-Morse dealership We ore interested in 
check one or o 

woter gofteners 
power lown mowers 


woter systems 
water heaters 


hommer miits submersible sump pumps 


Firm nome 


Your norte ” title 


Address RO 


AW I ALWIIIIIVII¥ 





igle teeth 

des of the hul 
are laterally spaced on 
to 
cro the entire width 


give uniform hoe 


Super strong angle 


of special extra-strons 


tough high-carbon 
announced 

The new stagger tor 
designed to supplement 
of dealer alres 


tooth hoe 


. 


Dearborn Introduces New 
Ford Tractor Seat 


A NEW “weight-rated” seat for 
farm tractors has been introduced 


by Dearborn Moto: sirmingham 


Taylor Announces New Siete Wn Goins MinaighhMiiie ened 
Pasture Dream Clipper we Ford tractors can be adjusted 

TAYLOR Machine Works, Louis- _§ : to suit persons weighing from 75 to 
250 pound A twist of the handle 


Vari the torsion In two live rub- 


ville, Mi announces its new and 
improved model of the Pasture 
Dream Clipper (C-1). Featuring 
a safety clutch, composed of twin 


be! pring and regul 
pringing of the seat t was an- 


flanges of 5” inside and 7” outside nounced 


diameters, which eliminates all 4 The : at provid 1 balanced 
shear pins and field replacement ride by cushioning all movements 
the new Pasture Dream Clipper! 
can be vertically adjusted to vari- 
ous cutting heights, and rear wheel 
insures a uniform cutting height 
under all condition 

The new Pasture Dream Clipper 
can be successfully used on all 
popular makes of hydraulic-e- 
quipped tractors, using a Pasture 
Dream hitch, It cuts a big 5-foot 
wath with ingle high tensile . 
teel blade, and all bearings are 


either roller or ball bearing Schultz Announces New 
Stagger Tooth Rotary Hoe 


A NEW stagger tooth, self-sharp- 


New Centri-Jet ening rotary hoe } announced DY 
x Water System the L. H. Schultz Mfg. Co., Ro 


chelle, Ill. and Waterloo, lowa ional rubbe: pring cusnio 
Rep JACKET Mfg. Co., Davenport, The wheel itself is of larger ip and down motion. The Re 
Iowa, is offering a popular-priced and is made of heavy ast 1 Ride seat can be installed o1 
water system, the Centri-Jet “X” hub ipporti recisels Nnapea model Ford tractor 
available for hallow or dee p we ll 
The hallow well i made up a 


whether up, down o1 ideway 
The spring mountings help control 
the sideways motion and the tor- 


Both shallow and deep 
Centri-Jet X pumps are 
priming, operate with only 
moving part, the impelle: 


¢ 


a packaged ystem (pump and 
eight-gallon tank, ready for in 
tallation direct from the carton) 
and provide capaciti to 480 
G.P.H. This unit fits under sink 
In utility room 
only 20” long x 18” 
high 

The deep well system (with 
or 42-gallon tank), provide 
pacities to 840 G.P.H. Both 
and twin tube injector 
improved = for rey 
and pump capacity 
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M-M Introduces New 
Three-Point Hitch 


A NEW, 3-point hitch has been 
introduced by the Minneapolis- 
Moline Co. for its two-three plow 
BF tractor. The new hitch, it was 
announced, will handle all stand- 
ard 3-point farm and yard imple- 
ments 

The hitch, known as the Hitchor 
! aid to have all of the advan- 
tages of a 3-point hitch, plus many 
other features, and i o designed 
that it may be adjusted for either 
free-floating or controlled down 
pressure action, believed to be an 
exclusive feature 

The Hitchor may be set in a 
free-floating position Oo that the 
attached implement will follow the 
contour of the land and maintain 
a constant iniform depth and 
draft, regardle of the up and 
down movement of the tractor 

By inserting a single lock pin 
the Hitchor can be set to exert 
a controlled down pre ure on the 
attached 3-point implement to hold 
it at the desired working depth 
This is important when using a 
dise plow ol! crape! blade it wa 
pointed out 


° 


. 
New Horizons 
(Continued from page 106) 


orbed by these larger farm op 
They have failed to keep 
up, and could not compete wi-h 
the larger 
eration 
This brings us up to two im- 
(1) What i 
the proper degree of mechaniza 
2) What is our respor 
bility as farm machinery manu 


eration 


better mechanized op 


portant consideration 


tion, and ¢ 


that the future 
machine } li ts in 3 ng | n ll greater investment 
America’s farmers to ¢ est mn machinery, because America’ 
possible job of mech ? exactly the same prob 

Regarding the pro} a big manufacturing opera 
mechanization, we can look back tion tod ny of us in the farn 
could stand at 


quite a able revolution nl our fact ind over a yea 


over the ast 30 


there w ol , nillion work rh ! vy machine tools mov 
complemet t ap heap. We would 
achine tool that looked per 


today it 1 estimated that thet! fectl isecable and capable of giv 


animal al ul 


horse-drawn equipment, whet 


now omething like 15 | 0 ! mal more veal ervice. but 


lars worth of farm machinery 1 A (now that it is good business to 


placing the 1920 power outlay rap a newer development 





The pay-off is 


For YOU and YOUR customers with a 
balanced inventory of HERSCHEL PARTS 


No power mower is any better than the cutting mechanism in the heart of 
of it. Knives, guards and related parts must be renewed promptly and 
periodically to insure fast, clean cutting and to maintain dependable 
operating efficiency under al! cutting conditions 

For this reason, the service-minded, business-wise dealer keeps a balanced 
stock of HERSCHEL PARTS. Products of specialists in the manufacture 
of cutting edges for over 65 year HERSCHEL PARTS are field-tested 
-.. and are guaranteed to fit the applications for which they are intended 


@ DO YOU HAVE your tree copy of the Herschel Cata 
log No. 87 and the big Herschel Wall Chart showing 
parts to fit ALL MAKES of power mower We'll be 


giad to send either or both 
Remember Junior Achievement Week, May 11 thru 16, 1953 
ny 
| 


Factory at Peoria, Illinois 


MANUFACTURING CO. INCORPORATED 
‘ — _ _ 





HERSCHEL PART S 
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\ NY day you’re going to look across that The Saturday Evening Post, Country 


counter and see a man who : Gentleman, Progressive Farmer, Field 
wants to spend $265.00 with you. pa & Stream, Popular Mechanics, and 
He’s going to ask you to sell him ‘a his state farm paper). Chances are 
a Strunk Chain Saw (the saw he’s ) = he’ll be a new customer. Or he could 


been reading so much about in easily be one of your regular customers. 


Will you have a STRUNK to sell him ? 


This is your chance to sell to a new market—a market 

with a terrific potential in sales and profits! The 

Strunk Chain Saw is designed for the average user 

—your customer. No one else offers such a value— 

a full-sized 19” saw that’s light, rugged, and 

durable—for such an amazingly low price! And 

the liberal Strunk dealer-discount means a king- 

sized profit for you every time a customer walks y, : 

out with one of these red-and-chrome beauties. ‘ ye” You Get: 
Write us today. We'll send you information ’ ; 
about a Strunk dealership, discounts, territo- ; National Advertising! 
ries, and the name of your nearest distributor. Ps “ Dealer Helps! 


Sales! Sales! 





DISTRIBUTORS — TERRITORIE PIN) WRITE TODAY 


caren — | | STROM 
wn __ | | CHAIN SAWS 


— 





lama Susten lam a distributor 
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makes possible a lower cost 
eration 

Will the farmer adopt the 
thinking that we in industrv 
1 to our purchase o 
tools? We believe that 
providing that we 
pecialists enough so that 
counsel him wisely and prove 
him the advantages of a degre 
mechanization that up to now he 


has not even started to « xplore 
Revolution in Combines 


One if the most striking ex 
ample we can think of is the 
revolution that has taken place ir 
combines 

In 1938. the elf-prope lled con 
bine wa practically unknowr 
Some were using the old binder 
thresher means of harvesting 


while some were using pull-type 


combines. Today, if you could visit 
the wheat belt, you would find 
hat 14 vei later, the pull-type 
combine has just about passed out 
of the picture entirely. In a recent 
trip, I counted about 10 percent 
pull-type combines versus 90 per- 
cent self-propelled. 

Why did the farmer f the 
grain belt replace practically 100 
percent their pull-type machine 
which cost them perhaps $1500 
each with elf-propelled init 

rhay i} 
time li Zul OT ce 


which cost per 


were 

the idea of 
and no back 
cnew that thi 


k 
ly lower ce 
liked the 


per acre, up tl 


acre on an a 
elf prope lied dos 
the openings 
machine 
argument 


{ 


weather 
The rapid 
elf-propell 
been « I 
and it 
mechanizi 
to Inve 
farm machinery \ ! cnow 
that it will more F its way 
in greater independence from 
weather risks and in increased 
profits by virtue of lower cost op- 
eration 
This brings us back again to the 


ean 


are true 


pecialist who are 
oul farmer cu 
real benefits of mechar 
through intelligent advi 
Certainly, our 
arable fro 
er and 
) pel 
garding tractor productior 


Nn 


appear that there 
ing trend to diesel] 
y butane tractol 
pecially for 
appeal 


il far 


The new Mall Tool 2 MG chain 
saw, claimed to have more power 
per ib. than eny other chain 
saw, packs 5 hp into a 29-ib. 
unit. Descriptive literature avail- 
able from Mall Tool Co., 7725 S. 
Chicago Ave., Chicago 19, Iii. 
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tractors are 


More Mounted Equipment 


rmanent trend 
inted equip 
actor de 


decided 

whethet 

ign from 

t possible 

the power re 
whether the farm 
w will demand a so 
design. By that, we 
the farmer will ever 
his tractor just for 
naving ome novelty 
ippeal his fancy. A 
»are talk 

powell 

America’ 

with thei 

are without 

long range 

that 

demand for 

Thi 

ome 

The 

would be 

nuuld add 


the 

n self 

permit 

very quickly ad 

Id peed to varying 
condition A 

on in the future 


ind and 


o more and more work through 


powe! i { he mutomati 








Its easy to 
apainviya LEW [DEA 


Clearin | , Presser wheels over husking 
g drum Shelled corn saver rolls adjustable for thick or thin 

below husking unit ears. 

delivers clean kernels 

\ to wagon elevator 


removes ears from 
broken stalks 


Lower 
gathering chain 


and gate prevent 
smaller ears from slid 
ing out. 


Floating points keep picker from 
riding over down or crooked stalks. 


Consistent farm paper advertising tells your cus- 
tomers of their outstanding features 


Now is the time to get busy on picker prospects 
Be ready to cash in when the picking season 
arrives 











CORN PICKER 
picks faster! 


12 to 18 acres daily (2 row); 8 to 12 acres daily (1 row) 


hucke Cleaner! 





Picks up the down stalks, gets low hanging ears and nubbins 


Gets more corn out of the field! 


. and, best of all, these pickers get more profitable busi- 


Ti? 
irate 
reater prectsi 


lipment ot only 


ness for the dealer with a New Idea franchise. Why? Because a eee hast al + 
el ! or ru alist) it 
practically every farmer in his community has come in contact with ability to plant at faster speeds so 


these pickers either through experience or by praise from a satis- at the farmer can take advantage 
veather and get 
; : : i ‘ most favorabl 
see if the New Idea franchise is available to you —then cash in on spn n likely would 
the profitable ‘53 picker sales. make for mor ostly planting 

! it would be well 


nvestment 


fied owner. They practically sell themselves. Better investigate to 


Other Developments 


imble 


DIVISION . 
DistRigur, 
NG CORPOR 
ATION 


COLDWarTER OHIO, us A 








Deming 
/omcrlible 


4! Pemesy 


A700 syerEms 


0 
uieetiN ” BULLETIN 4960 


THE DEMING COMPANY 


519 Broadway . Salem, Ohio 


Please rush Bulletin No. 6700 on the new Deming 
Submersible Water System and Bulletin No. 4960 
on the new Deming Convertible Jet Water System 


MY NAME 
COMPANY 


a 


~~ MY DISTRIBUTOR 

















They ee epee 
i ' ' 


Designed by Deming 
engineers and built in 
the Deming factory. 
Quiet in operation. 
Easy to install. 


Requires no pump house. 


Made of corrosion- 


resistant materials. 


Water cooled and 
water lubricated. 
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® The All-Purpose 
Water System! 


® For Shallow Wells. @ For Dee 
the well installation. @ Fors 
® Convertible in a minimus 


tools required. @ Occupie 


Send for Bulletin No. 49% 


site page for your con 


Bid 
4 


— 


6 2 f — 
(: “a <HeE guy 


LEM. OHIO — 
1 ue DEMING COMPANY * SADE - 








ot 
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and in terms of greater yield pet 
acre. This might bring up the 
question as to what we might do 
with all the additional food and 
fiber that might be grown on 
America’s farms. There is every 
possibility that the problem of the 
future might not be one of a su 
plus, but one of actual shortage 
because of the so-called fifth plate 
We are all familiar with the fact 
that America’s population is grow 
ing steadily and by 1975 we will 
have 200 million people to feed 
Personally, I am more than con 
fident that America’ farmers 
adopting a still greater degree of 
mechanization. and the full bene 
fits of research, will more than 
provide food and fibers necessary 
This is a job that must be done 
because none of us would think of 
an America, a strong America, 
which was not self-sufficient in the 
feeding and care of its people 

But should we find that ou 
progress in yields per acre and pet 
farm would be so great that we 
would still have surpluses by 1975 
even in the light of an increased 
population, the future will hold 
much in the way of new demand 
on agriculture and in the form of 
new crops for industrial purpose 
that might wel) take up any sur 
plus production capacity. The soy 
bean is an excellent example of an 
additional source of income for 
America’s farmers. Some 30 year 
ago, the soybean was unknown in 
the United States, and yet today 
just look at the hundreds of 
thousands of uses the soybean ha 


found industrially Other new 


124 


crops are being developed 
mention one, the castor bean i 
quite a bit of considera 
tion at this time. It has countle 
commercial ust uch a upply 
ing lubricants for jet engines. The 
development of the castor bean 
hinge on many things, very 


recelving 


trongly upon the field research of 
the experimental tation and 
universiti in de 
veloping the right type of bean 
that can be grown under varying 
oil conditions and harvested rT 
cessfull We in the farm ma 
chine! industry must be able t 


agricultural 


develop a satisfactory means of 
handling the crop and harvesting 


Working to 


gether, we may find the castor 


it with minimum lo 


bean an excellent product for the 
farmer of the future, a profitable 
one and upplying an entirel 
new market for a 


American apl 


product of 
culture 


* 


New idea Announces 
New PTO Shredder 


A NEW POWER take-off shredde1 
afety and m« 
chanical features has been intro 
duced by the New Idea Divisior 
Avco Manufacturing Corp., Cold 
water, Ohio 

According to the company the 
new No. 60 shredder takes le 
power operate, yet uses thre 
hredding heads with adjustable 
19,225 


with advanced 


hamme! which achieve 
hits per minute. By 


head the New Idea 


using three 
hredder not 


ham 


ide and eight 


on the centet ad. The cente! 


hammers are adjustable in ordet 
to operate at maximum efficiency 
in hollow rov Ti 
hamme! hemselv ‘ hea 


treated 


‘ 


wing o1 

bushing 

efficiency 
Outside 

proximately 

insure max 

each rOW 

both ends of all three 

hafts cut wrapping to a minin 
The New Idea 

terbalanced oO 

asily lifted and 

man. Under nor 

! operated 

fear. It j 

hreddin 

talk al 

beets 
agebrush, and 


weed: 
ture land 


° 


Dual-Purpose Field 
Harvester 


(Continued tror pade 108) 


apron and a spring on the top roll 
hold the crop firmly to the cutte! 
bar for clean cutting of the c! 
into uniform length 

The large flywheel-type cutter- 
head provides Maximum capacity 
with minimum power and, accord- 
ing to the company ha the 
trength and 


momentum to assure mootn ¢ hop- 


develop ifficient 
ping action even in the heaviest 
crops. It is regularly equipped with 
ix cutter knives and three blowe1 
wings. The cutter knives are easils 
removed for sharpening or to ad- 
just to any of a wide range ol 
cutting length: 
chine will make cuts of from '4- 
inch to 2 che and the pickup 


The row-« rop Ma- 


hay machi will make cuts of 
from !4-inch to 4 inche 

Three heavy steel blower wings 
on the flywheel create an air blast 
and centrifugal action which de- 
livers the chopped forage througn 
the discharge pipe into aq _ truck 
or trailing wagon 

The blower pipe sw! 
delivery to a truck, for 
livery to a trailing wag 
uny position in between is 1] 
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che n height, a ‘ lollar volume of we 
ich over a 10-foot wagon o1 Th hop foreman 
uck ide-board A deflector inder an incentive 
controlled by a rope from the trac- i\ a base salary 
tor seat, directs the chopped ma- cent of monthly net prot 
terial, The tractor operator can emphasize that th 
fill the wagon evenly from front to of net profit no 
rear Without slowing or toppin , i\ the 
An over-runnin clutch on the i { 
rotor drive permits it to spin fre ow much he 
ly when the powe! hut off. Thi mpany. Don't eve! 
protects the PTO shaft from twist- remat percenta 
tral and allows the flvwheel rof warned 
momentum to completely clear the ‘If h given a perce! 
housing of chopped forage the gre he might be tempted t 
the machine Is stopped hire additional mechanics and r« 
The Dasic unit also feature ort to all kinds of methods to sho 
heavy-duty power drives, and a a big gro revardle of profit 
vid welded steel frame. The hitch Where he earns a share of net 
can be adjusted horizontally O profit he is interested in reduc 
that the 20-C will accommodate ing overhead and keeping en 
row spacings of 36 to 42 Inches ployee teadily at work 
when using a row-crop unit Since the incentive plans hav 
« been in operation Norri ha 
noticed a steady upward climb ‘ 
protit am the ul other a Dan aepa ! \ hare 
Incentive Plans Pay Off nono. 3 Prey Mh example, job arate i ve plan w 
ticket which in many shops al! ually is a sort of “finance 
mislaid all too frequentl ) I pany operated by 
amount, $76, in excess of his quota haps never made out at ; al larme! n purcha 
In addition he received a $5 bonu always accounted 


(Continued from page YY) 


for in this com 


which Norris awards each week to pany empl participating 
the mechanic handling the highest “We never lose a job ticket, pli ontribute $25 monthly 





‘ 
Special analysis “hot top” steel makes ‘EMPIRE 
tillage tools split-proof and curl-proof. EMPIRE’ built 
HEAT TREATED products are scientifically heat treated by our exclusive 
FOR TOUGHNESS — Isothermal process for extra springiness, clean scouring 7 


TEMPERED keen cutting and longer life. There are none better 
FOR PERFORMANCE 


“It pays to sell the line with ready trade acceptance. 


THE EMPIRE PLOW COMPANY 


“Ia Our Second Century Of Progress 
CLEVELAND 27, OHIO 
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Exterior view of Pierce Tractor building near Spartanburg 
S.C. Note animated, illuminated sign in the shape of a giant 


Ford Tractor on roof. 


Two full-time 

parts men handle 

this well-equipped Parts 

Department. They have monthly, 
quarterly and yearly quotas to meet 





On January 3, announcement day for the Golden 
Jubilee Ford Tractor, some 800 farmers came into 
this showroom to see the new model. A large number 


of farmers have been “dropping in” ever since! 


A corner of the Pierce Tractor service shop, head- 
quarters of a 7-man shop and field service opera- 
tion, also with monthly, quarterly and yearly quotas, 


Land immediately adjacent to the implement storage 
building (in rear of main building) is available for 
“on the spot” demonstrations that close quick sales. 
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says 


Bill Joues- 


Manager, 
Pierce Tractor Co., 
Spartanburg, S.C. 


E scnted on a main highway just outside of Spartanburg, 
S. C., the modern building of the Pierce Tractor Com- 
pany is a countryside landmark. And Pierce Tractor is 
known today as one of the South's outstanding tractor 
and implement dealer organizations. 

It was not ever thus. The story of the Pierce Tractor 
Company is a record of steady growth... rapidly acceler- 
ated during the past few years ... from a modest begin- 
ning back in 1940, when the company was organized to 
handle the Ford Tractor. It is a story which demonstrates 
what can be accomplished when sound business methods 
are combined with the right line of products and the 


right franchise opportunity. 


Work that’s Planned and Plans that Work 


The fact that stands out is that here is a planned oper- 
ation. Parts Quotas, Labor Quotas and Sales Quotas for 
both new and used tractors and equipment are set up 
for each month, each quarter and each year. Quotas are 
made or exceeded with remarkable consistency. 

Other business operations are planned in line with 
these quotas, and Manager Bill Jones says that his job 
is made a lot easier by the Dearborn Motors “Planned 
Profits Program,” introduced three years ago. It’s his 
opinion that, with the help of this practical program and 
the Ford Tractor and Dearborn Farm Equipment line, 
any dealer should be able not only to plan for profits, 
but to make them consistently, vear after year. 


Here is Manager Bill 
Jones with his “Plan 
ned Profits” folder, 
which helps him turn 
planned profits into 
money in the bank 


FARM EQUIPMENT 











A Welcome to Competitors 
Pierce Tractor’s policy is to encourage principal com- 
petitors to move in nearby. One major competitor is 
located almost next door; another is getting ready to 
build across the highway. 

“We could feel the increase in floor traflic and sales 
the minute our next-door competitor moved in,” says Bill 
Jones. It proves, he says, that farmers like to make side- 
by-side comparisons and that, when they do, the Ford 
Tractor and Dearborn Farm Equipment get a lot of extra 
breaks. “And that goes double,” says Bill, “since we've 
had the new Golden Jubilee Model Ford Tractor to sell.” 


Two Points of Interest to Any Dealer 


First, that with the Ford Tractor and Dearborn Farm 
Equipment line and the Dearborn “Planned Profits Pro- 
gram,’ a dealer has both a great money-making oppor- 
tunity and a practical plan for cashing in on it. 
Second, that a Ford Tractor and Dearborn Farm Equip- 
ment dealer can well afford to welcome competition, 


DEARBORN MOTORS CORPORATION 
Birmingham, Michigan 


National Marketing Organization for the Ford Tractor and Dearborn Farm Equipment 


er 


an 3 REE 


SOUTHERN FARM EQUIPMENT Section for MAY, 1953 











Garden and tree 
sprayer. Easy 
operating, solid 
brass, double action pump 
5 ft. finest quality spray hose j/ 
with bucket strainer. Adjust 
able nozzle throws 20 to 30 
ft. spray or fine fog mist 


Unexcellied for 
spraying gardens, 
flowers, white 
wosh, weed or 
brush killing so 
lutions. Popular 
with ladies as not 
tiresome to use 
Losts many yeors 
Big seller, individ 
vally mounted on 
attractive display 
card 


D. B. SMITH & CO. 


428 Main $t., Utica 2, N.Y 
“Originators of Sprayers” 
Canadian Rep. G. lt. Cohoon 
1265 Stanley $t., Montreal 2, Canada 


As advertised in 
House & Garden 





and 
House Beautiful 


for 
Catalog 











a fund, with Norris matching each 
contribution with an equal amount 

“This provides the capital en 
abling the company to carry it 
own paper,’ Norris said. Since 
carrying charges are levied when 
the company finances the purchas« 
of appliances, these profits are dis 
tributed among the employee 
participating in the plan 

To assure maximums return 
Norris makes every effort to keep 
these contributed funds always in 
operation. Money in the safe, he 
points out, is not earning anything 
for those employees who put up the 
cash 

Since these 

assure a return considerably high 
er than the average rate of in 
terest banks, — the 
‘finance company” has been able 
to borrow additional funds from 
the bank, offering as security in 
tallment paper handled by the 
company itself. As Norris explain 
it this works to the further profit 
of employee 

“We have $2,000 originally in 
vested for the purpose of financing 
installment purchases. As a result 


carrying charge 


charged by 


of carrying charges, the return on 
our investment is 18 percent. Addi 
tionally, we are able to borrow 
$2,000 from the bank at six per 
cent interest. This money in turn 
is put to work financing install- 
ment purchases, bringing the com 
pany a net of 12 percent after the 
6 percent interest to the bank ha 
been paid. Therefore, the 18 per 
cent return from our own fund 
plus a 12 percent return realized 
from funds gives the 
employees and the company a 
total return of 30 percent.” 

While this means extra compen- 
ation for employees, it also ha 
the effect of keeping them on thei: 
toes. Knowing that they have an 
interest at stake, the bookkeeping 
department strives to keep collec 
tions up to date, while salesmen 
put extra effort in their activities, 
seeking new prospects and new 
methods of selling those prospect 

The parts department’s two em 
ployees also benefit from an in 
centive plan. Both receive a base 
salary, and, in addition, receive 
one percent of sales after volume 
reaches $7500 each month. The 
parts manager also receives one 
half of one percent on sales up to 
$7500. This plan, of course, is a 
stimulus to both men to strive for 
the greatest possible volume 

Norris, a graduate of Texas A & 
M College, founded the company 
about five years ago and is con 
vinced that incentive 
ments enable him to devote him 
elf more fully to the productive 
end of hi 

Incentive pay, he emphasize 
keep satisfied, and 
makes them feel they are a part 
of the business. They have the 
feeling that the dealer recognizes 
their capabilities 

This does not mean that Howard 
Norris can walk off and leave hi 
business without supervision. He 
keeps constant check on his de 
partments. If, upon checking up at 
mid-month, he finds one of the de 
partments falling below antici 
pated volume, he may call a sale 


borrowed 


arrange 


business 


employees 


meeting for employees in that de 
partment 

It's human nature, he 
become com 


realize 
for employees to 
even those on an incen 
tive pay plan. Stirring then 
imagination and inspiring them 
with a good pep talk is still a 
necessity 

For example, he noted not long 
ago that hi alesmen were 
pending too much time on_ the 
ales lot, not enough time making 


placent 


tractor 


calls on farmers out in the coun- 
try. He called them all 
‘Tell you what I'll do,” he said 


“For each le you make out in 
] 
i 


] double your com 
tractor old 


a 
the country I 
mission. But for each 
just because the customer happen 
to walk in here, I won't pay you 
anything In 
double or nothing.” 
For weeks after that, Norris said 


of 


werd it’ 


other 


that he couldn't even catch one 
hi alesmen to ask him a ques 
tion. To be sure, it was a tem 
porary measure, a sort of shot in 
the arm to keep things humming 
When plans of that nature begin 
to slow down or result 
dubious, Norris cast about for 
other business-building ideas 

His advertising gauged on the 
ame basis. “We spend about $75 
a month on radio advertising and 
$75 to $100 on newspaper advet 
tising,”” he says. “But it’s not done 
on a long term plan but rathe! 
through a system of short jab 

In other word \ ee that 
our volume is going down in the 


seem 


mechanical department, we try to 
use a few quick advertisements to 
pull the volume up.” 


° 


Major Appliances 
(Continued from page 100) 


promotional 
Fron 


promo 


Thi company’s 
program has three phase 
January to late spring its 
tional activities are centered or 
tractol and other implement 
During the summer when farmet 
are busy with crops, it concen 
trates on appliances and aims it 
promotional ammunition at the 
housewife. From mid-fall to early 
winter the main drive in both the 
field and the tore 1 for ervice 
work 

While some dealers have 


salesmen 


pecial 
ty appliance White’ 
outside salesman does the whol 
job year-round as far as outsid 
selling 1 White oc 
casionally does some outside sell 
ing. But for the most part the out 
elling farm equipment 
howins 


concerned 


ide man 
also i the one who i 
farm wive how to quick freeze 
their perishables 

Every morning during the sum 
mer, Laten, in a pick-up truck 
canvasses REA districts in a search 
for prospects. Sometimes he mere 
ly goes from farm to farm knock 
ing on the doors of homes which 
electrified Usually 
a list of prospect 


have been 


however. he ha 


128 SOUTHERN FARM EQUIPMENT Section for MAY, 1953 














EXTRA STRONG 
EXTRA TOUGH 


Tractor, Plow and Harrow 
Clevises - Hay Hooks - Trailer 
Hitches - Hitch & Clevis Pins 
FORGED OF 

Hi-Strength STEEL 
Favorite of farmers everywhere. Will 
outwear two or three ordinary clevises 
Four types of BIG ORANGE + —“-- = 
CLEVISES offer 14 numbers | | d 
up to |" body with I'/g" 
pin . 


f 
= 
243 








—.5 


2 Types 78 
5 Sizes 


- 


3 Sizes Hitches 716 


ASK YOUR DISTRIBUTOR or write to 





MIDLAND INDUSTRIES, Inc. 


Cedar Rapids, lowa 








Grose 


HYDRAULIC CYLINDER 
DEPTH CONTROL FOR FARM IMPLEMENTS 
THIS HYDRAULIC CYLINDER 


I sell 
the finest... 
| sell 
DEMPSTER! 





because my customers want 
quality water systems... 


My customers seem to want every last dollar's 
worth of value—no matter what they buy. They 
don't plan on early replacement or needless repair, 
They expect and demand quality. | guess that’s why 
the Dempster Water System is the farmer's favorite. 
He’s seen that 73-year-old name on some of the fin- 
est farm machinery in the country. Dempster means 
quality that’s guaranteed. The farmer knows it... 
and that’s why he insists on items from the famous 
Dempster line. 


DEMPSTER — America’s 
Quality Water System for the Farm! 


SHALLOW - WELL 
JETMASTER — Only 


one moving part. No 








special pressure tank 
needed Easily instatied 
and exceptionally 
efficient 


with @ built-in mechanical depth We offer a complete line 
control is specially designed to 


eesuratelp contrel death of farm of cylinders with and with- 


implements . . out depth control, also to 
constructi 


on b DEEP-WELL JET. 
to ASAB specifications MASTER — ideal for 


our spceifications. P 
a cae an an y P offset installation, of to 
implements de- Built-In Mechanical be set directly over the 
tigned for hydreu Depth Step Control WEN. VAUeueny Segre 
lic control This mechanical depth con- 
trol ts « double screw collar 





iN Operation only one 
moving part 





which can be easily 

eet for any length 

stroke from 4%” to DEEP WELL WATER 

Availablein 2”, After coves ot SYSTEM — Positie 
2%", 3” and 4” - - flubrication. Modern 
Bore Sizes. ‘ design Available for 
tion uwntt! reset. electric motor of gaso- 











hne engine operation 
Can be pplied with 


Write Today for Complete Details. 5 attachment 


CROSS MANUFACTURING COMPANY 


P. O. Box 92 LEWIS, KANSAS PHONE 86 


FARM EQUIPMENT SERVICE 
by F. R. James, F. A. S. A. E., 


Head of Agricultural Department 
Texas A. & M. College 


tFUGAL 
impetiers 

ed tor 

y. Bal 

e shafts mde 

e ken Bear 
Ihere are no better 


























America’s Quality Line of Farm 
Water Systems 


Pumps @ Tanks © Windmills @ 
Irrigation Equipment 


DEMPSTER | 
MILL MFG.CO. | 


eatrice, Nebroska ——— 
— WATER SUPPLY EQUIPMENT 


A 150 page book of practical informa- 


tion for the Farm Equipment Dealer 
FREE WITH A SUBSCRIPTION TO SOUTHERN HARDWARE 
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letely equipped 
¢ Continental 


sense €Ontinental Motors’ nationwide parts and service setup has a 
meaning in actual dollars and cents for three distinct groups: 


Continental air-cooled industrial engines are built in 14 
different models, from 1 to 2'/2 h.p., including both vertical 
and horizontal shaft types. Each model is engineered and 
built to absorb suddenly-applied peak loads without stall- 
ing, having output well in excess of its rated power. New, 
patented Contex external ignition system, either with or 
without Contex mechanical governor, is available exclu- 
sively on the models of this Continental line 


Some good territory remains open. Write for information, using this coupon 


CONTINENTAL MOTORS CORP, 
Air-cooled Industrial Engine Div 
12800 Kercheval Ave., Detroit 14, Mich 
Attention: Service Dept 
Gentlemen 
if you have sales and service territory open in 


please send full information 


Name 


‘T'S WISE FOR THE MANUFACTURER [0 BUILD—THE DEALER To Stock 
—THE CUSTOMER 10 CHOOSE—EQUIPMENT WITH RED SEAL POWER. 


(ontinenta/ Wy (ee [orporation AIR-COOLED INDUSTRIAL ENGINE DIVISION 


12800 KERCHEVAL AVENUE e 


To manufacturers of equipment using Continental Red 
i. Seal air-cooled engines for power, it spells protection 
of their own products’ good name, for it reflects Continental's 
deep and sincere concern with customer satisfaction. 
* 


To dealers selling such equipment, it identifies 
2. Continental-powered machinery as superior from the 
standpoint not only of initial quality, but of Continental's 
continuing interest after the sale. 

* 


To customers buying and using such equipment — 
3. lawnmowers (conventional or rotary) garden tractors, 
pumps, compressors, sprayers and similar machines — it 
means long-continued usefulness, at lowest possible cost, 
with an absolu'e minimum of time ou? for repairs. 





DETROIT 14, MICHIGAN 
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which he follows up one by one “The dealer can make many wants to trade and it is nearly al 
He has an effective way of working more sales,” White explained, “if way something another farmer 
up this list. Every farmer to whom he will accept anything of value in will buy 
he sells an appliance is encouraged trade. I do not mean just the used Since Laten visits practically 
to show it to his neighbors. The appliances and used implement every farmer in the county and 
housewife, especially, takes much iat all dealers receive. I mean v an opportunity to determine 
pride in doing this. Laten follow 1 fertilizer. livestock or any ! he soon learns the prob 
up each sale to learn what neigh ing that the farmer want b] iture needs of both old cus 
bors have been around and which pe of. Sometimes a willing tor and new prospect 
have expressed an interest in own o take in a $25 kitchen tablk ‘hile White finances the 
ing a like unit mav me; the difference between ‘ arge number of appliances 
The country store is a particulai sing a $500 deal and losing it through a local bank, there is litth 
ly good source of leads. Some of » son ompetitor involved, for few of his cus 
these stores have freezers and the Tnlik manv dealers Whit t ! ail to fulfill the sal 


owner usually is glad to cite the 1N his outside salesman authori ract. Thus far, he has not found it 


advantages to any interested farn o make his own appraisals o1 « ary to repo any of the 


‘ con 


‘ 


customer Oo r ’ oa ‘ five the 

Since the country store has al rOSp io time to “cool off.’ veal ales conte 
ways been a place where farme! 
gather and exchange information Variety in Trade-ins line for this 1 
Laten also relaxes there occasior White maintains an impre 
ally and keeps his ears open fot Since White handles both in play in the front show roon 
anything that might enable him to ments and appliances, the prospec double row of refrigerator f dif 
lead a new prospect to the dotted can trade a plow or ; : ) , ferent Ize tretche acro the 
line. Many a farm owner at the frigerator, or appliar on farm center of the room. Home freeze 
country store is a clearing house equipment. Among the odd tr: are placed in front of the display 
for important information about ins White has accepted in veat window while range and milk 
mule ow ick coolers are set up in the rea 


ance 


what the neighbors are plannin Past are cow 

to do up trucks, town lot rain © Mar of tl refrigerato 
Anothe la ) nablin ) etc. He ‘se item ( ! tow the front 

compan ( ll i izab] lu ame « whom h ! na ‘ ling customer 


of ap} 


i! 








1903—GOLDEN ANNIVERSARY—1953 


Giz ANAS Complete Line-Big Market 
FOR THESE NATIONALLY ADVERTISED 
0) UE. oi NATIONALLY-ACCEPTED MACHINES 


Garden and Small Farm TRACTORS | 


@ OUTSTANDING FEATURES 1%, 2%, 3, and 5 H.P. : : : 
> ans aa a tedbian Gece A Reputation for Quality Construction 


© CHEAP TO OPERATE oF and Customer Satisfaction 


Walking Models. Do al! yard and 
Profit-making opportunities are wide open to tix 


garden jobs. Ruggedly built for power . 
and traction. Features include variable ~“ > ling the established SHAW line. Dealers are assur 





speeds, adjustable wheel widths, in- famous brand name . national acceptance 
dividual gang tool con market pot ntials, 
trols. Power turn models ' . Seven different walking and riding models, ranging from 
available. Riding Mod- : & : " |! to 12 HLP., help you sell everybody the complete 
els. Provide low cost . j market from hone gardeners to owners ot good sized 
power for small farms. — “lg Ss. 8 and 12 H.P, farms. You feature these sturdy, efficient machines with 
Pull 10, 12, 14-inch tt RIDING utmost confidence because they are fully guaranteed by 
plows. Plow, plont, cul- ¥ \ TRACTORS 0 SHAW nationally-prete rred for quality construction and 
tate i rake do see o~ A simplicity ot ce in Ww hen you sell SH AW you 
* 


« 
many other jobs with . sell superior tractors famous for outstanding per- 


ease Power take-off 


\ . ca. formance . proved dependable for many years, 


pulley operates many ae ‘ ’ 
iffer hments. . ] z ’ f . 
New Retery Pulver. | ey | | ; Get Facts on Dealer Openings 


izer model available. Write, wire or phone for catalogs on com- 


Extra Money tur Gaass i. y | plete SHAW line, franchise information 
( and liberal dealer discounts 


in Attachments — 
SHAW MANUFACTURING CO. 
8305 Front St., Galesburg, Kansas 


Complete line easy mount 
tools for all land prepar = < ‘ 

ce 1 rom ash 

a ESTABLISHED DEMAND 
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attachments available. 








Dazey or} 

Dearborn Motor 

Decor In 

Deere John 

Delta Power Tool 
Kockwell Mfg. Co 

Deming Company 

Dempster Mill Mfg. Co 

Dicks Pontius Co 

Dioptron Company 

Draper Maynard Company 

Duro Company, The 7 

Dutton Lainson Company . t g yer Lang ’ 72 l ne Mfg 
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BY DEALERS? 


“In season and out of season’ —because farmers all over 
the country ask for it month after month 

Dealers realize that this constantly increasing de- 
mand by farmers for RED BRAND fence makes it a 
fast-turnover, steady-profit item for them. 

Then, too, smart dealers also know that Keystone’s 
extensive program of RED BRAND Practical Land Use 
merchandising helps them to sell not only more RED 
BRAND fence, but helps them to increase the net 
profits from all other parts of their business as well. 


BY FARMERS? 


Whenever they use it “by the rod” or “by the mile! 
farmers prefer RED BRAND fence because it lasts 
longer on their fence lines. 

Farmers know that Keystone manufactures RED 
BRAND in their own mills with the right amount of 
copper in the steel wire to protect it from rust. They 
also know that Keystone “Galvanneals” RED BRAND 
for added protection against rust and corrosion. This 
double rust protection makes it a better fence buy for 
them. That's why farmers insist on RED BRAND fence 
—why dealers sell more of it, year after year. 

Then, too, farmers know, through the radio broad 
casts, magazine advertising and direct mail, that the 
way to get the information about how Practical Land 
Use can increase their incomes is to see their RED 


BRAND dealers. 


ORDINARY RED BRAND 
FENCE FENCE 


RUST AND 
CORROSION 


ay 


WRITE FOR THE RED BRAND PRACTICAL LAND USE “PACKAGE” PROMOTION PLAN. IT TELLS 
YOU HOW TO INCREASE YOUR PROFITS THROUGH HELPING FARMERS INCREASE THEIR INCOMES ’ 


KEYSTONE STEEL & WIRE COMPANY Peoria 7, IIlinois 


RED BRAND fence - Non-Climbable fence - Ornamental fence - Corn-cribbing + Nails - Gates - Keystone Poultry Netting 
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Wherever People 
ork and Play. 





They're Buying 


GLEASON WHEELS 


GLEASON @Like these 
i: WHEELS 6" 8" 10”, 9” 
Steel Disc 
Ball Bearing Wheels 
with 
Semi-Pneumatic Tires 
for “2° and % axles 


PROVEN 
BEST SELLERS 


_ Millions in Use 


The 521 Wheel Deal 

gives you a basic stock 

of 23 Gleason Wheels in the 

5 Sizes which have proved most popular in 5 years of 
over-the-counter selling. Every wheel in this assortment 
will be bought by someone in your neighborhood . . . 
by customers who own hand trucks, power mowers, 
garden carts or wheelbarrows, garden tractors, caddy 
carts, silage carts, battery chargers, outboard carriers, 
by home craftsmen, farmers, small 


shopping carts .. . 
. in rural, 


repair shops, the handyman, home owners . 
urban, and suburban communities. 
Mail coupon for All The Facts. 


GLEASON @ CORP. 


6511 WEST STATE STREET © MILWAUKEE 13, WISCONSIN 


Please send us All The Facts on the 521 Gleason Wheel Deal. 


Nome 


SERVICE 


SHARES 


Patterns are available 
for practically all 
plows, listers, middle- 
breakers in No. 1 soft 


> 


center or No. 2 cru- 


GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


cible steel of the high- 
est quality obtainable. 


Send today for catalog, 


STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 











COMEDRT 


fer Poverty body 


with 


i FOAM RUBBER 
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FABRICS. Inc. 


MONTGOMERY, ALABAMA 





311 BELL ST 
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Pictured is a Farmall Super C Tractor 
and a McCormick disc harrow. Interna- 
tional Harvester is one of the many big 
name farm equipment manufacturers us- 
ing LaBelle discs as standard equipment. 


sell em the /dise thats “tatlor-made™ 


LaBelle discs are “tailor made” because they ar sell LaBelle as 


specifically designed to mect every discing need 
r 


Sdens \ quality dise as good as fine steel, careful 
that your customers will encounter. By “tailor 

a workmanship and continuing research can 
made” we mean that regardless of the condition aie 

of the land, whether it is loamy, sandy, rocky ofr , 
covered with trash, we manufacture a dise which 


is guaranteed to give top performance. plement and his kind of farming 


2. A dise designed to fit your customer's im 


Since 1880 we have been working closely with LaBelle solid or cutout dises are available for 
harrow and plow makers, dealers and farmers. This | your line of disc harrows or plows. Look for the 
73 vears of disc making experience enables you to triangular trade mark ‘“%& of LaBelle. 


[CRUCIBLE] Tirst name in special purpose steels 
53 yoows Gre, stctmating AGRICULTURAL STEELS 


CRUCIBLE STEEL COMPANY OF AMERICA. GENERAL SALES OFFICES. OLIVER BUILDING. PITTSBURGH PA 


REZISTAL STAINLESS . REX HIGH SPEED . TOOL . ALLOY . MACHINERY ° SPECIAL PURPOSE STEELS 
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... the ALL-PURPOSE 
YEAR-ROUND SPRAYER! 


That's right, Podner, if you've got both guns aimed at a high sales record for 1953 
you'll sure want the Hanson Brodjet tied up in yore corral. The sound backing 
and effective merchandising program supplied you by this Hanson Critter gives 
you all the necessary ammunition you'll be needin’ to lasso more sales and bigger 


profits than a cactus has got needles. This statement is backed up by the fact that 


Hanson's business has almost tripled each year for the past five years. Last year 
alone, the Hanson Brodjet outsold all other sprayers combined in most areas. Let's 
take a look at some of the selling ammunition available to you when you have the 


Hanson Brodjet ridin’ with you: 


EASY TO SELL BIG DEMANT 

The big demand for the Hanson Brodjet and its low prices makes it an easy 
product to sell It’s easy for you to handle too It's an over-the-counter 
storage space and handling of spare part There 
u either The broadcast 


tically 


package requiring a minimum of 
ore practically no maintenance or service worries for y 
method of spray application which the Hanson Brodjet utilizes has been enthusia 
nd proven throu yh ut the country. It offer superior distribution of chemi 
y and fast installation, operation and m 
moanig ulate to bend, break or slow the Operator down, 


accepte d « 

over broad swaths with ea ntenance There 

are no cumbersome booms t 

~s ) ‘ rer 
ENGINEERED BY EXPERT 

Hanson's leadership is accounted for by its willingness t 

chemical application through scientific research. Nothing is taken for gr 


Using modern equipment and methods, Hanson engineers constantly test and analyze all 
types of spraying equipment with the aim of constant improvement of their product From 
quality control guarantees a high standard of material quality 


» explore new field 


rt 


design to shipping, Hanson‘s 
and operational performance 
) } i ° ' 

COMPLETE MERCHANDISING PROGRAM 
Hanson has a completely workable merchandising program that makes selling 
the Hanson Brodjet easier and more profitable. It comprises many new pro- 
motional ideas that stimulate sales and meet increasing business competition. National adver- 
tising produces thousands of inquiries from people who are interested in buying. A completely 
coordinated direct-mail program and follow-up system is used to service these inquiries and draw 
customers into your store. Attractive point-of-sale displays, literature, wall posters, aci mats and 
© giant sales manual that gives you a thorough knowledge of the product and how you can best 

merchandise it completes your arsensal of sales ammunition 
Write us pronto, Pardner, so we can rush complete details to you 
about the money-making Hanson Brodjet. 


HANSON CHEMICAL EQUIPMENT COMPANY 


DEPT. 7, BELOIT, WISCONSIN 


Pat. No. 2597727 
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oe 


a 


RETAIL 


including tax 


[as 


shows you 2 easy steps to EXTRA profits 


Scores of 


First 


dealers have found this two-step program works for more sales. 


attract new rental customers for the easy handling Red Devil FP-33. Becau 


the FP-33 is low in cost, a low rental price is po ¢. And—you make extra profit: 


with 


Turn 


tie-in sales of wax, sandpaper, steel wool, et 


rentals on FP-33 machine into full price sales nce a customer rents and uses 


the FP-33 in her own home, sees how light and easy it is to handle, she is a good 
prospect for outright purchase. Apply rental payments to the purchase price to clinch 


more 


Here is a 
cially des 
is right fe 


FP-33 sales 


By adding the FP-33 to your other rental machines 
you increase rental business and open the way for more 


full-price, FP-33 sales with your full 50% mark-up 


a‘ 


thar! 


The Red Devil FP 3 offers the 


light, sturdy floor machine spe writers approved) and 22 ft. long, insulated 
igned with the woman in mind. It cable. Ye the rod evil FP-33 Floor 


wo home waxing, polishing, scrub Conditioner is t with women everywhere 


bing, steel-wooling, sanding or refinishing of 


all kinds « 
provide { 


attracts women, provides under-furniture 


clearance 


RAlOR GLATIERS 


Floor Reconditioning Kit with steel wool 


pad and three grad of sandpapet discs 


f floors. Counter-rotating brushe 
ingertip control. Modern styling 
also available for cash sales to cither rental 


Has more powerful motor (Under- 


_ 
Red Devil Toofs IRVINGTON 11, NEW JERSEY, U 


or purchase customers ‘ 


4 BP 7 


S ‘ tT 


“a P23 tf 


1] 5 * 
woot woot SANDPAPER BLADE POINT al PAINT Paint GRADY FLOOR FLOOR ELECTRO 


RAPER RAPER HOLDER rel 
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for America’s Most Wanted Discs 


From Steel to Disc — it’s Ingersoll all the way! 


First with cross-rolled steel first with heat treating . . . first with Clover 
Leaf center hole... frrst and only producer of the revolutionary new Dura 


Notch dise .. . Ingersoll has always set the pace in tillage disc improvements 


INGERSOLL 


Now to keep pace with the demand for America’s most wanted discs Inger 


soll expands its disc-making facilities. With new electric furnaces pouring out PRODUCTS 


steel for Ingersoll discs—Ingersoll ts in the best position ever to take care of 
the dise needs of its many customers in the farm implement field. With pro 

sages - DIVISION 
duction facilities completely integrated from steel to finished disc, it Ingersoll 


all the way. 


Backed by an unequaled record of field performance stretching back nearly 
0 years, today’s Ingersoll discs are the finest ever. So—to be sure of the 


best for your customers, always specify Ingersoll 
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